


nary, Dealer’ sCost 2314¢] 
"up Retail Price . . 35¢{ Sq. 


WARP’S GENUINE 
FLEX-0O-GLASS 


Guaranteed 2 Full Years 


Lets Thru More Healthful 
Ultra-Violet Rays than other 
glass substitutes,as proved in var- 
ious authentic tests, and holds 
in heat better than glass. 

Absolutely Waterproof—Un- 
breakable. 124 strong, pre- 
shrunk tiecads per square inch. 


WARP’S 
WYR-O-GLASS 
Galvanized Wire Base 
Tough galvanized % inch 
mesh wire base drawn thin to 
admit more light. Every Joint 
and Wire Imbedded in a cush- 

ion Beit by 


Impregnated with extra high 
M. P. Composition that will not 
run, discolor or melt in a window. . at ~ Mair pockets to trap moisture. 
Extra Heavy—Extra Durable. n° if tA ° a Very Transparent—Extra high 
Py, “ 
Poultry Howse i: P “Windows. in Ulera-Violet B Ray transmission. 
Brooder, Howie’ F PT desk Mu thes e Hot Beds 
Porch olen’ | ‘Cold ‘Frames 
Storm Windows | Factory Windows 
Storm Doors Office Partitions 


Greenhouses ¢ Sky Lights ‘To Diffuse Light 


te tic Glass applied to both 
8 


~~ 






UNDER | 
FLEX-O-GLASS 


ee 


3 ry, Dealer’s ‘Cost . 38c} a 
= s* Retail Price .-57e Sa.¥é. 
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GLASS-O-NET 
Mesh Base Glass Substitute 


Plastic Glass Covered Netting i 
adeon '{ inch mesh Water- ‘ i SAME HATCH 
roofed Cords. Extra strong. . SAME FEED 
yed light fast green. 

y Cord Imbedded in 
Cushion Plastic to avoid weak- 
ening air pockets and moisture. & 
Plastic lass Applied over 
Bi thing int and Cords seal every- 

thing into one solid sheet. 

Vi Very Transparent, High Ul- 
tra Violet Ray transmission— [J 
fy washable. No cheap rosin, glue ® 


WARP’S 

SCREEN-GLASS 

Galvanized Screen Base 
Fine Mesh Galvanized Wire 
Base, dipped in a transparent 
pliable plastic, then laminations 
applied to both sides. 
Tough, Durable, Layer-Built 
Plastic Coating to make it last 


aT : Wie a ae helen aa 
A, a et Bede” =e 


Porch Enclosures’ § 


3t Pays TO HANDLE Warp’s 
COMPLETE LINE OF WINDOW MATERIALS 


Every product, leader in its class. Backed by 20 years of ex- 
perience, and produced almost entirely under exclusive patents 
(granted or pending). Nothing can take the place of YEARS 


‘Erle a¥ av; 
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sae Doors 

















Dealer’s Cost. 27c) Per 
Retail Price . . 40c { Sq.¥: 





50% vs 


WARP’S 


RED VI-0-TEX 













Biggest Seller In the 


é Low Price Field 


] lasts one seaso 


Over $0 threads per sa 


tter than glass. Ordinarily 


of product-proving in actual use, and constant research and 
experiment. Only Warp’s Window Materials offer you all this. 
We are somewhat behind on deliveries because our boys all over 
the world are being protected by Warp’s Window Materials. 
{f your jobber seems slow in making shipments, please be 
patient—right now we have a war to win. 

We are anxious to supply you just as soon as Government al- 
locations will permit. It pays to handle only the Genuine. 





Admits Uitra-Violet Rays to 
Help Mature Chicks Faster— 


Makes Red Objects Appear 
Colorless to stop cannibalism. 
Just 2 or 3 chicks saved pays for 
this NEW Scientific dual-pur- 
pose material. 











nylons 


ne WITH DUPONT NYLON 


The folks at Wooster have long had a reputation for fine craftsmanship and quality 
brushes. Their slogan “If it’s worth painting . . . it’s worth a Wooster Brush” is more 
than a play on words—it’s a tradition. No one is yet prepared to say definitely what 
far-reaching effects DuPont nylon bristle will have on painting habits after the world 
has passed the total eclipse of war. Obviously, the extensive experience gained by pro- 
ducing Wooster nylons for our armed forces, in ever increasing quantities, holds the 
greatest promise for the post-war painter. Traditionally he has come to expect that any 
brush which bears the name of Wooster must be a good brush. 


Wooster f§*5!1 BRUSHES 


THE WOOSTER BRUSH oN °° WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE !8S51 — THRU 4 WARS 
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THE 
BUSIEST MAN 
IN THE U.S. 


Can help you 
keep up 











wartime sales 


The farmer in your community is the 
man we're all depending on to feed our 
people and some of our Allies’ people. 
He has a tremendous responsibility, and 
he needs your help .. . this year more 
than ever. 

Yale & Towne advertising has already 
urged the farmers of the nation to look 
to their local hardware stores for help in 
obtaining the materials and equipment 
to keep production at the maximum. 

Keep in stock whatever available 
goods you know he will need. Display 
those goods. He is your ready source of 
wartime sales... you are his “purchasing 
agent” in his big business of helping to 
keep America and its fighting men well- 
fed and healthy. 





Yale Puts 3 Big Sales Movers 
Into Your Business 





She name YALE helfis make the Ke ate 


THE YALE & TOWNE Stamrono, conw..u. sa. 








Hardware Age, published every ww Thursday by Chilton Oo. (Inc.). Entered as second- - matter March 24, 1938, at the Post Office at Philadelphia under the Act of 
6. 


Meroh 3, 1879 (Printed is U. 8. A.) $1.00 per year. Bingle copies, 25¢ each. Vol. 155, 


MARCH 15, 1945 3 




















| 
1 FOR THE 


MONEY 





If you’re interested in making money, 
you'll like Pyrex ware’s protected 
profit. Your discount is your gross 
margin. You can forget markdown 
losses because Pyrex ware is fair- 
traded in all 45 Fair Trade states. 








Z FOR THE 


SHOW 


P 
< 





Pyrex ware sees that you have every- 
thing you need for complete display. 
Four Pyrex ware seasonal window and 
counter Display Kits come to you 
every year. And these displays tie-in 
with the national advertising program 
at peak sales periods. 












* 370 GET 


READY _ 


£ 


You can be ready for your cus- 
tomers because you’ll have no long 
waits for shipments from a distant 
factory. Your local Pyrex ware 
wholesale distributor offers prompt 
delivery on all available items (dis- 
tributors now established in 144 
major cities). 


Paaaerns: 








Ask your distributor’s salesman 
for Pyrex ware dealer helps or 
write direct to Consumer Pro- 
ducts Division, Corning Glass 
Works, Corning, N. Y. 





AMilig \ 
PYREX) 


aa. 


You’ll find plenty of “GO” behind Pyrex ware 
because its national advertising pre-sells your 


ANWOD Y 70 customers. Every family in your community 
gets at least eight Pyrex ware messages a year 

through 109 metropolitan newspapers and 30 

leading magazines—and in full color! 
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RESERVED FOR 
ESSENTIAL USERS 


Please limit your sales of Tele- 
chron alarm clocks to those who 
need them most—preferably war 


workers, 


SCN eat 


_ 


; 
i 
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ALARM CLOCKS are vitally needed! 


Alarm clocks are at the top of the War Production Board list of essen- 
tial civilian items in critical short supply. That’s why WPB has requested 
us to produce a limited quantity of Telechron electric alarms. We’re 
making them without interfering with Telechron’s vital war production 
... to help America’s war workers keep on schedule. And we’re doing 
the best we can to get this limited production distributed as fairly as 
possible to help you meet the tremendous consumer demand. 

The Telechron “Cordial” (shown) is one of the distinctive clocks 
Telechron will be making after Victory. 


The Telechron “Dispatcher,” in ivory color plastic case, is now 
available in limited quantities. 


ELECTRIC CLOCKS 


WARREN TELECHRON COMPANY - ASHLAND, MASSACHUSETTS 
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SELL PENNSYLVANIA+ + AND YQU SELL THE BEST 









TENNIS BALL 


You see here a replica of the 50 millionth tennis ball made by 


Rey 





Pennsylvania —world’s largest manufacturer of tennis balls. No better tennis 









ball is made today. Tests show that the Pennsylvania Championship Ball 
for 1945 actually improves in resiliency and bounce during play. Compare any 







G other tennis ball with the 1945 Pennsylvania and you will know what we mean 





when we say: “Sell Pennsylvania . . . and You Sell the Best!” 


PENNSYLVANIA 


Welds Largest Manufacturer of “Tennis Salle 


PENNSYLVANIA RUBBER COMPANY, PENN-CRAFT PARK, JEANNETTE, PA. 





ORIGINATOR OF THE FAMOUS SILENT VACUUM CUP TIRE 
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~~ I Good Buildings Deserve Good Hardware |} 
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“Biggest housing boom yet 
headed this way” say members 
of the real estate profession and 
housing authorities. And what's 
more important, it will be in large 
measure a period of quality 
construction. 

More than likely everything 
that goes into or on a house will 
be of higher quality for three 
reasons: (1) Substitute-sshy home 
owners and prospective home 
builders are “fed up” with infe- 
rior materials (2) They will have 


the cash to pay for what they 
want (3) They will want to buy 
the security of long-established 
trade marks. 

In builders’ hardware, look to 
P.& F. Corbin to again supply jhe 
best in brass and bronze (ahd 
other materials too) for this new, 
great market. And look to Corbin 
for what it takes in design, dis- 
play and delivery to assist you 
to build the most pfofitable 
builders’ hardware business in 
your territory. 


P. & F. Corbin 


— 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 


NEW BRITAIN, CONNECTICUT - 


ih. 


SINCE 1849 
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For almost forty years, the American public For that large market Thermos is plan- 
has known (and depended on) “Thermos” ning improved products, new designs, new 
brand. In wartime new thousands of users uses for home, office, factory and school: 
have acquired the vacuum bottle habit. This Thermos advertising is helping, too ; ; ; 
increasing popularity forecasts a substantial attracting new friends . . . assuring old 


postwar market for Thermos brand vacuum- friends that “Thermos” will have again a 


insulated products. complete line of vacuum-insulated ware. 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 
Thermos Bottle Co., Ltd.; Toronto Thermos Limited, London . 


TH ERMDs Brand Vacuum Bottle 


TRADE-MARK REG. U. S. PAT. OFF. 


~THE HEART OF THE WORKMAN’S LUNCH KIT 


— 
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956. U.S. DAT. OFF 


REMOVES ALL FINISHES 
STAYS WET LONGER 
DOES NOT RUN 


NO BENZOL 
NO ACID- NO ALKALI 
NO WAX 


ITS ORANGE! 


* 
+) 
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Winni 
inning the Applause of Thousands from Broadway to Holly wo d 
7 fe) 


60 West Superior Street THE SAVOGRAN COMPANY 
CHICAGO 10 India Wharf 
OMe). 10, MASS. 2627 Army Street 





SAN FRANCISCO 19 


YES, $17,000,000 in profits have already 


been made by K4#//A7 DEALERS! 


INC, Cc 
every minute!* 


Are YOU getting your full share of this 
all-time-high paint selling opportunity? 


T are-|F 


ou display Kem- 


iden- ‘ ntly in 
ou effectively | e promine 
aan as Kem- ha 4 windows! 


tify your store your store an 


{ 
Tone Headquarters: 
u maintain an ample 


’ yo 
_.you tie-in with Kem 4 stock of Kem- Tone! 


Tone advertising! 


Now Here! Over ONE BILLION KEM-TONE 
MESSAGES are reaching your customers right now in a tremendous, 
aking advertising cz a eae Be sure to make the most of it! 


KEM-TONE IS DISTRIBUTED BY: Bros. Company, Dayton, Ohioe 
Acme White Lead & Color Works, John Lucas & Co., Inc., Phila- 
Detroit, Michigan + Detroit delphia, Pa. «+ The Martin- 
White Lead Works, Detroit, Senour Co., Chicago,, lilindis « 
Michigan « W. W. Lawrence & The Sherwin- -Wiljiams Co : 
Co., Pittsburgh, Pa.»The Lowe Cleveland, Ohio. 





BROTHERS | 


under the skin 


Select the finish you need; cadmium—lead—nickel 
—zinc—parkerized—galvanized. Beneath this 
smooth protective coating, Buffalo bolts and nuts 
are all of the same uniform quality. Whenever your 
product is fastened with a circle bolt, you can 


be sure of its strength and dependability 


COMPANY 
NORTH TONAWANDA, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 














G1. Langdon Acme No. 74A b. Goodell All-Stee! No. 1285A 


| QUALITY TWINS 


EACH wien hdncalnatinc nibbles FRIENDS 
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ee ee 






a 





Cl. Friend-winning Features: Ball-bear- b. Friend-winning Features: All-steel, 
ing saw guides for easy sawing; full ball- lifetime construction; ball-bearing saw 
bearing lever for easy swinging; quick, guides and carriage lever for easy swing- 
positive adjustment for cutting angles. ing and positive adjustment to any angle. 
; Rugged, all-metal construction. Accurate within the narrowest limits. 

kel [| 

his ; These two precision-built mitre boxes have different first names but their 

ie family name is the same. Both belong to the famous Millers Falls clan. 


With their thousands of tool-relatives, they have one thing in common— 
ur QUALITY! 
Many thousands of craftsmen prefer the Langdon Acme.’Other thou- 





an 
sands prefer the Goodell All-Steel box. It’s all a matter of which one they 


happened to meet first in their craft careers. 
It is difficult to draw any contrasts when describing the two, because 
they are equally rugged, equally smooth in operation, equally accurate. 


These are the two boxes your best customers will want. 


MILLERS FALLS 
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Because Because 







his manufacturer the paint he sells is 
has not sacrificed preferred by more 
quality in wartime people than any 
to increase sales! other brand! 











Because 


his manufacturer 


Because | . 


his Paint and Color 







considers him first, Style Guides offer : 
refusing to sell new the most useful, 
full-line accounts constructive con- [| @ 
for the duration! sumer service in 4 ’ 
the business! | ‘ 






Because 


the paint he han- 
dles has been con- 
tinually advertised 


through the war! 


} 
Because '«¢ 
his store is “Paint _. 
Headquarters” in ™ 
his community! 
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HE IS THE 
SHERWIN-WILLIAMS DEALER 


Dealers desiring to become Sherwin-Williams Full-line Dealers after the 
war should write NOW to The Sherwin-Williams Co., Cleveland 1, Ohio 


& Se 
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+ THE NEW 
SCIENTIFIC BRISTLE FOR 
A BETTER PAINT BRUSH 





HOLOS MORE 


Each Neoceta bristle is channeled to 
hold more paint. High carrying ca- 
pacity. Fewer dips. Less Fatigue. 


FINER F/LM 


Perfectly tapered Neoceta bristles 
lay paint smoothly. 


SPREADS BETTER 


Neoceta bristles brush out well. Carry 
and spread paint evenly over max- 
imum area, Not limp. Not too stiff. 


LONG LIFE 


Neoceta stands up under hard service. 


WORKS EASIER 


High capacity—perfect balance plus ¥ . é 
roth - as Rage Light suche 3 water paints, varnish base enamels, 
little brushing. ‘ varnishes and shellac. Cleans easily. 


WORTHY COMPANION OF THE FAMOUS Gold Stripe BRUSHES re} YEARS 


PITTSBURGH ‘Mme Serasce 


brush is six years of scien- 
tific research four years 


PLATE GLASS COMPANY , - ee 
: painters from coast to 
, om) a eee : f coast. Send for the scien- 
Brush Devisiou if tfc facts in the booklet 
i “The Fascinating Story of 

Neoceta”. 


REPRESENTATIVE LINE OF NEOCETA BRUSHES NOW AVAILABLE - SEE YOUR NEAREST “PITTSBURGH” BRANCH 


MARCH 15, 1945 15 





Anvil Tools 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Hammers 

Hand Drills 
Levels 

Marking Gauges 
Mitre Boxes 
Planes 

Punches 

Rules 

Saw Sets 
Scrapers 

Screw Drivers 
Sledges 


Soldering Irons 
(Electric) 


Spoke Shaves 
Squares 
Vises 


Aiways popular, Stanley “Pull-Push” Rules have become 
necessities in war-time production and construction. Compact 
and handy in the craftsman’s pocket, they reel out 6 feet of tough, 
accurate steel blade — versatile because it’s rigid for measuring 
straight distances, or flexible for curves or angular shapes. 

These “rules of a thousand uses” will continue to be fast- 
sellers when peacetime projects come along. Fast turnover items, 
they deserve a prominent place in your postwar stock of Stanley 
Tools. The complete Stanley line will be available in handsome 
finishes and up-to-date designs — with sales aids aplenty to speed 
the demand. 


foe STANLEY TOOLS, 111 Elm St., New Britain, Conn. 


STANLEY 


THE TOOL BOX OF THE WORLD 
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All frames forged of the finest 
special alloy steel * * * The new 
improved polished frame Micrometers in 1” 
and 2” sizes * * * The new black enamel finish 
Micrometers in all sizes from 1” to 6” * * *® Also available with 
y ratchet stop, lock nut and 10,000ths graduations * * * A full range 
of Metric Micrometers in addition to complete sets {in leather 
covered cases—0” to 3”, 0” to 4” and 0” to 6” * * * 


4 IMMEDIATE « 
" Pees eeey * 













Baa 








WRITE FOR CATALOG NO. 14 
AND DEALER'S PRICE LIST! 


The entire line of individual Micrometers and com- 
plete sets illustrated and fully described. Write 
today toTheCentralToolCo.,Auburn,Rhodelsland 


Rage TE 
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FOR MORE THAN A 
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saves Cewrusy 
SPECIALISTS 
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PERFECTION 
Quality 


makes Business - - - keeps it for you! 









































VERY PERFECTION-MADE Oil Range or 
Heater—every Perfection wick and repair 
_ part—you have ever sold is an active salesman 


for you now ... and postwar. 


When you sell Perfection products you sell 


quality that stays sold. You build confidence 
you can cash in on postwar. You’re creating 
good will with your customers because now 
more than ever they appreciate the importance 
of quality. Every Perfection product made dur- 
ing the war is pre-war quality in every detail. 


Although at present we can only supply a 
limited number of Perfection Oil Ranges and 


PERFECTION STOVE 
















Heaters because our major production effort 1 
is still on vital war work ...we can supply Frigi 
you with Perfection wicks and repair parts. Just] 
; to K 
It’s good business— paying business—to keep — 
your customers’ Perfection appliances in Ww 
good working condition! Often it is possible — 
to restore the efficient performance of your ee 
customers’ present Perfection Range or Heater worr 
no matter how old the model by adding a << 
minor repair part or genuine Perfection wick. ore kk 
ing ¥ 
Display your Perfection wicks and parts. It will help 
help you get more of this profitable business— and | 

and identify you as a dealer in Perfection Quality! 
i 4 

Mark 

COMPANY : Mec 
\ ion, 


7757-B PLATT AVENUE © CLEVELAND 4, OHIO Satur 


MORE WAR BONOS AND SWEAT 





MEAN oe oe) BLOOD AND 
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Mr. Dealer... Let’s take a look at Frigidaire’s 





Wartime Advertising from your Customer’s viewpoint 


It helps me — that’s the 
big thing about Frigidaire 
advertising. Homemakers 
have lots of problems now ; 
we read ads that help 
solve them. 

Frigidaire’s wartime advertising helpful? 
Just look at these recent headlines: “How 
to Keep Meat” . . . “How to Cook a 
Meal in Your Refrigerator” . . . ‘How 
to Keep Your Refrigerator Happy’”’. . . 

Wouldn’t you, Mr. Dealer, read such 
helpful ads if you were a homemaker 
harassed by wartime lack of foods, of 
time, of household help— perhaps 
worrying whether your refrigerator was 
going to last out the war? 

You bet you would ! And homemakers 
are looking to Frigidaire for help in eas- 
ing wartime difficulties . . . for ways to 
help the war effort by conserving food 
and keeping their refrigerator running. 





Wherever | look, | see 
Frigidaire ads. 


Naturally! Helpful Frigid- 





in: Good Housekeeping, 
Ladies’ Home Journal, 
McCall’s, Woman’s Home Compan- 
ion, American Home, Better Homes 
& Gardens, Sunset, Collier’s, Life, The 
Saturday Evening Post, Time, Elec- 


Look to Frigidaire for Leadership through ... ADVERTISING 
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tricity on the Farm, Farm Journal, 
Holland’s, Household, Pathfinder, Pro- 
gressive Farmer, Successful Farming. 


Here’s advertising coverage! A circu- 
lation of 37,704,000 for every message, 
reaching every type of community, every 
important age and income group. 

In addition, practically all the home 
economists in the country—and through 
them, thousands of students and home- 
makers —helped with another series of 


’ Frigidaire ads in all leading Home Eco- 


nomics publications. 


They’re eye-catching. 
l always see Frigidaire ads. 
< Millions of magazine 
MS readers see Frigidaire’s 
MY colorful, attractive ads. 
Independent research proves that Frigid- 
aire ads are seen by more women and read 
by more women than any other home 
appliance advertising. 45 





These Frigid- 
aire booklets 
help me tre- 
mendously. | 
first read about 
them in Frigidaire ads. 





Urgent and vital was the 
need for Frigidaire’s two book- 


lets on refrigerator care and use! More 
than 11,500,000 copies of ‘‘Wartime Sug- 
gestions” and “101 Refrigerator Helps”’ 
have been distributed, nearly 10,000,000 
through Frigidaire Dealers. 

In addition, more than 750,000 stu- 
dents and homemakers have seen the 
helpful motion picture, ‘How to Get 
the Most Out of Your Refrigerator.” 


How do! feel about 
= Frigidaire ? Well, Ihave 

Z confidence in this com- 
pany. I'm familiar with it. 
= Frigidaire ads have 
— helped me. | know who 
my Frigidaire Dealer is; he gave me my 
free booklets. And | know that when home 
appliances are available again...!'m going 
to see my Frigidaire Dealer first! 





BUY MORE WAR BONDS! 
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A SPECIAL MESSAGE TO DEALERS! Below is cactter of « cortes of Otne greatest 
150,000 painter-readers of America’s leading trade eer Ee eae a le oa 

gh i ' he behind these Du Pont tapered rg sac we ta as te 

posencn mpi ign to capitalize on the enthusiasiic interest in 2 a ees yma 

a = “ oo poten brushes bristled with Du Pont nylon. we a os um oe eee * 

peave daar A your community for these new nylon-bristied gees 

ec 
civilian distribution just as soon as wartime restrictions are 


Confidentially, sir, we brushes 
with NYLON BRISTLES cause plenty 


of surprised whistles! 


First, our longer wear is actual—_ 
THREE 
TIMES LONGER, 


(at least) 





it’s made of! 


(safe with all types of lacquers, 
varnishes, and kalsomine too) wee (paint thinners either) 














NYLON-BRISTLED BRUSHES ARE NOT MADE BY Slim Bristle says: 
DU PONT . . . we simply supply brush manufac- 
turers with nylon bristles trimmed to specified “When available ...Look for 
size and taper. Today Uncle Sam is taking all the the brush with the word 
bristles we make. When they are available for ci- NYLON on it.” 

vilian use, however, you'll find their durability 
and painting qualities unexcelled. It’s your guarantee of bristles pos- 
ing a combination of advantages 
FREE BOOKLET: Explains how nylon paintbrush unobtainable in any other type of 
bristles give you better service and cost less by bristle—either hog or synthetic! 
lasting longer. Write: E. I. du Pont de . 
Nemours & Co. (Inc.), Plastics De- 
partment, Arlington, New Jersey. In 


St! PONT NYLON BRISTLES 


HARDWARE AGE 
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Does a Better Wall Decorating Job 





FLATLUX, ‘ real paint, has 


these 4 BIG ADVANTAGES: 


1. It is easier to apply over wallpaper... 
covers in one coat. 


2. It covers most all interior surfaces... 
including water paint. 


3. Not necessary to repaint as often. 


4. It is really washable. 





NOTE TO DEALERS: Get the exclusive fran- 
chise in your community. For full particulars 
write BPS today! 


\ 
MARCH 15, 1945 
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THIS THREE-STAR ARMY-NAVY 


FLAG SAYS 


-_ 


TO EVERY DEALER 


Ee “YOU'RE ON TOP WITH HORTON” 


--- because War Production Skills and Processes 


Give New Dependability, Eye Appeal, and Salability 


to Postwar Horton Washers and Ironers 


ES, postwar Horton washers and 

ironers will give you commanding com- 
petitive leadership after the war. Here’s 
why: Horton has always been known for 
quality material and workmanship. Now 
in producing ordnance matériel for the 
U. S. Government, Horton is not only ex- 
ceeding quotas but meeting more exacting 
standards of manufacture and inspection 
than ever were demanded in peace-time 
operation. 

Only about 3% of American industry has 
ever earned the Army-Navy “E” award for 
speed and excellence of production. Only a 
small fraction of these have earned it more 
than once. Horton has earned this prized 
award four times, together with a special 


For further details write 


citation for thoroughness of inspection and 
accurate quality control. 

The same resourcefulness, skill and 
methods used by Horton in making this 
record will be employed in making postwar 
Horton washers and ironers. 


To dealers, this means home laundry equipment so 
free from mechanical liability that service calls will 
seldom if ever be necessary. It means washers and 
ironers of streamline eye-appeal so reliable in per- 
formance, so easy and convenient to operate, that 
they will sell on comparison. The revolutionary im- 
provements of the new postwar Horton washers and 
ironers, backed by the sound and adequate adver- 
tising and merchandising campaign planned by 
Horton, will put dealers on top in competitive power. 






FORT WAYNE, INDIANA 
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MAKERS OF AMERICA’S FIRST AND FINEST 
WASHERS FOR 73 YEARS 
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As compared to the materials that have traditionally been used 
for push and kick plates Formica is decidedly a ‘‘horse of 
another color’. It has distinctive qualities of its own that are 
not to be had elsewhere. 

Take, for instance, color. Formica colors are deep and limpid, 
protected by a heavy coating of transparent plastic. They are 
fadeless and lasting. 


Formica is not brittle and will not easily crack or chip; it is not 
malleable and will not dent. . 


Formica does not require vigorous polishing to keep it neat. 
Just a swish of a damp cloth will do the trick. 


These modern plastic pusn plates in standard sizes and colors, 
individually packed in cartons will be available for Hardware 
Jobber’s stocks directly the war lets up. There is already a lively 
demand for them. They sell well. 


THE FORMICA INSULATION CO., 4646 SPRING GROVE AVE., CINCINNATI 32, 0. 
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You'll find this easy- en-ender, easy-to-sell Masse * *AA"’ assortment es cially popular with your 
customers. Consists of 2-each of 6 of the items illustrated above Cselected i 
able stock); totals $12.00 at su — a oe (West coast slightly higher). These striking 


numbers combine the richness 
baby a all year-round as practical, decorative - and prizes. See your 


. Inquire about other Maestro assortments, too . 


in accordance with avail- 


by-colored glass with the brilliant beauty of pure, gleaming 




















Century Melaleraft Conf: $101 N. BROADWAY, CHICAGO 40. | 











We've DOUBLED the ACTION- 

You'll DOUBLE Your SALES 
with the 

New “DOUBLE ACTION” 


EASY 
DUSTER 


The ACTIVATOR 
causes a small 
“dust storm” inside 
the duster body so 
that a uniform 
dust cloud is 
expelled thru 

the discharge 











White for dealer circular today! 
THE AMERICAN SPECIALTY CO. e AMHERST, OHIO 


A CROP-SAVER AND A BACK- ‘SAVER 
Insecticide powder may be easily applied most 
effectively under low growing plants without 
waste and without stooping. Duster barrel 
absorbs moisture from powders and thus pre- 
vents caking and clogging. Light in weight and 
smooth in operation. 








HARDWARE AGE 




















BUILD GOODWILL 
with the Name that stands for 
“QUALITY” 


Customer confidence . . . that’s the reward of featuring O-CEDAR. 
For women have known and relied on O-Cedar quality for 38 years 
. . have given it unquestioned leadership in the housekeeping field. 
Now O-Cedar superiority is being brought home to more women 
than ever before. The most extensive advertising program in 
O-Cedar history is creating a demand that spells “‘sales” in quan- 
tity. Old users are buying to replenish supplies. Millions of new 
homemakers are buying O-Cedar for the first time . . . acquiring a 
life-long buying habit which should bring them to your store again 
and again. 
Tie In Actively With the O-Cedar Spring Housecleaning 
Sale, April 9 to 21. 


A wartime ne- 
cessity. Saves 
time, work, 
floors. Easy to 
apply. 
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New, sensational! 
One application 
mothproofs for the 
life of the fabric. 
Odorless, stain- 
less. 


Outsells all others. Cleans, polishes, 
protects in one easy operation, 


THE FULL-PROFIT LINE... 
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DISPLAY IT ALL 





{ BIG O-CEDAR SPRING \ 
HOUSECLEANING 


| SALE 
APRIL 9 TO 21! 
I'M STOCKING UP NOW. 








Profit by this 
Action-Getting Radio, 
Newspaper, Magazine 

Advertising 


RADIO. Entire coast-to-coast Blue Net- 
work every Tuesday and Thursday, 
4:00-4:15 EWT. Program, TIME 
VIEWS THE NEWS, prepared and 
edited by Time’s Radio Program De- 
partment, broadcast by Westbrook Van 
Voorhis, famous radio-screen voice of 
““Match of Time.”’ 

NEWSPAPERS. Frequent, compelling 
ads in leading newspapers from coast to 
coast. Over 1000 newspaper campaigns. 
MAGAZINES. Good Housekeeping, 
one of America’s most influential 
women’s magazines. 
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Seth Marshall 


President, Marshall-Wells Co. 
Duluth, Minnesota 


Makes This Statement About Coleman Heating Line: 
“Coleman Heaters Spell Big 


Volume To Us. They Are Our 
Top Major Appliance Line!” 


'We have been selling Coleman Oil 
fieaters since they were first made. 
Our unit sales number many thou- 
sands. So we feel we have had ample 
evidence that the Coleman name is a 
powerful selling force with consumers, 
and that Coleman quality and perform- 
ance keep customers sold. That is what 
makes the Coleman Heating Equip- 
ment Franchise so valuable, not only 


‘ 


to us but to our dealers. We know that 
our optimistic post-war sales plans are 
justified with Coleman.” 

Coleman franchise dealers are being 
appointed now by America’s leading 
distributors for post-war sales of these 
Coleman Heating Appliance lines: Oil 
Heaters; GAS, OIL and LP-gas Floor 
Furnaces, Water Heaters, and Central 


Heat Plants. This franchise is awarded 


to aggressive dealers who can qualify 
and handle the volume of Coleman 
business they can easily develop. Write 
us for the name of your Coleman dis- 
tributor, who can tell you the complete 
story of the Coleman opportunity in 
the waiting billion-dollar home-heating 
market. Coleman Lamp and Stove Co., 
Dept. HA-26X, Wichita 1, Kansas, 





THE “HOT” NAME IN HOME HEATING 


WICHITA 1 + CHICAGO 11 + PHILADELPHIA 8 * LOS*ANGELES 54 « TORONTO, CANADA 
HARDWARE AGE 


THE COLEMAN LAMP AND STOVE COMPANY - 








ras 


’ F i e Ge 
4 YDMae 

" SELF - SMOOTHING 
AINTS - ENAMELS 


NATIONALLY 
ADVERTISED 


Ladies’ Home Journal 
Circulation 4,136,747 
The American Home 
Circulation 2,363,796 
Better Homes & 
Gardens 
Circulation 2,479,448 
Country Gentleman 
Circulation 2,025,663 


SAVE the NATION 
from \MFLATION 


USE IT UP 
WEAR IT OUT 
MAKE IT DO 
OR DO WITHOUT 





Your Post-War Market for 


a a 


White Ta-pat-co products are 
serving the boys “over there,” Ta- 
pat-co advertising continues to serve 
you over here. 

Your post-war market for Ta-pat-co 
items is not just “standing by.” Day in 
and day out it is being cultivated for 
you against the day when peace gives 
us all the “go-ahead” signal. ; 

When that day comes and the ne- 
cessity for buying on a basis of expedi- 
ency has passed, all of the old prestige 
and appeal of Ta-pat-co products will 
be there again to help you make sales 
and profit. 

Improvements? Yes, there will be 
many springing from the giant labora- 
tory of war experience. 

Innovations? Yes, many of these, 
too, will be included in the Ta-pat-co 
line — innovations like the “Jungle 
Hammock” and others. 

Tomorrow, as yesterday, Ta-pat-co 
will be a line to tie to. Remember, “‘it 
never lets you down.” 
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THE AMERICAN PAD & TEXTILE CO. 
Greenfield Ohio 
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to protect the postwar sales of our 
dealers—GEP advertisements like this 
are appearing regularly in leading 
outdoor magazines 
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Outlook is for still smaller supply 
of Wire Cloth for civilians 





.-. but consult your jobber! 


UR Armed Forces are calling for greater 

quantities of Cyclone “Red Tag” Hard- 
ware and Screen Cloth than ever—to be used 
in countless ways all over the world to protect 
the health of our service men and women. 

Until vital war requirements are met, the 
supply of wire cloth for home use will of neces- 
sity remain small . . . in spite of our Govern- 
ment’s recognition that these products are 
needed to safeguard 
public health. 

Whatever Cyclone 
Cloth remains after cur- 
rent war needs are sup- 
plied, will be shipped to 
our jobbers as produced, 


They will divide it equit- 


SCREEN CLOTH 





ably. So check with your jobber about both 
“Red Tag” Hardware and Screen Cloth. 


More business for you after the war 


Your customers will be mighty glad when 
they can again get all they want of Cyclone 
“Red Tag” Products—screen cloth, hardware 
cloth, lawn fence and burner baskets. They 
know that Cyclone quality has been maintained 
even during the war. 
And they'll find we have 
never stopped trying to 
make our products still 
better. Your customers 
will be glad to buy Cy- 
clone Products. It will be 
profitable to sell them. 


HARDWARE CLOTH 









UNITED 


United States Steel Export Company, New York 


s 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Ill. - Branches in principal cities 


SBIATEo STEEL 
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HERE’S A COUPLE 
YOU SHOULD KNOW! 


Peter Pulverizer and Lady Pete are great profit 
builders! These sensational adjustable garden 
cultivators make it easy to give gardens the 
care that means better vegetables and flowers. 
They save time and effort in preparing the seed 
bed . . . eliminate the backache of weeding and 
cultivating. They’re fully adjustable and the 
middle tooth can be removed for working both 
























sides of a row. 

Four hundred leading jobbers stock Lady 
Pete, Model PPP3, and Peter Pulverizer, Model 
PPP5. Sell on sight! Model PPP3 retails for 
$1.25; Model PPP5 for $2.00—slightly higher 
in Canada and Western U.S.A. Get details from 
your wholesaler’s salesman, or write direct. 
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Here are most widely ™” 
used adjustments: 


oy 
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At full width for Middle tooth re- For working very 











preparing soil. moved for working narrow rows: Mod- 
Model PPP5, 11”; both sides of row. el PPPS, 6”; Model 
Model PPP3, 6”. PPP3, 3',’. 


Poter L. Pres. 


39 S. DUKE STREET, YORK, PENNSYLVANIA 


MESSAGE TO DEALERS! 


Show your customers the correct, easy way to use ws 
these husky tools! Place in the ground and pull with gj 
long sweeping strokes—do not hack as with a hoe. 


SEND FOR SHEET SHOWING ADVERTISING MATS AVAILABLE! *—~~ 
MARCH 15, 1945 
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MOST LIKELY, you feature a blue-ribbon 
line of saws, well-backed by advertising. 
How about bolts and nuts? They prob- 
ably account for larger dollar volume 
and are equally important in protecting 
reputation. Repeat business depends 
upon their appearance, uniformity and 


performance. 


| AS ADVERTISER ix 








IN NEW YORK, a selection was made at 
random from a distributor’s stock of 
RB&W EMPIRE Bolts and Nuts. Notice 
how clean-cut the head of the bolt is, the 
finish of the barrel, the perfect thread 
_ formation. This distributor, in offering 
the EMPIRE brand, stresses extra value in 
speed of assembly and holding power. 











INTO RB&W BOLTS AND NUTS has gone a 
century of pioneering and progress...a 
fortune in research and development 
work. In support of their sales has gone 
hundreds of thousands of dollars to ad- 
vertise the extra value in the EMPIRE 
brand. The distributor who takes advan- 
tage of this background and merchandises 
the line as he might saws or files or other 
specialties, will profit accordingly. 


Russell, Burdsall & Ward Bole and Nut Co. Factories at 
Port Chester, N. Y., Coraopolis, Pa., Rock Falls, ‘Ill. 
Sales Offices at Philadelphia, Detroit, Chicago, Chatta- 
nooga, Los Angeles, Portland, Seattle. 
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you can’t beat PLVMB 


the PLOMB LINE 
gives you all of 
these features... 


1. Highest quality 


- Most complete assort- 
ments 


- National advertising in all 
industries 


Popularity with expert 
mechanics 


. Effective Dealer Helps 
. Expert sales assistance 


Quick turnover — greater 
volume 
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a FOR BUILDING PROFITS 
IN THE TOOL BUSINESS 


When it comes to tools, you want the |ine that's most popular 
— the one that assures greatest demand — most rapid turnover 
and profits. 

That's the Plomb Line. Every tool in it is of highest quality —in 
design, materials and workmanship. And it includes tools for all 
industries, from tiny screwdrivers to giant wrenches. 

You'll find it’s a line you can display with more pride because 
of its quality, and sell with more profit because of greater volume. 

Write for free catalog and complete details today. — Plomb 
Tool Company, 2227 Santa Fe Ave., Los Angeles 54, Calif. 
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WICKWIRE BROTHERS, INC., CORTLAND, N.Y. 
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No question about me 7 f, . 


for them... if you stock 


@ Spring — Summer — and Fall are 
open seasons for open windows— 
and Cortland Brand Screen Cloth 
provides screens that are closed to 
insects and pests. 

At the Wickwire plant a complete 
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BRAND 


SCREEN CLOTH 


line of screen wire cloth is produced 
—under one control from steel to 
finished merchandise—in one group 
of mills—with quality guaranteed by 
over 70 continuous years serving the 
hardware trade. 

Stock Cortland Brand wire screen 
cloth—and thus bring full and per- 
manent satisfaction to the trade you 
serve. 

Standard finishes and meshes are 
available in limited quantities. Mili- 
tary needs still come first. 








WAR PRODUCTION COMES FIRST 


Savage has produced more than 2,000,000 military 
arms and will continue to supply the armed forces 
to the extent called upon by our government. 


oe 
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Millions of sales messages—in the form of atten- 
tion-getting advertisements in leading outdoor 
publications —are telling millions of prospective 
gun purchasers about the advantages of buying and 
owning Savage-built sporting arms. These advertise- 
ments are building a reservoir of future business 
which will help you to sell. more Savage, Stevens 
and Fox sporting arms in the great buying days 
that are coming. 

Just as soon as conditions permit, we will be able 
to supply you with Savage-built sporting arms in 
quantities governed only by the expansion of civil- 
ian production. 


Savage Arms Corporation 
Plants in Utica, N. Y. and Chicopee Falls, Mass. 


SAVAGE 
STEVENS 
FOX 


Manufacturer of ‘ 
RIFLES AND SHOTGUNS, LAWN MOWERS AND REFRIGERATION EQUIPMENT 





WE CONTINUE OUR CONSISTENT PROGRAM 
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@ Because it is sound selling assistance for you 
in achieving fast and profitable turnover on such 
available merchandise as we are able to deliver 
to you... because it is a medium of friendly con- 
tact with your customers — and ours — to 
maintain the identity and popular appeal of the 
complete line of Federal Practical Housewares 
... because it builds the strongest, most endur- 
ing foundation possible for the successful in- 
troduction of new numbers in the post-war 
period! Our program of national advertising in 
the Ladies’ Home Journal — and, later this year, 
in Woman’s Day — is actually and truly business 
insurance. From the many comments of our 
friends throughout the trade, we are pleased to 
know that you understand and agree with 
this policy. 


FRUIT JUICE SERVER 


SALT’N PEPPER SETS 


‘ ‘ 


“Onduringly £, / | ) ' 
OAGUNAGNY Ceautiful . . FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO 12, ILLINOIS 
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FOR PLAIN, PAPERED OR PAINTED WALLS 


Cash in on store and sidewalk traffic with these colorful TRIMZ 

counter, wall and window displays! Your choice of these tested 

ate selling aids is available based upon the size of your initial order or 

— ; “ ry the volume you sell. Over 30 million packages of TRIMZ Ready- 
Pasted borders have been sold. Dozens of smart designs are avail- 

able to match the color scheme of any room. They’re washable, 


POSTER-TYPE a sun-fast, and all-season high profit sellers. 
ee ie SS Millions of women will see and hear TRIMZ national magazine 


and radio advertising during the coming months. If you are not 
stocking TRIMZ Ready-Pasted borders...don’t delay...place 
.an order at once for immediate delivery. Address Dept. T2-3. 


BACK OF COUNTER 


SELF-SERVICE 
PANEL 


STEP-UP DISPLAY 


THE MEYERCORD CO. 
CHICAGO 44, ILLINOIS 
Sole Distributors of Genuine Trimz Ready-Pasted Borders 
and Manufacturers of Meyercord Home Decorating Decals 
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this is but one of many ARVIN Products 


When war work ends. . 
coming from NOBLITT-SPARKS INDUSTRIES, Inc., Columbus, Indiana 


7 
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Allen's Princess Range for Coal and Wood 


/ 
SHlen COOKING 


AND HEATING APPLIANCES 


Wartime years of “putting up” 
with old, worn-out ranges and 
heaters has created a tremendous 
backlog demand. People need and 
want new stoves as never before! 


When Victory drops the bars on 
new stove construction, this de- 
mand will become vigorously ac- 
tive, affording dealers and dis- 
tributors profit opportunities never 
before equalled. That time may not 
be far distant—and it’s highly im- 
portant that you get off to a good 
start when if comes. 


Start with ALLEN, and you'll start 
right. ALLEN Appliances have an 
established reputation for advanced 
design, sound construction, eco- 
nomical performance. 


ALLEN 
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MANUFACTURING 
NASHVILLE, 


Allen's LoPilot Oil Burning 


Allen's Range Eternal for Coal - Wood. 


Allen's LoPilot “Twin Eight” Cabinet 
Oil Heater. Two individually operated 


heaters in one cabinet, 


ALLEN Products to come will, in 
addition, embody distinctive new 
features sure to exert a strong sell- 
ing appeal. Share with us in a 
bright post-war future! Send now 
for details of the valuable ALLEN 
Franchise . . . write Dept. A. 


TENNESSE 


COMPANY, 


While still engaged in war work, 
we are now producing ALLEN Ap- 
pliances in limited quantity. Pro- 
duction will be stepped up as 
quickly as allowable under WPB 
regulations. 


QUALITY STOVE 
BUILDERS SINCE 1867 


INC. 








MAKE MORE 
PROFIT 
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Write for 
FRANCHISE NOW! 


Yes—the market for Dempster 
Water Supply Equipment is practi- 
cally everywhere. les and profit 
opportunities after the war loom lIar- 
ger than ever. Right now is the time 
to plan to take advantage of these 
extraordinary sales opportunities. If i , 
you handle water supply equipment, | 
you will want the COMPLETE QUAL- hee 


ITY LINE... DEMPSTER. f | A 

Write now for full ae | 2c) i“ IMPORTANT 
poe pocmry may be r O p a , 
Outstanding . 


for 66 Years 


QUALITY LINE at ne yee Romans | International makes chain for every 


—serve dependably and well. EB P ° 

e Pumps For 66 years Dempster prod- | essential need: Industrial, marine, 
. Cylinde ucts have held a reputation for 

IS oP quily ans. | farm, automotive. And International's 


Water Systems DEMPSTER MILL MFG.CO. | manufacturing and service facilities 


“Centrifugal Pumps BEATRICE, NEBR. re) |: 


* Water Supply = | are complete in every detail. 





INTERNATIONAL CHAIN & MFG. CO. 
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Goulds Famous Jet-O-Matic 
Domestic Water System. 


Goulds "'Cid”’ Shallow Well 
Pumping Unit. 


Goulds "'Cid’’ Deep Well 
Pumping Unit. 


UUW 


YE — it’s a fact that 65 out of 100 

purchasers of domestic water 
systems buy on quality, performance 
and mechanical superiority.* 


Price is a factor, but proven dependa- 
bility and product reputation predom- 
inate as buying influences — when the 
water system is handled by a reputable 
pump dealer. 

Waiting for you to come and get it on 
the farms and in the rural and suburban 
areas of your community is more busi- 
ness than you ever dreamed of... 


... Business that will come to you from 
the many, many prospects who have the 
money to buy dependable Goulds Water 
Systems... 

... And more business in the sale of a 
great variety of equipment items that 
utilize running water — items such as 
stock tanks and bathtubs, stanchion 


*Source: Survey conducted by 
“Electricity on the Farm” 
magazine. 


cups and washing machines, milk coolers 
and water heaters, and many others. 


Proper paapenenee now in pre-selling 
the market in your trading area will 
provide the sound basis for your taking 
advantage of this postwar opportunity. 


You can count on every unit in Goulds’ 
complete line for the high quality, de- 
pendable performance and mechanical 
superiority that water system buyers 
seek. Thousands of prewar Goulds 
Water Systems in daily use are your 
assurance of leadership standing in your 
community. . 

You can rely on Goulds, too, for com- 
plete cooperation in advertising, mer- 
chandising and promotional support, 
and full facilities for instruction in in- 
stallation and servicing. 

Write us today for further information 
about Goulds Water Systems. 


> GOULDS PUMPS, Inc. 


SENECA FALLS, NEW YORK 








IN A NATIONAL OPINION POLL 
ON WATER-MIX WALL PAINT COLORS 
AMERICA’S LEADING DECORATORS 
PREFERRED SPRED coors 


3 TO y 


— before has there been a paint sales 
appeal to match this one. Just think of it. 











When leading decorators in America’s style cen- 
ters were shown the colors of five best known 
water-mix wall paints—more of them chose SPRED 
colors than all the rest combined. Their votes for 
SPRED were 3 to 1 over the second choice. Think 


what a tremendous sales advantage this over- 





whelming color superiority can mean to you 
in greater sales and profits. Let us give you the 
full story of SPRED. 
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PLAN THAT GIVES DEALERS A BREAK — 
You get real protection with the SPRED franchise. It is given only 
to legitimate paint dealers on a protected territory basis. SPRED 
dealers have plenty of “elbow room” and everything it takes to build 
a profitable business on a sound basis. 








@ A SUPERIOR PRODUCT, GUARANTEED BY GOOD HOUSEKEEPING 

SPRED has the distinct selling advantage afforded by the Good 

Housekeeping Guaranty Seal which millions of homemakers recog- 

nize as a sure sign of dependable quality. SPRED moves faster be- ‘SPRED. RUT 

cause women know that products which bear this seal earn it. SPRED A ® Guarabte ed by > 
\ 


is a first quality oil-emulsion paint that mixes with water—made pos- Good Housekeeping 


sible by Glidden’s exclusive soybean derivative, “ALPHA” PROTEIN®. . $e soveanto rat 





@ ADVERTISING THAT. MAKES SALES FOR YOU! 


The strongest and largest advertising campaign per dealer in paint 
history will establish SPRED as a quality product available ONLY 
at legitimate quality paint dealers. Appearing in over 225 lead- 
ing newspapers and magazines it will feature the powerful ‘3 to 1 
Decorator Preference’”’ for SPRED colors, continuously throughout 
the 1945 selling season. This program is designed for action. It 
will bring business right to your store. 





@ A GREAT LINE WITH A GREAT FUTURE 


SPRED is the forerunner of a whole new series of postwar 
Glidden paints with a brilliant money-making future for you. 
Get the complete story including SPRED’s Protected Terri- 
tory proposition. For confidential, detailed report, write to— 


THE GLIDDEN COMPANY = Dept. 43, Cleveland 2, Ohio 


Trademark Registered 
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Yes, it’s long-past time for your fishermen 
customers to buy new UNION Rods—with the 
old enthusiasm. Wait till we can release 
them to you!—wait for these over-due Profits 
on UNION Steel Rods! 


Be set then to take up on SALES with a new 
line of UNION Values,—with a lure to catch 
the fancy of the fisherman. New features 
we've been working on since War declared 
“closed season” on sporting-goods production. 


“Hold open,” too, for new and perfected | 
post-war lines of UNION 











Roller and Ice Skates 


| 


“Chisels and Screwdrivers | 


Hack Saw Frames 


Gun Implements | 


*Available on priorities 


HARDWARE COMPANY 
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SPEED ORDERS YOUR WAY! 


The amazing ability of the George K. Gar- 
rett Company to turn out MILLIONS of 
Washers every day assures orders on time, 
every time! 


We manufacture, in our own plant, “CON- 
TROLLED TENSION” Spring Lock Wash- 
ers and Flat Washers for every need of war 
and industry. 


Our entire set-up — from research and 
testing laboratories, to precision machines 
and scientific heat-treating — is geared 
for accuracy, speed and mass production. 
That’s why we can build “CONTROLLED 
TENSION” into every Diamond G Spring 
Lock Washer—Standard or Special—and 
still DELIVER YOUR ORDER ON TIME, 


or ahead of schedule. 


Play safe! Specify Diamond G’s, the 
QUALITY Washer for top Performance 
and Service. 


GEORGE K. GARRETT CO., INC. 
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THE YALE MOVING MEN ARE HELPING 
TO MOVE THE ENEMY OUT 


First things come first—and before the Yale & Towne 
Moving Men—Quality, Reputation, Promotion—can 
get back to the job of helping you move famous Yale 
Locks, they have war jobs to do — war jobs for which 
Yale & Towne production facilities and manpower 
are particularly well-suited. 


The Stamford Division of Yale & Towne was selected 
by the leaders of our armed forces to make certain 
important parts for military equipment because of 
Yale’s special experience and years of skill in making 


THE YALE & TOWN 
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products for you... When the wars are over and Yale 
resumes its normal business, you will find Yale Locks 
incorporating the benefits not only of new designs but 
also of new improved production methods that Yale 
has developed during the war... Postwar Yale Locks 
will be easier to move than ever. 


es ~YALE~ 


The name YALE helps make the Sale 


MANUFACTURING CO. 
STAMFORD, CONN., U. S. A. 














For 73 Years 


COVERT 
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the Name that means | ptits-rines 
BUCKLES 


LOOPS « SNAPS 
ROPE GOODS 
REPAIR LINKS 
















COVERT 
MFG. CO. 


TROY, N. Y. 
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“AMES” SOLID SHANK retuRNs FROM WARS 
Same Coustruction... Same Specifications y, 


For more than two years the entire 
production of our Solid Shank 
Shovels and Spades was assigned 
to the fighting ranks. 


















Pony, the Champion of all 
Feather-weight shovels, and 
the leading Solid Shank, is 
again at your service. 












4 — | WITH 
4 SHOCK BAND 


Y 
N SGD 
‘werent Yep 1774 


< INVISET VOLT AZe) Nii tlcieled 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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Tie in with Perfection Milk Filter Disc advertising in COUNTRY GENTLEMAN, SUCCESSFUL 
FARMING, HOARD’S DAIRYMAN and other farm papers! Perfection sales are increasing steadily, 
coast to coast! Perfection displays and other selling aids are FREE. Watch your sales grow! No 


other disc can give your dairy farmer customers the Perfection 
combination of filtering speed, efficiency and work-resisting 
strength. Remember, too, that Perfection is the only milk filter 
disc that was “farm tested” in 48 states — on a money-back 
guarantee — and not even one request for refund has been 
received by Schwartz. 


Freight Prepaid on 5 Cases 
Perfection Milk Filter Discs are packed 100 discs to a box, 36 
boxes to a case. Freight is prepaid on drop shipments to deal- 
ers of 5 cases or more. Order from your hardware jobber today. 
Profit by Schwartz advertising and the fast, trouble-free per- 
formance of Perfection Milk Filter Discs. 


SCHWARTZ MFG. COMPANY 
TWO RIVERS WISCONSIN 
America’s Oldest Maker of Milk Filter Discs 


Pesan ee Pee essers 


FOR SMALLER 
PRODUCERS 


First quality, but lighter 
construction and lower 
price, for use where Per- 
fection capacity is not re- 
quired. Elgrade Discs 
mean extra volume and 
profits. 100 discs per pack- 
age; 36 packages per case. 
er from your jobber. 
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What ey years of business 


1799 
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* this year we at Bird & Son are celebrating 
our 150th anniversary . ..a period of business service equalled Ried 
by few American companies. he 

But our anniversaries mean little to you, unless you con- ing 


sider the factors that have made them possible. . . what has 
enabled us through the years to share with the dealers in 


th . 
Bird products ever-widening opportunities through ever "si 
widening horizons of service. r P 
whic 


When George Bird started his first mill, it was founded ee 
on an idea...an ideal if you like...which contributed plus 


o 
values to Bird products. The formula was simple .. . honest on 
materials, honest workmanship, honest prices. I 

t sp 


Plain as homespun. Certainly not original. Certainly not er 
exclusive. But the adherence through 150 years to such simple Rept 


basic principles of business dealings has made Bird & Sonf 4, 


BIRD &@ SON 


INCORPORATED 
EAST WALPOLE, MASS. 


RUBBE 


SHREVEPORT CHICAGO Senpen 


NEW YORK 
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imtegrity can mean to ‘YOU 





a vast enterprise. Today more than two hundred diversified 
Bird products flow out to American homes and industries 
through outstanding sales representation convenient to lead- 
ing markets throughout the land. 


It is in these difficult times ... with consumers short of 
their needs, merchants short of goods and manufacturers 
short of materials and manpower . . . that the principles on 
which a business is founded are really put to the test. For 
the fact that we at Bird & Son this year are celebrating 
our 150th anniversary does have significance for you who 
are interested in the kinds of products which Bird makes. 
It spotlights a brand name which has endured through wars 
and peace, prosperity and panics, since the very dawn of the 
Republic. It’s something you can tie to as long as honest mate- 
rials, honest workmanship and honest prices are appreciated. 


1/9)" 2945 


OUR 15O“ annive RSARY 








FLOOR COVERINGS - ASPHALT SHINGLES - WALLBOARDS + BUILDING PAPERS 
INSULATED SIDINGS - INSULATION BOARDS 


RUBBERLIKE FLOOR RUNNERS - INDEX PRESSBOARDS - BUILT-UP ROOFS 
SHIPPING CONTAINERS - SHOE CARTONS - BIRD-FIBRE WOOD FRAME CASES 
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on the job. 


First Session Will Be Devoted 
to All Refrigeration Products 


Domestic and commercial models, fixture 
applications, water coolers, Mobilaires 
and milk coolers will be thoroughly ex- 
plained in this busy all-day session. A 
giant working model of a refrigeration 
control will be featured. 


Second Session Will Cover Electric 
Ranges, Water Heaters and 


Laundry Eaui : 
7 ar 





Model by model, the various ap- 
pliances in this group will be 
put through their paces. The 
laundry equipment discussion 
will be divided into two parts 
with ample time devoted to the 
care and maintenance of both 
the Laundromat and conven- 
tional washers. 
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Never was the service situation so critical as it is 
today. Practically all electric appliances are at least 
three years old. So, for the sake of home front morale, 
everything possible must be done to keep them 


That’s the whole purpose of the 1945 Conservice 
Training Schools. And the aim this year is to crowd the 


7. + es ? F re 
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Wrapped up in a fast moving MograM will be everything needed to help you meet today’s 


STEPPED-UP SERVICE DEMANDS 


broadest and most thorough education into the fewest 
number of hours. 

Accordingly, there are no frills to this program. 
From the sound of the morning bell it’s all brass-tack 


demonstration and discussion. 


New Operational Demonstration Boards 
Facilitate Diagnosis/and Correction of Trouble 


Interesting demonstration props are em- 
ployed to explain operating fundamentals 
and facilitate diagnosis of difficulties. 
Thus, in true clinic fashion, service peo- 
ple see all problems set up and partici- 
pate in their solution, 


Westinghouse 
e) 





This will be a two-day school with sessions running 
either consecutively or at separate times. 


Dramatic 30-Minute Full Color Movie 
Shows How Good Service Builds Good Will 


This informative film takes a_ service- 
man through all the important steps that 
go to make a satisfied customer and a 
profitable service call. Packed into 30 
minutes is more down-to-earth training 
than a newcomer could get in months 

of trial and error experience. 


WESTINGHOUSE ELECTRIC & MANUFACTURING CO. 
Appliance Division + Plants in 25 Cities...Offices Everywhere > Mansfield, O. 


Check with Your Westinghouse 
Distributor for Dates of Meetings 
in Your Territory 


The Westinghouse field service 
organization is all set to take 
to the road. Get the complete 
itinerary from your Westing- 
house Appliance Distributor and 
make reservations for yourself 
as well as for your old and new 
service people. 


Tune in: John Charles Thomas, Sunday, 2:30 EWT., NBC. ¢ Hear Ted Malone, Monday, Tuesday, Wednesday Evenings, Blue Network 


oF : 7 
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~ CLEAN 


with 


Ponder-ene 
the original 
dry powder cleaner 


IW a in the Béue 


. 
Nun? by ong 0 Man vufactur red under erie Pet container 


SANFORD CARPET COMPANY.106 


AP |; PY 
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VACUUM OFF 


1%. 


no liquids «no suds e 


POWDER-ENE is your solution to a troublesome problem. With its aid you 
can keep rugs and carpets clean, colorful and like new. And it’s so easy to 
use. Give your floor coverings usual care. When they become dull or 
slightly soiled, sprinkle on Powder-ene. Brush it in. Wait an hour or 
longer. Then vacuum it off. You'll be pleased with the fresh, clean beauty, 
whether you clean the entire rug or areas at doors that are soiled quicker. 
And remember that Powder-ene never leaves a ring—never shrinks, mil- 
dews nor fades the colors. Send badly soiled rugs to a professional cleaner. 
Then keep them clean with Powder-ene, in the blue container. 


VON SCHRADER MANUFACTURING Co., Racine, Wisconsin 





| PATENTS 2,344,268 AND 2,344,247 
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ADVERTISING 
for 1945. 


ApvertisEMENTS reproduced 
here are typical of those ordered 
for insertion in all 1945 issues of 
magazines listed below. 


AZAERICAN HOME 
BETTER HOMES & GARDENS 
GOOD HOUSEKEEPING 

HOUSE & GARDEN 

HOUSE BEAUTIFUL 

LADIES’ HOME JOURNAL 
McCALL’S MAGAZINE 
PARENTS’ MAGAZINE 
WOMAN'S HOME COMPANION 
BRIDE’S MAGAZINE 


POWDER-ENE IS PROTECTED BY 
PATENTS 2,344,247 AND 2,344,268 








...in theBG@eV 
shaker-top 


_container 


LS. 


SPRINKLE ON BRUSH IN §=VACUUM OFF 


‘ie liquids + no suds « 


Keep your rugs and carpets clean and col- 
orful. Care for them as usual, but once or 
twice a month sprinkle on Powder-ene. 
Brush it in. An hour or two later, vacuum 
it off. It does not cause matting, mildew or 
fading —does not remove curl from twist 
pile. Leaves no rings when you clean small 
areas. Keep them clean with Powder-ene. 
VON SCHRADER MANUFACTURING CO., 
Racine, Wisconsin. 


PATENTS 2,344,268 AND 2,344,247 
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Millions of Housewives Stor 

Use and Buy Them Regularly: New 

Start a “Simoniz Section.” It'll make more SPOT 

money for you. Yes, a lot more than you on 1 
ever made on other home maintenance 

ONE- 

items. The trade mark “Simoniz” gives ‘ a 

nnc 

these products immediate consumer cell 

acceptance. Insures you a rapid turnover April 

and a good profit. Geta stock of "Simoniz leadir 

majo1 





Profit Makers” right away. 






THE SIMONIZ CO., 2100 INDIANA AVE., CHICAGO 16, ILL. 
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Cleans iffy. 
stains in @ vround every 


of te. order today- 
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Bad News for Moths! Good News for YOU! 


LARVEX SALES GO 
in 4 Yoorst... Ard, They'ee Till growing! 


SUPPORTING YOUR SELLING IN 1945! 


TESTED LARVEX ADVERTISEMENTS 

like this in American Home, Better 
Homes and Gardens, Ladies’ Home 
Journal, Life, McCall’s, New 
Yorker, This Week, Parents’, 
Woman’s Home Companion, True 
Story, American Weekly, 

New York Times Magazine. 


SPOT RADIO CAMPAIGNS 
on 170 Mutual Stations! 


ONE-MINUTE SPOT RADIO 
Announcements 10 times a 
week for 13 weeks during 
April, May and June over 
leading stations in 


major cities! 











FREE! This Full- 
6 Color Window 
Display! 


Makes a wonderful Soe 
focus-point for your 9 cu 
spring moth-merchan- One Sp 

dise display. Free on 

request. 


Display with Real 
Live Moths! 


It’s sensational . . . this 
counter-card showing 
live moth worms! 
Demonstrating that 
moths won’t eat wool- 
ens treated with 
Larvex! You get one 
display for your coun- 
ter with a $12 order! 
Without extra cost. 


FREE! This Counter 8 
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@ Our armed forces need still more wire and 
other cutters; 


@ Easing of their need from desperate to “merely” 
urgent, does not warrant turning any part of 
cutter manufacturing capacity to market ad- 


vantage or trade convenience; 


Ps A witter cannot rightly be on sale if of wanted 
war-type, or if made with capacity which should 
have been applied to satisfying the needs 


JOHNSON 


Founded 
1871 


We believe you will Today our production goes to war. But when 


accept with us, the obli- 
gations which these facts 
infer; and will continue to 
support us with your pa- 
tient understanding. 


the time comes, our conversion to peacetime 
production will be rapid, and Iver Johnson 
dealers won’t have to wait long to enjoy again 
the profit and prestige that has always been 





H. K. PORTER, INC. 
EVERETT 49, MASS. 


their pride. 


IVER JOHNSON’S ARMS & CYCLE WORKS 


26 RIVER ST — FITCHBURG, MASS. 














RIEGEL 


ORK GLOVES 


These strong, protective work gloves are the product of 
one of America’s largest textile mills. They are Riegel- 
controlled —in one plant — from raw cotton to finished 
glove. This single close supervision of every detail 
results in unexcelled quality — durability — economy. 


Sold by Leading Wholesalers 


“The Right Glove ba 9 Ais For Every Job” 


RIEGEL TEXTILE CORPORATION 


342 Madison Avenue, New York 17, N. Y. 


Here's how we're keeping it the 
MOST FAMOUS NAME 
IN PLANT FOOD 


Vv 


A great new Spring Ad- 
vertising Campaign in 
these important mago- 
zines! 


Almost every gardener reads one or more of these 
popular magazines! American Home, Better Homes 
and Gardens, House Beautiful, House and Garden 
and the American Weekly (that’s the magazine 
with the largest circulation in America). And these 
are the magazines that carry Vigoro’s great spring 
advertising campaign! Add these to supplementary 
magazines and newspapers and you can see we're 
telling plenty of gardeners, plenty in your neigh- 
borhood, about the superiority of Vigoro. 

In dramatic, colorful ads, we’re showing garden- 
ers indisputable proof, based on carefully controlled 
tests, that Vigoro produces better results. We think 
it’s our greatest advertising ever. 

Our advertising this year is “business insurance” 
for you! Insuring that you will continue to sell 
plenty of Vigoro. Be sure to order a good supply 
for Spring. You’ll need it! Order early! 


A Product of Swift & Company 














U. S. Yards Chicago 9, Ill. 
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Sell Two Out of Three! 


On more than two-thirds of the 
6,000,000 farms in the United 
States, horses and mules furnish 
the chief source of farm power. 
Every farmer who works horses 
and mules is a user or a pros- 
— user of Ta-pat-co Collar 
Pads. 


Advertising in the nation’s larg- 
est farm papers is urging farmers 
to give their horses and mules 
“Double protection for better 
work.” You can help your farmer 
friends and yourself by featur- 
ing Ta-pat-co Collar Pads in 
your store. Sold by your jobber. 


THE AMERICAN PAD & TEXTILE COMPANY e GREENFIELD, OHIO 









Make Your Store 








TL ' } You ean sand 
r a | squarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 


It’s guaranteed to 
do the job. 


Any one can apply 
it. Goes on like 











Fish Ponds 

Pump, Boller and Elevator 
Pits 

Reservoirs 


Silos 
Field and Quarry Stone 


also can be used as a mor- 
tar for pointing up brick 
and masonry, also to patch 
concrete. 

Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 1b. drums. It comes in 
Grey and White. A 10 lb. package will waterproof 100 to 150 sq. ft. 


Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West Orange, N. J. 

















No.4393 Cocktails forTwo 


A very attractive Five-Piece “You and 
Me” Cocktail Set. On a Wooden Tray 
of Chinese Red, 10 x 5 inches, is a Mix- 
ing Glass 6 inches tall, decorated with 
a red cock, with two serving glasses in 
like design, 3 inches tall, with glass 
mixer. 








Weight: 24 lbs. per doz. sets. Packed: One doz. in car- 
ton. $7.20 per doz. sets. In 3 doz. lots $6.60 per doz. 


We carry a tremendous assortment of GIFT GOODS, ranging in price 
from $1.80 to $90.00 per doz. Complete set Z of Mlustrated price 
lists mailed to any HARDWARE DEALER on application. 














115-119Z 
South Market St. 
Chicago 6, Ill. 
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LEO KAUL 











Waterproofing Headquarters 
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The Housekeeping Gloves that make 
old-style rubber gloves obsolete 


@ Look at these new features that mean sales 
to you! New Ebonettes slip on easily as a 
cotton glove — no talc needed. Short fingers 
fit every hand snug to the tips — no floppy 
ends. Curved fingers relieve strain of long 
wearing. New non-slip finish holds wet 
objects better than bare hands! 


National advertising starts next month. Only 3 sizes to 
stock — small, medium, large, fit all hands. Demand ex- 
ceeds supply — ask your jobber or write us. 


























THE PIONEER RUBBER COMPANY 
Over Twenty-five Years of Quality Glove Making 
Los Angeles 306 Tiffin Road, Willard, Ohio New York 










































GLAD RAG 
GLAD RAG 
GLAD RAG 
GLAD RAG 
GLAD RAG 


Silver Polishing Cloth 


#2 and £7 


Furniture Dust Cloth 


#4 and #11 


Auto Wiping Cloth 


#15 


Window Wiping Cloth 


#16 


Woodwork Wiping Cloth 


#16 



































GLAD RAG PRODUCTS CORP. 
ee 





305 £—. 43rd St., New York 17, 







HARDWARE AGE 


a eo O° ae 


For Lamps — Lanterns — Irons 


Here’s one of the most important Coleman Parts 
items you can carry in stock...and your jobber can 
now supply you with all you need of every type for all 
models of Coleman Lamps, Lanterns and Irons. 
Genuine Coleman Generators are made right, factory 
tested, perfect fitting, give longer service, are most eco- 
nomical, and make Coleman Appliances work “like 
new”. That’s why they build good will and good busi- 
ness day after day. Every Coleman user is a prospect for 
one or more of the generators listed below. 
Only the most popular Coleman Generators are pictured at left. All kinds 
are available. If the Coleman Generator you want is not pictured or listed here, 
write for information about it. 


ORDER DIRECT FROM YOUR JOBBER! 











€04-299 
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R-55—JUMBO ROTARY GENERATOR—Standard for 
Nos. 130G, 130P, 131P and 132P Lamps and can 
be used on Instant-Lite Models 117, 118, 119, 220, 
228 and all Quick-Lite Lamps and Lanterns. 
Has automatic cleaning needle operated by 
rotary lever. 

T-66 —(Roto-Type) GENERATOR — Used only on 
Lanterns Nos. 242, 242A, 234 and 243. Has 
automatic cleaning needle operated by rotary 
lever which is built in the burner. 


Q-77 — STRAIGHT GENERATOR — Standard equip- 
ment for Instant-Lite Lamps Models 117, 118, 
119, and Lanterns 220 and 228. Can also be used 
on all Standard Quick-Lite Lamps and Lanterns, 
except Model Nos. 150B, 150G, 1501, 150R, and 
134. A high quality, popular priced generator. 


604-299—ROTARY IRON GENERATOR—For use on. 
Coleman Instant-Lite Iron Nos. 3, 4, 8, 4A, 8A, 
609 and 609A irons. Has automatic cleaning 
needle operaed by rotary lever. 


T-44G—NEW OVERSIZE GENERATOR—Gives longer 
service under the same fuel and operating con- 
ditions than any other lamp or lantern generator 
ever manufactured. Equipped with gas tip 
cleaning needle operated by a rotary lever 
which is built in the burner. Fits Coleman 
Lamps Nos. 117A, 118A, 119A, 133, 134A, 134P, 
134G, 139, 143, 132A, 150B, 150G, 1501, 150R 
and Instant-Lite Lanterns Nos. 220B and 228B. 


T-44K— Has same construction as Generator No. 
T44G except made for Kerosene Lamps—Mod- 
el Nos. 129, 129G, 139, 150BK, 150GK, 150IK 
and 150RK, and Kerosene Lantern No. 235. 


Q-99—COIL GENERATOR—Standard equipment on 
most models of Quick-Lite Lamps and Lanterns. 
Stays hot, does not carbonize in any one spot. 


237A299—(Gas Tip Marked “V”) equipped with 
tip cleaning needle. For use on Coleman Lan- 
tern Model No. 237A. Dual filler coils assure a 
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Complete Stock of All Coleman Parts and Repairs and Mantles 
Available from Your Jobber—Keep your Coleman Service Pro- 
gram producing profits by keeping your stock of parts and supplies 
complete. Ask about new Special 

Lanterns, Gasoline Irons, and Camp, 
Three new kits containing balanced amounts of parts in biggest 
demand. Order direct from your jobber. 


Get attractive Visible Parts Cabinet for better display, 
more sales. Cabinet and 36 bottles—$3.95 delivered. 


long life of smooth, steady light. 


Parts Assortment |for Lamps and 
Cabin and Trailer Stoves. 








Coleman 


| APPLIANCES | 


THE COLEMAN LAMP AND STOVE CO.—Wichita 1, Chicago 11, Philadelphia 8, Los Angeles 54, Honolulu, T.H. 
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When he asks you 
for a Flat Bastard... 
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WHEN YOUR BUYER asks you for a flat bastard or any other } pases aaa 
5 


file, you have a splendid opportunity to still further u 
strengthen your reputation for quality merchandise by sug- 
gesting to him the best file value his money can buy,—a TYPICAL APPLICATIONS OF 
Heller NUCUT. ’ 
But don’t stop there. Show him a few extra shapes, cuts HELLER NUCUT MACHINISTS’ FILES 
and types of Heller NUCUTS. Explain how these will help 
him do his other cutting, shaping or metal finishing jobs 
faster, easier, better. The accompanying chart contains FILING JOB SHAPE TO USE 
typical suggestions. 
Above all,—it will pay you to point out that the Heller Filing flat surfaces, and all Flat, Hand 
NUCUT is a “two-in-one” file. It both cuts and smooths at general-purpose work 
every stroke because of its characteristic “‘wavy-teeth” de- Keyways, slots, Pillar, Square 
sign of both coarse and fine teeth. Your jobber will be glad elaites wack 
to suggest the right stock to meet your particular customers’ lecidiinds dine a ‘. 
equiring Warding 
needs best. thin file 
Work requiring acute angles Knife 
H ELLER BROTHERS COM PANY Convex or concave surfaces Half-Round, Round 
America’s Oldest File Manufacturers — Good Tools Since 1836 Enlarging round holes 


Newark 4, New Jersey °* Newcomerstown, Ohio 
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FILES 
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HOLE CUTTERS 


FOR THE MECHANIC - HOMEOWNER «+ FARMER 


r. * 


Because of simple cutting blade ad- Cs 
justability, BRUNO HOLE CUTTERS 
replace a long list of fixed-radius 
tools. Two Bruno Hole Cutters have 
a cutting range of from 5%” to 21,” 
in diameter. High speed steel blades 
nake clean cuts in sheet metal, boiler 
plate, Dural, plastics, wood, Masonite 
die stock, hard rubber, fibre and other 
materials. Ideal for maintenance, re- 
pair, workship use, model building, 
-_ radio work. May be used in drill 
ptesses, electric motors, hand drills or 
hand braces! Designed by cutting 
tool engineers of long experience. 
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SPECIFICATIONS 
Model Shank Expansion List 
No. Size Capacity Price 
100 %" straight shank %”-1%" $3.00 
100-B Square Bit Stock %”-1%" 3.00 
101 %” straight shank 1”-2%” 5.00 
101-B Square Bit Stock 1”-2%" 5.00 
5 ’ JOBBERS & DEALERS 
‘No. 100-B ' Write Today For Generous Bruno in Maebaldil! press commeaian 
Square Shank Discount Schedule HA-3 YF i RE pia 
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CLARK GEM FLUE ST DEARBORN} 4 
GAS HEATERS|| ® 
and unvented heaters offering out- j 
ztanding Safety and Convenience fee- 
tures plus Matehless Performance ieee 
It’s the Quality lise that leads in sales ee 
from coast to coast. F 
’ FEATURES THAT SELL 
| | } tema © Air Insulated Cc 
Gap owes ey a Ae 
“ainw_4 preval. These are features thet make 
, Deartorn beaters truly Outstanding. ON 
They Offer a Telkebie—Visible sad 
Baleable difference. . 
WRITE FOR LITERATURE O 
Featuring 
Attractive new OCOL. D CABINETS W 
series of pictures t 
91 Gem lithographed on #5 Flue Btopser Dor Safety 
me a s air end the fire The never gets bot. Yes, yeu 
perane ety, tenant, Se oe Site see soe, ||| See eee ee es | | oS 
nietal of the blank. qo” Dearborn’s famous codl cabinet feature is a mejor contribu- 
Specifications for the complete line Ww 
Blonk Bhipping Weight mat. uz. 
Dares bor Vastencrs Per Desen Per Grose 
ger ter cere 6 ommre gm “ one $ 
> 1-28/83" "at 3 iba. Tom 4? Ba 
PY rime Site Sajustable Bands 3 ibe. 18 0s rd be 
meets, FAMOUS HI-CROWN BURNER S| 
PACKING—1 dozen per cartem, 1 grees per ease. with Blue Flame Pilet Light 
Order from Your ya ranenag or Write Us fer tod‘ Blae Flows, Pier agee Toe te are ag ne Bareer Ww 
DEARBORN STOVE COMPANY | 
J. L. CLARK MANUFACTURING CO. Rockford, Illinois epost on. es Rabe + maapdd A 
| Oo 
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47 Because— Z eae 
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; has So Many Ysea! | s 
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and fo Pos Wa 7 too 4 FOR @ It kills many destructive insects on : RA 
Today hundreds of different Hodell chain assemblies Poultry flowers, fruits, vegetables and other types 
—some with attachments, some without—are play- Gardens of vegetation; or spread on roosts it kills SP 
ing a vital part in the production of America’s tools Drench for Sheep ate ; d feath og ory 
of war. If chains figure in your wartime production pane are ey ee 0 8 a 
—or in your pos-war plans—let Hodell engineers it is effective for scab on sheep and lie R CO 
help you. Send blueprints for a prompt estimate. Flewens and ticks on sheep and cattle. Used also ae 
’ Fruits to control internal parasites in sheep and 
¢ Shrubs goats. Full directions with every package. 

















Tobacco By-Products & Chemical Corp.,Incorporated 
Louisville2, . . . « 


They Look For the Leaf on the Packgge 





Kentucky 
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ASH. PAT AND ‘CLEANOUT DOORS” . ADJUSTABLE ELBOWS 
ROOFINGS, VALLEYS, GUTTERS © “STOVE PIPE ELBOWS | 
STOVE PIPE © STOVE PIPE ACCESSORIES © BALE TIES. 
“FURNACE PIPE ACCESSORIES © FURNACE PIPE DAMPERS | 


COAL DOORS FURNACE PIPE @ CUT NAILS 








BASKET 
| CLOTHES LINE WIRE 
WALL PLUGS © WASTE BA CONDUCTOR ELBOWS 
CHICK FENCE © BLACK ANNEALED WIRE © CALF PAILS 
POULTRY NETTING e@ BARBED WIRE @ HOTEL ASH CANS 
GALVANIZED SMOOTH WIRE © COAL HODS e SAP PAILS 
GARBAGE CANS @ STOCK PALS ‘@ FRUIT PICKING PAILS 
RADIATOR FILLING CANS @ EAVES TROUGH e@ FIRE PAILS 
SPRINKLING CANS @ LEAD WASHERS © GUTTER SPIKES | 
CONDUCTOR PIPE @ CORNER SHIELDS © CEMENT PAILS 
BRICK AND MORTAR HODS © POLISHED-BLUED SHEETS | 
braces HEAD NAILS © Mi BUCKETS. © » RUBBISH BURNERS. 





ALVANIZED SHEETS j 


C3 AM a ig Mes en gee E 
Oe Ly ef SOE Waste 8 gE EE, 
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DON'T SAY WE DIDN'T TELL you! 


+ Traps SEL 


We were never more serious in our 
lives. This season—due to the drastic 
reduction in the supply of Thallium 
Sulphate—there aren't enough TAT ANT 
TRAPS to go around. Some dealers will 


surely be disappointed. Make sure you 
are not deprived of this sure-fire Profit 
item. Get your order in Today. Call your 
Jobber RIGHT NOW! 


haa insecr | 
PELLent LOTION | 





TAT Ant Traps 


America’s first and original : Ls: MOSQUITOES Z 
scientific ant trap. Sold on TS, CHiGgéns | 
Money-back Guarantee. Na- iii 
tionally advertised. One 
dozen to display carton. 
Dealer cost $2.00 per dozen. 
Fair Trade Retail 25¢ each. 


TAT 
Roach Trap 


TAT Roach Traps offer swift, 
sanitary elimination of 
roaches. One dozen to dis- 
play carton. Dealer cost 
$2.00 per dozen.  (illus- 
trated) 25¢ each. JUMBO 
SIZE, Dealer cost $2.80 
dozen. 35¢ each. 


TAT Insect Repellent Lotion 
repels mosquitoes, gnats, 
chiggers, flies. Prevents in- 
sect bites. Does not contain 
citronelia, pennyroyal and 
other less effective agents. 
Does not remove nail polish. 
One dozen to display car- 
ton. Dealer cost $2.52 per 
dozen. Retail 35¢ each. 


Ant Bait 


FOR GARDEN ANTS 


A specially prepared 
bait in jelly form. 
Packed in easy-to- 
handle tubes. Unsur- 
passed for control of 
outdoor ants. Fair 
Trade retail 35¢ 
each, 1 dozen ta dis- 
play carton. Dealer 
cost $2.80 per doz. 


0. E€. LINCK €O.,Eme. monrcian,n. 4. 


(formerly Soilicide Laboratories) 
Manufacturers of TAT INSECTICIDES 
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vx America's Fastest-Acting 
Drain Opener. 
Concentrates Action at 
Stoppage. 


Actually Boils Cold Water 
in 90 Seconds. 





Agitates and Dissolves Ob- 
structions Without Fumes 
or Foam. 


Will Not Solidify in Drain 
Pipe Under Any Conditions. 


HNN 


BIGGEST SELLING 
DRAIN OPENER IN THE 
HARDWARE FIELD 


E-JECT-O has risen to its commanding position by reason of sheer superiority. It is today’s top 

seller in the hardware field for the very significant reason that users have found it is the best 

general-purpose drain opener; that it does the job faster, safer, and without fuss, fumes or foam. 

That’s because E-ject-o is the first product which eliminates the common failings of drain pipe 

solvents in general. E-ject-o has been developed through painstaking research to really do the 
work expected of such a product. 


ge COUNTER DISPLAYS E-JECT-O offers you bigger volume through repeat sales and faster 
turn-over. Every market survey proves this. Additionally — and every 

| and LEAFLETS dealer likes to hear this—E-ject-o gives you above-average profit. 
arepacked iN Being a year ‘round necessity in every home, it is an excellent “impulse- 

\ buying” item for counter display. Prompt delivery in any quantity. 


DISTRIBUTED BY LEADING HARDWARE 
AND PLUMBING JOBBERS EVERYWHERE 











We’re all working 
together in wartime 


* 


So we can all work 
together in peace 


* 


Buy Bonds and Keep Them 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 





An Electrolytic 
Tool of 
101 
Uses... 


Gu ELECTROPLATER 


Plates Gold, Silver, Nickel, Copper! 


REPEATING 
PROFITS ON 
SUPPLIES 


Owners of Warner 
Electroplaters come 
back again and again 
for needed supplies. 
You make repeating 
profits on Renewable 
‘Anodes, and on Gold, 
Silver, Nickel and 
Copper Electroplat- 
ing Compounds. Sup- 
ply list and discounts 


NEW SALES-MAKER! . . . just what every hob- 
byist and-mechanic needs and wants! With the new 
battery model Warner Electroplater entire models 
and fittings can be plated easily and quickly. Worn 
articles, faucets, tools, silverware, elc., can be replated 
with beautiful coat of gleaming metal. Equipment in- 
cludes: 10x14” Control Panel, Variable Voltage 
Regulator, Work and Brush Terminals, Battery 
Connectors, Patented NYLON-LUCITE Elec- 
trolytic Brush with 4 Anodes. All necessary sup- 
plies: Electroplating Compounds for Gold, Silver, 
Nickel, Copper—also Degreaser, Cleanser, Instruc- 
tion Book and Wiring Diagram. LIST PRICE 
$19.75. Your price for sample, $14.81. Lots of 3 
or more: $13.17 F.O.B. Shipping weight 7lbs. each, 




















NATIONALLY ADVERTISED IN 
LEADING TRADE MAGAZINES 


“TIME AND EFFORT-SAVING FEATURES 
1. Powered beyond ordinary requirements 
2. Light in weight and easy to handle 
3. Perfectly balanced for safe, one-hand use with greatest weight on 
long end of board—eliminating binding near end of each cut. 
4. Quickly adjusted for depth and bevel cuts to 45 degrees. 
Ask your Jobber or write for Catalog 


MALL TOOL COMPANY 1782 South Chicago Avenue, Chicago 19, it 


7 
Mall, ad OWE R “100 LS | 











included with your 
first shipment. 


ORDER TODAY! WARNER PRODUCTS CO., Dept.'B-3 


663 N. Weils St. CHICAGO 10, ILL. 


4 QUALITY 
EYE APPEAL 
PROFIT 





Stock Frantz 
herdware; put 
its “built-in” 
sales appeal to 
work for you. 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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To the Wholesale and Retail dealers 


of hardware throughout the United States and Canada. 


We will confine the sale of Carlson rules 100% to legitimate wholesale 


distributors who may then supply their customers on a basis that will be 


profitable to both. 


We will have in our sales organization only men of ability and integrity 
with a desire to render the kind of service that will make it profitable and 


pleasant for you to sell the merchandise represented by us. 


We will appreciate any business you may. place with us and make a sincere 


effort to see that it receives prompt, efficient and courteous attention. 


HALL:&® CARLSON 


FACTORY REPRESENTATIVES 
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Have you ever tried putting your window glass 
stock on the first floor—where it will sell itself? 
Far too many Hardware Retailers bury their win-’ 
dow glass in the basement. There it is “out of sight— 
out of mind” as far as the customer is concerned. 
Successful Hardware dealers find that window 
glass sells more easily when it’s displayed on the 
first floor. Customers see the glass . . . are reminded 
of cracked and broken panes at home that need 
replacement. Another advantage is the time this 


move will save. The president of a well-known eastern 


hardware association reports that the steps saved in 
six months in his store paid for the wall space re- 
quired for a full year. 

Libbey-Owens‘Ford, maker of High-Quality Win- 
dow Glass, offers this timely laborsaving hint for 
war times. Even your glass-cutting table does double 
duty on the first floor—attracting customers and 
helping to sell glass to them. And if your stock is 
low, telephone your L*O-F Glass Distributor today 
for a fresh supply. Libbey-Owens-Ford Glass Co., 
3835 Nicholas Building, Toledo 3, Ohio. 








LIBBEY: OWENS - FORD 
a Gneat Name n GLASS 
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IN PEACE, AS IN WAR, YOUR 
CUSTOMERS WILL WANT RAY-0-VAC 


OTHER FACTORIES AT CLINTON, MASS. + LANCASTER, OIG ~ SIOUX CITY, 1OWA 


MARCH 15, 1945 


There's over 60,000,000 circulation 
of every Ray-O-Vac ad — appear- 


ing in Life, Saturday Evening Post, 
Colliers, Liberty, Outdoor Life, 


Popular Science, Popular Mechan- 


ics, Boy's Life, Country Gentleman, 


Capper's Farmer, Southern Agri- 


culturist, and Progressive Farmer. 


MAY-0-VAC COMPANY, MADISON 4, WISCONSIN 
+ FOND DU LAC, WISCONSIN - 


MILWAUKEE, WISCONSIN. ~ 
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JSOAGETT 


...the only home massage 
machine with the sales- 
building controlled-massage 
feature — 


S uspended 
Motor Action!” 


woed BET hey 
eo Tig , Oy 

















It is the Suspended Motor-Action Move- 
ment that helps your customers enjoy 
increased health-giving benefits of mas- 
sage, in conditioning the body and in 
relaxing tired nerves and muscles... . 
Remind your jobber to let you know 
when Oster Massagett is again available. 


John Oster Mfg. Co., Racine, Wisconsin 
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... 10 KEEP ’EM FLYING...TO KEEP INDUSTRY'S WHEELS TURNING...TO KEEP 'EM ROLLING 


Supplying tools to America’s aircraft industries and, 


to the armed services for the maintenance of our 
war planes is one of Duro’s important war jobs. 
In this assignment, as in those of supplying tools 
to the Armed Forces, War Industry and Automotive 
Industry, Duro-Chrome Tools are living up to 
their quarter century reputation for being ““Dog- 


gone Good Tools”. Back of this reputation are 


Duro’s exacting standards for quality . . . our com- 
plete facilities for the manufacture of tools from 
molten metal to the finished product . . . our billion 
tool manufacturing experience . . . and our continu- 
ous engineering attention, over the years, to design 
improvement. 
Duro Metal Products Company, 

2649 N. Kildare Avenue, Chicago 39, Illinois. 


DURO POOLS «un. 


OVER A BILLION BUILT SINGE 1916 
ALSO MAKERS OF DWRO MACHINE TOOLS 
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LOYAL AMERICANS MADE THIS FLAG 


eee an example of Democracy at work! 


6 
The coveted Army-Navy “E” Pennant flies at the Edgewater Works of 
National Carbon Company. Its recent hoisting was a salute to a great team of 


. 
men and women workers... a pennant-winning team from the word*“go. 


Manufacturing schedules of fighting equipment have been met and ex- 
ceeded, for months on end. Every employee can take personal pride in this con- 
certed effort toward total victory. His or her contribution is surpassed only by 
that of those former employees serving on the battlefronts of the world. 

The tremendous war assignments given to the various plants of National 
Carbon Company obviously rule out practically all manufacture for civilian 
needs. But when war needs decline, the American public will discover that they 
can get radically new and even finer National Carbon Company products, in 


quantity. 





NATIONAL CARBON COMPANY, INC. 


Unit of Union Carbide and Carbon Corporation 


Dallas a y UCC New Y 
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YOUR REQUIREMENTS IN 
MARINE AND CONTRACTOR'S EQUIPMENT 
PROMPTLY SHIPPED FROM STOCK 
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GOODWIN-STANLEY CORPORATION | 


101 West 31st St Goo (TANLEY PROMPT 


NEW YORK 1.N.Y a ATTENTION TO 
, 00D 


Tere “WERVICE mai orvers 


MILWAUKEE 
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® Standard Washers ® Lock Washers 





















© S$. A. E. Washers © Shakeproof Lock Washers 

© Riveting Washers © Malleable tron Washers 

® Light Steel Washers © Split Repair Washers 

® Square Washers © Fibre Washers 
© Machinery Bushing Washers © Expansion Plugs | 
© Carriage Washers © Screw Machine Products 
© Brass Washers © Stampings 


WROUGHT WASHER Mic. Co. 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 














Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





LINOLEUM 
PASTE 


Ready for use 
for laying and 
patching. Also 
} used on drain 
boards and stair 
treads. 


Packed: 
Pints—Quarts—Gallons 
The Old Reliable 










COLD 
WATER 
MIX 


Knits to Old or 
New Plaster 





Does not 
shrink — 
peel or 









tons. Also 2—5—10-lb. Bags. 





CONSUMERS 
* CRACK 

FILLER 
OR WOOD PUTTY 
Mixes smooth, 
dries hard and 
stays put—will 
not chip, crack, 

r shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 


5-oz. and 1-Ib. cartons. 











Brushes 
Need the § 5 
Best of BAFTA: LUbs 
Care Polcreane 
Rance em 

DAISY 


will do that job. 


Retail: 
3-oz. cartons ....... 10c 
12-0z. package ..... 25¢ 





Packed 1 gross to the case. 

























CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS (18) MISSOURI 




















PINCOR 


Products for Post-War 


POWER LAWN MOWERS 
HAND LAWN MOWERS 


POWER PLANTS 
WATER SYSTEMS 
BATTERY CHARGERS 


PINCOR | 
Apedlucts 


BUY BONDS 














Pincor Blue Diamond and 
Pincor Gold Crown gasoline 
electric generating plants, 
have afforded thousands of 
users a source of DEPEN- 
DABLE POWER for Home 
use, on Farms, in Mines, on 
Construction Jobs, and in 
Industrial Plants. Today 
these rugged Pincor Units 
are serving on the Fighting 
Fronts of the world where 
DEPENDABLE POWER 
IS a NECESSITY. 


Dependable Pincor 
Power Plants are 
available in either 
AC or DC models 
and as Battery 
Charging units. 






Write for Details Today! 


PIONEER GEN-E-MOTOR 
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S'SURFACE 2oléaécs/ 


COSTS YOU ONLY $50 COMPLETE 
»>eoopw c+} AND ASSURES YOU A 40% MARK-UP 


THIS IS A “GET ACQUAINTED INTRODUCTORY 
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CONT Al 















Paragon 

























HERE'S WHAT YOU GET — , 
LIMITED 
Ih, No, 281—Peragon No-tub Floor War OFFER” AND IS FOR A TIME ONLY 






























No, i Faragon ‘No-Rob Flor” Wax Sell these new Paragon Waxes, Cleaners, and Polishes and see how 
wo Sait Feu sle sach—sell for Be profitable each item is. 

+ Yo Gal. Bottles sa Note how women the country over acclaim these polishes. To them, 
No. rogea Netub Meer Wes the new Paragon line means sparkling, well-protected finishes without 
ed ty Pp a back-breaking drudgery. Canauba, a newly discovered ingredient, 
No. 207—Paragon Prepared Floor Wax assures the quality of these waxes . . . bringing constant repeat orders 
Pate ost you ite sach—tell for S3c and steady profits. 

Mint Immediate deliveries mean you can start cashing in at once, in time 
No. Tt Teronen Moheb  Ferntture for spring housecleaning business. 

Polish—24 16-02. Bottles 


Cost you 30¢ each—sell for 4%c Fill in the coupon now. Take advantage of this special introductory 
Mo, 216 <= Peregen Liquid Stove price. Your first order will convince you that it's Paragon for Profits," 
Cost you lic each—sell for 19% 
= - a Utility Paste Cleaner on aie 

Cost oon tte sedeinailh toe the PARAGON UTILITIES CORP. 50 Van Dam St. Brooklyn 22, New York 
No. 2!8—Paragon Auto Cleaner & I Gentlemen: 
Polish—24 Pint Bottles 


oe rene DEALS at $50 EACH(F.O.B. 
er a YOUR WAREHOUSE, BROOKLYN) 















lay! 



















ALL “DEALS” SHIPPED 


Paragon Utilities Corp. 50 VAN DAM ST., BROOKLYN. 22; N, Y. PERMANENT DISPLAYS: NEW YORK * CHICAGO « SAN FRANCISCO 
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% No. 2 in Universal's “Forward March to Market” Series. (No. 1 in the series 
"$1,000,000 Worth of New Design” appeared in January. In May issues, look for 
Neo. 3 im this series “42 Million Customers Worth of Good Will’) 


WORTH OF 


PRODUCTION 
ADVANCEME 


@ In addition to the ASN 
being expended for redesign, over thre 
million dollars is being spent to insure 
the production of even better Universal 
post-war appliances and housewares. 
New production techniques are being 
introduced ... mew systems to speed 
processing at lower costs are being in- 
stalled ... finer precision methods em- 
ployed and ‘‘quality control” improved. 
The entire flow of materials “‘from metal 
to merchandise” is coming in for im- 
provement all along the line. 


\\ al 





LANDERS, FRARY & CLARK + NEW BRITAIN, CONN. 
Universal Electrical Appliances distributed in Canado exclusively .by Northern Electric Company, Ltd. 
MAR 


HARDWARE AGE 








WHAT IT MEANS 
TO YOU! 


@ Every distributor and dealer should 
attach powerful sales significance to the 


expenditure of three million dollars for 
production advancement. Universal’s 
sights are set on a manufacturing goal 
that will assure them finer, better appli- 
ances and housewares produced under 
one control “from metal to merchandise.” 


@ “Quality Control” at every stage of 
construction’ is one key to Universal’s 
post-war appliance leadership. It gives 
assurance that servicing will be reduced 
to a minimum, and points the way to 
new heights in utility and perfection. 
The combination of these factors will 
mean greater salability — greater dealer 
and customer satisfaction. 








@ Add one million dollars worth of new 
design ... three million dollars worth of 
production advancement and forty-two 
million customers worth of good will 
and you can estimate the true value of the 
Universal franchise in your community. 

your nearest Universal distribu- 

for a presentation of Universal’s 


“Forward March to Market.” Call him 
today for full franchise information. 


FORWARD MARCH TO MARKET 
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With a half million circulation more than the next publication, 


Farm JOURNAL is the 


largest of all rural magazines. 


COMPARATIVE CIRCULATIONS, 1944* 


Farm JOURNAL . 
Country Gentleman 
Capper’s Farmer 
Successful Farming 


*Latest A. B. C. statements 


2,587,097 
2,023,353 
1,235,338 
1,136,550 


Let rural customers know you have what they want. Stock and display 
these products advertised in current issues of FARM JOURNAL. 


ALCOA ALUMINUM 

ARMCO STEEL 

BAG BALM 

BAG BALM | atta 

BLACK LEAF 40 

BORG- WARNER PRODUCTS 

BRIGGS & STRATTON 
GASOLINE ENGINES 

BURGESS BATTERIES 

BURKS WATER SYSTEMS 

CAT'S PAW RUBBER 
HEELS & SOLES 


CERESAN 

CHORE GIRL CLEANER 
CLOROX 

COLEMAN APPLIANCES 


COOLERATOR 
fvanneas OINTMENT 


DEEPFREEZE 
DUO-THERM HEATERS 
DUTCH BOY WHITE LEAD 
EVEREADY FLASHLIGHT 
BATTERIES 


FRIGIDAIRE 
FULL-O-PEP FEEDS 
GENERAL ELECTRIC 
GLIDDEN PAINTS 
DR. HESS & CLARK PRODUCTS 
HOTKAPS 
HYATT ROLLER BEARINGS 
IVER JOHNSON’S ARMS 

& CYCLES 
KALAMAZOO STOVES 
KELVINATOR 
KOW-KARE 
K-R-O RATICIDE 
LARRO FEEDS 
F. E. MYERS & BRO. CO. 
DR. NAYLOR’S PRODUCTS 
NESCO RANGES 
NITRAGIN INOCULATION 
NOPCO 


ORGE 
PARMAK ELECTRIC FENCER 
PENOVOXIL 


PHILCO PRODUCTS 
PITTSBURGH PAINTS 
PLANET JR. TOOLS 

PLUMB TOOLS 

PRATTS oe REMEDIES 


PYREX W: 
RCA PRODUCTS 

ROOTONE 

R-V LITE 

DR. SALSBURY’S PRODUCTS 
SAVOSS ‘ 
SEMESAN BEL 

$0-LO PATCHING CEMENT 


SPEED ee 
SULFAGUA 


TOXITE 
TRUE TEMPER TOOLS 


U-C LITE 

UNIVERSAL APPLIANCES 
U. S. ELECTRIC BATTERIES 
U. S. STEEL 


VICTOR TRAPS 
Save haben PRODUCTS 
ZENITH RADIO. 


general magazines—Life, Saturday 
FarM JOURNAL is 


Of the “Big Four” 
Evening Post, Collier's, Farm JOURNAL 
the only one that covers the rural market. 


GRAHAM PATTERSON, Publisher 
Washington Square, PHILADELPHIA 5 
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‘ation, 











LONGER 


you'd expect to find in any Puritan 
product—and, of coutse, it’s there— 
plus—for long service and satisfac- 
tion. Puritan Cordage Mills, Inc., 
Louisville, Ky. . . . manufacturers 

of sash cord, clothes line, and 


braidéd and twisted cotton cords. 








— myray | 
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“To Make G-E Lamps 


STAY BRIGHTER LONGER” 
the constant aim of G-E Lamp Research 





G-E MAZDA LAMPS 


GENERAL QQELECTRIC 


Hear the G- E radio programs: “The G-E All-Girl Orchestra’, Sunday “y m. = T, NBC; 
The World Today" news, Monday through Friday 6:45 p. m. EWT, CBS, 
“The G-E Houseparty,” Monday through Friday 4:00 p. m. EWT, CBS. BUY WAR BONDS 
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PARTIAL LIST OF 
DISTRIBUTORS 


ALEXANDRE, JULES, INC. 
Harrisburg, Pa. 


APPLIANCE WHOLESALERS 
Newark, N. J 
BROWN ROBERTS HDWE. & 
SUPPLY CO. 
Alexandria, La. 
BURNS, JUDSON C. 
Philadelphia, Pa. 
BUTLER BROTHERS 
Chicago, Illinois 
CALIFORNIA HDWE. CO. 
Los Angeles, Calif. 
FONES BROTHERS HDWE. CO. 
Little Rock, Ark. 
GRANT, U. S. SUPPLY CO. 
Los Angeles, Calif. 
HI-SPEED TIRE & ACCESSORY 
co. Toledo, Ohio 
HOFFMAN HARDWARE CO. 
Los Angeles, Calif. 
HUBBARD, S. B. Co. 
Jacksonville, Fla. 
JOHNSON ELECTRIC SUPPLY CO. 
Cincinnati, Ohio 
KING HARDWARE COMPANY 
Atlanta, Ga. 
LEE HARDWARE CO. LTD. 
Shreveport, La. 
McCLUNG, C. M. & COMPANY, 
INC. Knoxville, Tenn. 
MASBACK HARDWARE CO. 
New York City, N. Y. 
MURCHISON, J. W. CO. 
Wilmington, N. C. 
NASH HARDWARE CO. 
Fort Worth, Texas 
ORGILL BROTHERS & CO. 
Memphis, Tenn. 
PEELER HARDWARE CO. 
Macon, Ga. 


PRESCOTT & CO. 


RADIO TELEVISION & APPLI- 
ANCE CO. 
Seattle, Washington 
ROBERTS SANFORD TAYLOR CO. 
Sherman, Texas 
SCOTT, CHARLES B. CO. 
Scranton, Pa. 
SELLER LOWENGART CO. 
San Francisco, Calif. 
SHARP HORSEY HARDWARE CO. 
Atlanta, Ga. 
STANDARD SALES CO. 
Spokane, Wash. 
STRATTON BALDWIN CO. 
New Orleans, La. 
TOWER, H. M. COMPANY 
New Haven, Conn. 
TOWNLEY METAL & HDWE. CO. 
Kansas City, Mo. 
TYRELL HDWE. CO. 
Beaumont, Texas 
VAN CAMP HDWE. & IRON CO. 
Indianapolis, Ind. 
VAN HOOGENHUYZE, WM. H. 
co. San Antonio, Texas 
VIRGINIA CAROLINA HDWE. 
Richmond, Va. 
WAHN, DISTRIBUTORS 
Division of the George H. 
Wahn Co., Boston, Mass. 
WORTHINGTON, GEORGE 
COMPANY Cleveland, Ohio 
WRIGHT & WILHELMY CO. 
Omaha, Nebr. 
ZION COOPERATIVE 
MERCANTILE INSTITUTION 
Salt Lake City, Utah. 


Boston, Mass. 
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Sige will be many “‘extras’” for your customers in the new L&H line 
that will be made when vital war needs permit — more “extras” than 
you expect! 

Gas ranges will be “tailor-made” for the gas to be used! Electric 
ranges will have new automatic temperature and time controls to enable 
housewives to cook safely while out of the kitchen or house! 

Impressive beauty — plus “‘dreams-come-true” features in cooking 
efficiency and time and labor saving operation. The advanced L&H line 
will give housewives more for their money—will give dealers “quick turn- 
over and customer satisfaction’. 

Remember—the L&H line includes electric ranges, gas ranges, elec- 
tric water heaters, oil stoves, oil heaters, and portable ovens. It is backed © 
by 70 years of business success. It will be a good line to sell. 

Vital war needs still come first. Production for civilian use is lim- 
ited. But NOW is the time to start planning — and to get set with the 
profitable L&H franchise. 

Write your nearest L&H distributor today—or write direct to L&H. 


A. J. LINDEMANN & HOVERSON CO. 


Since 1875 


MILWAUKEE 7, WISCONSIN 
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Manufacturers of ELECTRIC RANGES + ELECTRIC WATER HEATERS + GAS RANGES + OIL STOVES = PORTABLE OVENS + OIL HEATERS + WICKS 


















Shear Building KNOW HOW puts these 
Garden Tools in a Class by Themselves 






































Wiss Grass Shears are drop-forged from cutlery 
steel, Light in weight, perfectly balanced, with 
blades accurately tempered to take and hold a fine 


cutting edge. 


Wiss Hedge Shears have full-forged, hollow 
ground cutlery steel blades. Perfectly balanced — 
and equipped with a metal-covered shock absorber 
which reduces arm fatigue. 


Wiss “Hy-Power” Pruning Shears cut through the 
toughest branches easily and cleanly. Keen knife 
blade strikes soft, bronze anvil and thus stays 
sharp indefinitely. 


J. Wiss & Sons Company has been 
making Shears, Scissors and Snips 
for nearly 100 years. Wiss was the 
FIRST manufacturer of cloth and 
metal cutting Shears to apply the 
principles learned in that field to the 
design and construction of cutting 
tools for the professional and amateur 
gardener. That is why Wiss Grass 
Shears, Hedge Shears and Pruners 
are so outstanding in PERFORM- 
ANCE and SALES APPEAL! 


* Manufacture of Grass, Hedge and most 
Pruning Shears temporarily discontinued] 


J.(WISS & SONS CO. 
Established 1848) 
Newark 7 New Jersey 
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The Demand Has Been Accumulating 


.. Wow Hares the Fence 











BETHLEHEM 





The American farmers’ patch-it-up days are at last 
on their way out, as far as fence is concerned. Now 
that the manufacture of Bethlehem Fence has been 
resumed, many farmers will be dropping in at their 
first opportunity to order some of this precious fence. 

We say precious, because the supply of Bethlehem 
Fence is still far below anticipated requirements, due 
to wartime demands for steel. But with increasing 
quantities of steel gradually being made available for 


OTHER BETHLEHEM PRODUCTS FOR USE ON THE FARM 


FENCE POSTS 
SILVER STAR BALE TIES 


GALVANIZED SHEETS FOR ROOFING AND SIDING 
BOLTS AND NUTS 


WIRE NAILS STAPLES BRADS 
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FENCE 











fence manufacture, there may soon be enough on hand 
to satisfy all demands. 

There’s a design of Bethlehem Fence for every farm 
requirement—horses, cattle, hogs, poultry, etc. Order 
from your jobber today. Ask him, at the same time, 
about these other Bethlehem products for the farm, 
mentioned below. All available in limited quantities. 
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The Wood Shovel and Tool Co. maintains large 
modern plants and a national organization de- 
voted to the one aim of making the finest Shovels, 
Spades, and Scoops that can be made. Wood 
Specialization means the day by day production 
of one product... always endeavoring to make 
that product better and better . . . always irsist- 
ing that each upward step in quality be main- 


tained in every tool produced. 


A National Organization Specializing 
Exclusively in Shovels, Spades and Scoops. 


STUART ~ 
Closed - Back Shovel 
with Steel “I-Beom’ 
Handle Reinforce- 
ment. 




















WILSON 
Open-Back Shov- 
el with Steel 


l-Beom Handle | 








WOOD's Exclusive Steel | 
1-Beam Handie — 
+ Reinforcement — 
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‘A HAMPER is standard equip- 
ment in every well-ordered bathroom. It should 
be of simple, straightforward design in a color that 
will harmonize with the decorative scheme of the 
bathroom. It should xot be bizarre in design, nor 


strike a strong, conspicuous color note. It must 





| always be easy to live with. 
| ; 


Whitney Hampers are carefully designed and made 
‘in the U.S. Government standard colors to bring 
close harmony to every bathroom. Their sturdy 
construction and precision finish insure years of 


satisfactory service. 


For design, color and workmanship your customers 


prefer Whitney Hampers. 


BEST KNOWN IN THE PAST—BEST KNOWN JN THE FUTURE 


Whitn ey 


HAMPERS 


BASY CARRIAGES - CRIBS - JUVENILE FURNITURE 
F. A. WHITNEY CARRIAGE COMPANY, Since 1858 


Leominster, Massachusetts 














ACCO SHACKLES are made in 
both chain and anchor type— 
of material from 4 inch to 2 
inches—with round pin or 
screw pin—finished self-col- 
ored, blacked or galvanized — 
shipped in kegs or barrels, 
depending on quantity. 











cco York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 


@ It takes more engineering than you might think 

to make really good shackles. We know, because 
we’ve been making good shackles for years. And, 
every once in a while, we find a way to make them 
even better. 


ACCO SHACKLES are forged from fine grain steel 
which has superior forging qualities—a steel which 
can be depended upon for uniform product with 
uniform tensile strength. 

All ACCO SHACKLES are forged in solid dies. Most 
sizes are drop-forged already bent. This also in- 
sures greater uniformity. 

Every shackle is rigidly inspected. Special lights 
enable,inspectors to see even the smallest defect. 
It is almost impossible for a faulty shackle to get 
by ACCO inspectors. 

In the case of shackles with a screw pin, the pin 
is drop-forged and accurately threaded for con- 
tinued easy operation. 

ACCO SHACKLES, in short, are made to do their 
job—better. 


* 


AMERICAN CHAIN DIVISION: 


AMERICAN CHAIN & CABLE .« srinocerorr 
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Informal Editorial Comments ov" 


Just Among Ourselves 


... By Charles J. Heale, tditor of HARDWARE AGB 
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Surplus Goods “Test 
Sales” May Improve 


Disposal Situation:— 


a of our recent 


editorial criticism on the han- 
dling of surplus goods sales 
have provoked some interest- 
ing “comebacks” from former 
hardware men now serving 
as regional disposal agents 
for the Treasury Department 
which has full charge of con- 
sumer goods surplus disposal. 
Taken at full face value, these 
rebuttals promise an improve- 
ment in the situation, provid- 
ing wholesalers and retailers 
actively support government 
efforts to dispose of such goods 
through established trade chan- 
nels. 

Test sales seeking such trade 
channel, disposal are already 
under way in several locations. 
If they are successful it is as- 
sumed that this policy will be 
maintained. However, those in 
charge of such activities make 
it quite plain that it is their job 
to sell government surplus at 
good prices; that they intend to 
accomplish that objective— 
preferably through recognized 
and historic trade channels— 
but that if it can’t be done that 
way, they will, if necessary, 
actually go into the retail busi- 
ness in a big way, sell consum- 


ers and others direct, etc. This 
attitude was not expressed in 
a threatening manner but rath- 
er in a dispassionate appraisal 
of the duties imposed upon 
those charged with such dis- 
posal. There can be little quar- 
rel with that—for if estab- 
lished distributors won’t par- 
ticipate, as and when they can, 
they have no basis for future 
complaint on the handling of 
surplus goods. 

While we are not seeking to 
claim any special credit for 
inspiring the ‘development of 
the test sales program now un- 
der way, nor for the ostensibly 
improved outlook on consumer 
geods surplus disposal poli- 
cies, we do feel that the many 
protests, including our own, 
have collectively encouraged 
at least an experimental will- 
ingness to seriously attempt 
“an orderly process of dis- 
posal through established trade 
channels”—and that was not 
previously as apparent. 

We understand thoroughly, 
and recognize sympathetically, 
the magnitude of the surplus 
goods disposal problem—but 
also recognize that the entire 
disposal volume to date is a 
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mere “drop in the bucket” 
compared to the huge and 
probably staggering quantities 
of surplus goods that will be 
available when the war is 
finally over. That is why it 
is so important that current 
disposal policies be developed 
along proper lines—for what 
happens now will likely be the 
pattern and precedent for han- 
dling the post-war surplus dis- 
posal, 

We plan to attend some of 


these test sales and will report 
promptly to our readers, just 
what takes place. We urge 
distributors to participate in 
these and other sales and to 
give this government effort a 
fair trail—on a give and take 
basis. 

We still consider the trend 
of surplus goods disposal an 
outstanding problem for both 
government and business —- a 
problem that will be of in- 
creasing importance as we ap- 

ST 


proach the end of the war. If 
mishandled, its impact on our 
economic structure can seri- 
ously hamper our post-war 
rehabilitation. 

We pledge our.best efforts 
to keep our readers informed 
on the surplus goods disposal 
program and shall strive to be 
cooperative with both govern- 
ment and business—reserving 
always the right to express 
constructive criticism of either 
where justified. 


OPA’s New Price Regulation:— 


At press time, we learn that 
OPA is about to announce 
an entirely new pricing regula- 
tion identified as a “Base Date 
Price Chart Regulation.” Just 
what this is or what it will 
mean to the hardware trade is 


not yet known to us. Prelim- 
inary reports from Washington 
imply that it represents pro- 
gress as a result of many 
conferences between business 
groups and OPA. If so, and 


it simplifies pricing regulations 


and adherence, then even 
“sight unseen” we are inclined 
to welcome it. We hope to 
know and tell more about it 
in our next issue—but good 
or bad it is a regulation and 
must be observed. 


Co-Ops Fighting Tax Levy 
Are You Fighting for It? 


HE Small Business Com- 

mittee of the House, of 
which Congressman Wright 
Patman is chairman, promises 
to make a real fight to? elim- 
inate the tax exemptions en- 
joyed by the Co-ops. Hearings 
of this group are under way 
but at press time “taxing the 
Co-ops” has not been under 
discussion, yet it is definitely 
scheduled for consideration. 

In the meantime, the Co-ops 
are putting up a well organ- 
ized fight to retain their unfair 
advantages and to avoid this 
proposed taxation. They are 
politically potent and, as we 
have often stated, are not 
“push overs” in a legislative 
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battle of this kind. They won’t 
give up. From their standpoint, 
they have too much at stake. 

Are you still in the fight? 
Have you advised your two 
senators and _ representatives 
where you stand on this issue? 
Have you persuaded other tax- 
paying business men to do the 
same thing? If not—get busy 
and do so quickly. Never be- 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 172 





fore has the chance of getting 
this inequality rectified been 
better—and at that the chances 
are still not too good because 
unless Congress gets sufficient 
“heat,” from a sufficient num- 
ber of voting citizens, in every 
district, there is likely to be 
too much Congressional indif- 
ference because of the close 
affinity between the entire Co- 
op movement and the farm 
familjes. 

If you really mean business 
get busy on this fight and get 
your friends and neighbors in 
with you. Congress‘is only 
impressed by majority opinion 
and in this instance it will have 
to be a heavy majority. 
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Lockwood Series 5100 of Standardized Cylinder 
Knob Locks. 

Standard dimensions of The Hollow Metal Manu- 
facturers’ Association. 

All locks in this series interchangeable in the 
same mortise. 

Cast Bronze Pin Tumbler Cylinder and trim on 
Cast Iron Case. : 
PLUS Equipoise Balanced Knob Action — a 

Lockwood EXTRA. 


PATRICIAN POLYFLEX MORTISE LOCK 
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[— resourcefulness and ingenuity 
stepped into the future when it created Equi- 
poise knob action for its standardized mortise 
locks. It is an oft-forgotten fact that men 
and women usually turn knobs in opposite 
directions. But Lockwood’s Equipoise action 
is precision-built to compensate for this habit. 
The lightest touch turns Equipoised locks in 
either direction. 

Architects find this feature especially im- 
portant when they plan buildings where 
women open the doors — banks, hotels, hos- 
pitals, apartments and schools. Lockwood vi- 
sion and skill has already produced Equipoise 
knob action. It has been tested and approved 
by thousands of users. This modern earmark of 
good lock design will be specified in postwar 
buildings everywhere — another example of 
why Lockwood dealers will make more profits 
with the line that is @asier to sell. 


There may still be an opportunity for you to secure 
distribution of the Lockwood line in your area. Write 
for details of the Lockwood Franchise program. 


LOCKWOOD 


HARDWARE MFG. CO. 
FITCHBURG, MASSACHUSETTS 
Division of Independent Lock Company . 


UNIFAST CAPE COD BALL BEARING CLOSER 











Hardware Age 
Post-War Forum 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


HIS country must 


travel one of four paths. Repudia- 
sion?—It is unthinkable to an 
American. I/nflation?—None of 
us wants the ruined finances of 
Germany after World War I, or 
the recent inflation in Greece. We 
must reconcile ourselves to the 
fact that prices are going up and 
it is going to take more of our 
cheaper dollars to buy things. 
Taxation?—Well, none of us is 
likely to ever pay lower taxes. 
But we must avoid taxing the in- 
centive out of business. As it is, 
for long after the war there will 
have to be between 25 and 30 bil- 
lion dollars collected annually 
from our economy. 


High Productivity 


High Productivity? — Aye, 
there’s the answer. We can even 
stand a 30 billion dollar tax bill 
if we can do business in this coun- 
try at the rate of 140 billion dol- 
lars a year. We can forget repu- 
diation, ward off inflation, pay 
taxes, give jobs to the service men 
and make a profit for ourselves if 
we can keep the business machine 
producing business. 





*An address delivered at the Wisco 
Hardware Co. Merchandising School, 
Madison, Wis., Jan. 15, 1945. 


“They shall beat their swords into ploughshares 
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The Retailer’s Post-| W 


“Trust America to manufacture the products you 
sell. Distribute these products without waste 
by buying cheaply and displaying without extrava- 


gance. 


Watch for quick turnover. 


Give value to 


your customers, earn money for yourselves and 
provide jobs for the returning veterans. The one 
word ‘incentive’ gives the clue to the post-war 


years. 
reward for 


The destiny of this country can- 
not depend on Washington. Wash- 
ington can only function on money 
gained by borrowing from the fu- 
ture or collected in taxes. Its 
revenues can only come from your 
profits today or tomorrow. Your 
profits can only come from an ef- 
ficient, lively, gainful business. 

All right then, let’s fight for a 
post-war program of high produc- 
tivity. Let’s provide so many jobs 
that the Government won’t have 
to take up leaf-raking and sand- 
sculpture where it left off. 


Universal Demand 


Look at what a splendid start 
we're going to have. Here’s a 
country that is, practically out of 
everything—automobiles, vacuum 
cleaners, alarm clocks, girdles, 
golf balls, refrigerators, yes, and 
fence. Here are the railroads 
waiting to buy a billion dollars a 
year of new equipment and new 
steel. Here are factories worn out 
by three-shift operations crying 
for new machines. Here are wait- 
ing vast legitimate Government en- 
terprises for bridges, waterways, 
and _ inter-continental highways. 
Here are the starved, broken, hun- 
gry countries of the world willing 
to trade their last dollars and 
their own products for American 
goods. 


But that isn’t all! See the new 


It means that in business there is extra 
extra effort and 


resourcefulness.” 


things that the world is waiting 
for—television, deep-freeze food 
lockers, fluorescent home lighting, 
home uses for radar, new plastic 
products, magnesium at 20 cents a 
pound, aluminum at 15 cents a 
pound, helicopters and dozens of 
other things. 


The Money Is There 


And money to pay for these 
things? Add it up for yourself. 
Sixty billion of expendable bonds, 
15 billion of deferred installment 
credit, 15 billion dollars in cash! 

Customers?. Not only the peo- 
ple in this country that are hungry 
for old luxuries and necessities, 
but 11 million men returning from 
the armed services. Men who will 
become customers as soon as they 
find a job. Yes, and don’t forget 
the deficiency of 75 thousand 
houses accumulated during the 
war. And don’t forget the million 
extra marriages that have occurred 
under the impetus of war. Dr. 
Sumner Slichter says that six mil- 
lion couples are waiting for the 
war to end to set up housekeeping. 
Carry it on from there and figure 
up their babies, and the baby car- 
riages if you want to. 

And so we have in our favor a 
surging demand for the materials 
of which the war has robbed us, 
great curiosity for new inventions, 
an eagerness throughout the world 
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for American products, millions of 
new families to provide for—and 
the money is in sight. 


Government Competition 


What is against us? Well, for 
one thing, Government competi- 
tion. We can’t streamline our 
business economy in competition 
with the Government. Let’s de- 
mand a fair and decent climate in 
which private enterprise may have 
a chance to flourish. Let’s not use 
tax money collected from private 
business to compete with private 
business. A great democratic 
President of the United ‘States 
once said, “Agriculture, manufac- 
ture, commerce, and navigation, 
the four pillars of our prosperity, 
are the most thriving when left 
most free to individual enterprise.” 
Do you know to which President 
I refer? It was Thomas Jefferson 
in his message to Congress in 
1801. Yes, we must expect an 
efficient cleaning up of Govern- 
ment contracts, the orderly dis- 
posal of 75 billion dollars worth 
of surplus materials hurriedly or- 
dered and over-bought and never 
used. And we must have an 
understandable, fair and stable tax 
plan that ‘doesn’t tax corporate 
earnings twice. And we must re- 
duce the employment of Govern- 
ment workers not in uniform from 
over three million to some reason- 
able, sane number—and find re- 
munerative jobs in private enter- 
prise for these individuals. There 
must be an end to fallacious financ- 
ing and an end to malicious taxa- 
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By WALTER H. GARDNER* 


General Sales Manager, 
Keystone Steel & Wire Co., 


WALTER H. 


tion! We must have a tax plan to 
raise revenues; not with the loss 
of the fewest votes, but with the 
loss of the fewest jobs. 


A Matter of Salesmanship 


And ‘so, it all comes down to 
the matter of salesmanship. We 
can’t sell everything that can be 
made by America, but America 
can manufacture anything that 
can be sold. To buy wisely and 
to display attractively and to sell 
persuasively, is your great contri- 
bution to your own business and 
to the welfare of the country. 

You’re going to have farm sup- 
plies, household wares, sporting 
goods, auto accessories, steel prod- 
ucts, electrical equipment, building 
material, stoves, hundreds of items 
that are wisely bought and avail- 
able to you. 

All of us face one criticism from 
the American public. There is a 
general feeling that the cost of 
distribution is too high. People 
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know that there’s only about one 
cent’s worth of tobacco in a pack- 
age of cigarettes. Some of us 
know that there is only two cents’ 
worth of material in a 21-cent tube 
of toothpaste. Taxes, storage, 
handling, transportation, and mid- 
dle-men all conspire to raise prices. 
In the ppst-war world, we must 
lick this high cost of distribution. 


Incentive the Answer 


There is one word that supplies 
private enterprise with a success- 
ful motto, and that word is “in- 
centive.” There is no_ great 
incentive in working for the Gov- 
ernment. There are few high 
salaries, few opportunities for 
merit promotion, and some difh- 
culty in holding political jobs. In 
private enterprise a man can go as 
far as his brains and energy will 
carry him. 

Let’s look at the post-war prob- 
lem from the broadest angle. Trust 
America to manufacture the prod- 
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ucts you can sell. Distribute these 
products without waste by buying 
cheaply and displaying without 
extravagance. Watch for quick 
turnover. Give value to your cus- 
tomers, earn money for yeurselves, 
and provide jobs for the returning 
veterans who will be needed in our 
factories. This one word, “incen- 
tive” gives us our clue to the post- 
war years. It means that in busi- 
ness there is an extra reward for 
extra effort and resourcefulness; 
and that business can no longer 
pension the mediocre and the dull 
and the slow-down and the sit- 
down. 


Success Pays Dividends 


In baseball, a .250 hitter makes 
about four thousand dollars a year 
—a .350 hitter gets about forty 
thousand a year. By hitting only 
once more in ten times at bat, he 
earns ten times as much. That’s 








Join the Hardware Age Post-War Forum! 


When peace comes we should be prepared. Plans should be made 
and should be made now for the era that will follow the echoes of the 
last gun upon the battlefields. If we wait too long to prepare for the 
post-war period it may be too late. Competition will be greater than 
ever before, there will be many new products and there will be new 
factors entering into the business of distribution. Manufacturers, whole- 
salers and retailers should start making their plans now! 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this important subject. 








the way the world pays in pride 
and fame and money to the people 
who work a little harder and a 
little more successfully. 

In this post-war world, labor 
must look to management for in- 
centive, for labor leaders do not 
create jobs. Management must 








How to Torture Your Husband 
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{-~ANO, DARLING, ON YOUR WAY HOME | WANT ‘vou 
To DOA LITTLE SHOPPING FoR ME. STOP AT 
SMEEK'S HAROWARE STORE AnD GET ONE 14 INCH 
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have the incentive of good pay 
and a pension system. Inventors 
and innovators must have a chance 
at the capital to develop a burn- 
ing idea or a brave ambition. 
There must be an incentive for in- 
vestors—capital must earn a fair 
amount. There must be an incen- 
tive for returning soldiers—a job 
in this new world of expanding 
economy. 


Must Provide an Incentive 


And all these come about if we 
provide an incentive for the cus- 
tomer. Good value, quantity pro- 
duction at lower prices, honest 
merchandising are the requisites 
for customer approval. And so, 
the destiny of our post-war world 
is your destiny, you men of private 
enterprise. You men who by han- 
dling your own business with good 
sense and high industry are work- 
ing for the world to which we 
await the return of those homesick 
boys from over the seas. 


Be Better Salesmen 


I have tried to prove that while 
today may be the day of the war- 
rior and the statesman—tomorrow 
is the day of the salesman. What 
he can sell can be made. In the 
making and the selling there are 
jobs for all; yes, and profits that 
can absorb high taxes! You can 
serve your country by becoming 
a better salesman—buying care- 
fully, displaying boldly, and serv- 
ing honestly. 

Calvin Coolidge once said: “Pa- 
triotism means looking out for 
your country by looking out for 
yourself!” So let’s all be patriots 
by being good salesmen! 
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The front end of 
the display table 
is near the doors 
and it extends 15 
ft. down the store. 
Round corners aid 
the customers in 
going from aisle 
to aisle and the. 
three tiers make 
it an easy matter 
to feature a wide 
variety of items. 


Mass Displays Attract Women Customers 
To Chinaware and Gift Section 


Three-level center display is a 
A stimulant to feminine business 
THREE - LEVEL, at the store of Moon & Johnson 


center display table, well planned 

and decorated, and running 15 ft. 

back into the store from a point gifts. Different from the other around the display from the aisles 
near the main entrance has been of counter displays in the store, this very easy. The bottom shelf is 
decided assistance to Moon & table affords a very striking and widest of all, and each succeeding 
Johnson, Austin, Minn., in selling pleasing contrast. It has rounded top shelf*is smaller, and this gives 
more dinnerware, glassware and corners which makes progress a very harmonious streamlined ef- 


Here’s the other 
side of the dis- 
play. This gives 
one some idea of 
the wide range 
of merchandise 
which is featured 
upon it. The 
table is covered 
with distinctive 
gift paper which 
catches the eye. 
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Mixing bowls, enameledware and other kitchen items are featured 
at a sidewall location, many of them upon step-up glass shelves. 


fect which catches the eyes of all 
women customers. 

“This display has worked out 
very well for us,” says A. W. 
Johnson, one of the store owners. 
“We always keep it well lighted 
and women just seem to love to 
inspect the items displayed on it. 
Naturally, this makes for sales. We 
thought we would try out the idea 
of mass display on this table and 
we have been surprised at the ef- 
fectiveness of the idea.” 

The price range on dinnerware 
at this store is from $4.89 to 
$25.00, with many sales being 
made at from $15.00 to $20.00. 
Farm women especially like the 
sets with many pieces while the 
town families prefer the service for 
six. The store also carries a large 
stock of mixing bowls, crocks, 
ovenware and allied items which 
housewives always need. ; 

This center table display also 
contains items such as pottery 
bowls and vases for plants, flower 
vases, cake plates and silverware 
trays. A selection of cookie jars 
at around $1.98 and up has been 
popular with the local trade as 
have other items in colored pot- 
tery. The store has done a fairly 
good business on fruit plaques. 
These range in price from 59 cents 
and up. 

Items such as plastic table top 
mats, cork place mats for hot 
dishes, service men’s picture hold- 
ers at 98 cents and up, fruit juice 
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glasses (set 39 cents, including 
pitcher and six glasses) and pic- 
tures at from $1.39 cents and up, 
as well as toilet sets of mirror, 
comb and brushes are also fea- 
tured there. 


ON AVAILABLE GOODS 


Such a wide variety of items, of 
course, attract many women who 
come to this store to select gifts 
for birthdays, wedding showers, 
parties and similar affairs. In fact, 
the store has become a sort of 
headquarters for women seeking 
gifts of this kind. 

The center aisle table has been 
built around a supporting ceiling 
pillar, and this has been covered 
with distinctive gift paper in a 
way which adds much to the at- 
tractiveness of the area. At the 
rear of the table hangs an Ameri- 
can flag. Mixing bowls, enamel- 
ware and other kitchen necessities 
are carried at a sidewall location. 





Stairway Belt Display Attracts Farmers 


ECHARIZATION of farms 

has created a steady demand 
for various belts of all sorts and 
many hardware stores handling these 
items find a continuous call for 
them. H. Richards & Sons, Mexico, 
Mo., displays a large stock of them 
along a stairway facing which leads 


Farmers are in- 
terested in belts 
and the ones who 
live near Mexico, 
Mo., always stop 
and look at this 
display of them in 
the store of H. 
Richards & Sons 
where they may 
be seen in this 
impressive dis- 
play. It’s a sure 
fire builder of 
sales. 





to the second floor. The belts can 
be seen very clearly at this spot by 
all farmers entering the store and 
this leads to additional sales. Prac- 
tically 50 per cent of the farmers 
who enter the store are interested in 
these belts, the store management 
states, and will inspect them. 
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Central Location Helps to Remind 






Customers to Purchase Seeds 


F. M. Jaeger Hardware 
Co. of Dubuque, Iowa, 
starts featuring seeds, 
fertilizer and other 
garden essentials 
March 1 and puts 

them where they 

will be seen 





Bulk seeds are featured in glass 
jars on a special table. Scales, 
bags and folders are also there. 
No time is lost in making sales. 


i. F. M. Jaeger 


Hardware Co. of Dubuque, Iowa, 
sells a large amount of seeds and 
other garden supplies each year to 
citizens of that city of 45,000 and 
to nearby rural residents. The 
management puts out a special 
bulk seed display at the center of 
the store about March 1 and this 
is always a busy spot. When gar- 
deners see seeds on display at an 
early date they begin to buy and 
every effort is made to encourage 
such early buying. 

The bulk seed display at this 
store is placed on a special table. 
Most of the seeds are shown in 
glass jars, all properly labeled so 
as to give the customer a chance 
to select the ones he or she wants 
with a minimum of time. Lower 
shelf levels of the display also 
carry special slots where bags of 
various sizes, folders, etc., can be 
stored for use. There is also a 
small scale at the display so that 
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the salesmen do not have to waste 
steps in weighing seeds. 

Near this seed section the firm 
maintains a display of garden fer- 
tilizer as well as larger sacks of 
lawn seed. The seed buyer fre- 
quently will buy fertilizer and 
lawn seed in addition to some 
garden tools. 

Insecticides are also shown on 
a nearby table quite early in the 
year so that all seed customers 
will remember that the firm han- 
dles this line. This kind of pro- 





ON AVAILABLE GOODS 


motion brings the customers back 
during the bug season to buy 
insecticide, spray guns and other 
essential items. 

The Jaeger firm leaves its seed 
displays in place until late in 
July, as it has been found that 
many gardeners nqw make two 
and three plantings of radishes, 
lettuce, beans, corn and _ other 
vegetables. There is a constant 
demand for seeds throughout most 
of the summer. 

The store staff is always willing 
to give gardeners advice on the 
proper way of gardening. Several 
of them are expert gardeners and 
are able to tell of personal experi- 
ence in raising various vegetables. 
Because so many gardeners have 
only raised vegetables for one or 
two seasons or less, they are glad 
to get advice which may help 
them to produce more of them at 
less trouble and expense. 
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Depot of New York 
Central (Big Four) 
Railroad at Alex- 
andria, Ind. Map in 
background shows 
location of Alex- 
andria in rela- 
tion to the _ rest 
of United States. 


LEXANDRIA © 


INDIANA 








Hardware Dealer Is Mayor of 


Alexandria, Ind., 


Harry De Moss, De Moss & Son, hardware dealers, is 
mayor of Alexandria, Ind., population 4801, chosen 
by the U. S. Office of War Information (OWI) for 
publicizing the real life of the people of this nation in 
their efforts as civilian workers and members of the 
armed forces. Booklet concerning the story of “Small 
Town, U.S.A.” is not for distribution in the United 
States nor to American civilian or personnel of the 
armed forces on overseas duty. 


. out that 


“To know Alexandria (Ind.) is to 
know the American small town,” 
the Office of War Information 
(OWI) booklet goes on to state 
in its introductory page that 
“Alexandria is different in appear- 
ance from the villages of New 
England, the deep South, or the 
Far West; but like them, it rep- 
resents America’s taproots. Here, 
perhaps more perceptibly than in 
the great cities, appear certain 
basic traits of the American char- 
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acter—the friendliness, the infor- 
mality, the belief in democracy 
not merely as a_ social-political 
theory but as something to be 
lived and breathed each day. 


Small Town Millions 


“Many millions of Americans 
live in small towns like Alexan- 
dria. And through these towns 
pass the riches of the farm lands, 
grain and meat and dairy prod- 
ucts, on their way to help feed the 


nation and its soldiers and _ its 
Allies overseas. With one or more 
factories apiece, these towns con- 
tribute their full share to the na- 
tion’s armaments. Alexandria, and 
the towns like it, stand for the 
democratic way of life for which 
America is fighting. They are an 
important part of America’s fight- 
ing strength.” 

Yes, the story of Alexandria is 
the story of the small town of 
United States. Its first settler ar- 
rived there in 1831. Alexandria 
was incorporated as a town in 
1876, its first natural gas well was 
brought in March 27, 1887. In 
1893 it was incorporated as a city 
and thus came under its present 
form of government. 

We visited Mayor Harry De 
Moss in his hardware store on 
West Washington St., close by 
Harrison St., the main shopping 
street of the community—early in 
the morning. The store opens at 
7:00 a. m. Fairly new in the re- 
tail hardware business, it was in- 
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te! 








M, 








teresting to learn that he had 
acquired his hardware store last 
year from its former owner—a 
farmer, from whom he had first 
offered to buy the store five years 
ago. A veteran of the First World 
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War—Mayor De Moss was a chief 
machinist’s mate in the United 
States Navy. For 20 years he was 
a tool and die maker in the Delco- 
Remy plant about 11 miles from 


Mayor De Moss, the 
man seated on the 
rostrum, is  presid- 
ing over a week- 
ly -meeting of the 
1943 City Council. 


By KENNETH A. HEALE 
Managing Editor 
of Hardware Age 


Alexandria. Long active in local 
affairs, Harry De Moss is now in 
his seventh year as mayor of 
Alexandria. Under Indiana laws 
as mayor of a fifth class city, he 


(All allustrations in this article courtesy of OWI) 


of Harrison Street which runs the two-mile length 


of the town. 
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EDITOR'S NOTE: Until late in 1944, the very existence of the Office of 
War Information (OWI) booklet “Small Town, U. S. A.” was not widely 
known in this country. First editions, 1943 and 1944, of 125,000 copies were 
printed in English, Afrikaans and Spanish for distribution through OWI 
outposts in Australia, North and South Africa, British Isles, Canary Islands, 
Egypt, India, Iceland, New Zealand and Spain to offset Nazi and Japanese 
propaganda as to our way of life and our participation in the war effort. 
In the words of an OW! official, the booklet was published “to show people 
. . . that Americans do not live as suggested in some novels and movies 
and radio programs about playboys and to emphasize that all America 
is working in the war effort.” 








is also City Judge. He is likewise 
head of the City Council, his five 
associates in that body being 
elected officials. 


Asked about his duties as City 
Judge and the handing out of jus- 
tice, he replied, “About 90 per 
cent of those arrested will plead 
guilty since we never arrest people 
unless there is good evidence of 
infringement of the law,” a ju- 
dicious comment. By virtue of his 
office as mayor he heads all city 
committees. He is a member of 
the Elks, Masons, Eagles and the 


American Legion. 


Post-War Plans 


As to his city’s post-war plans, 
Mayor De Moss told us that the 
city plans a sewage disposal plant 
and the rebuilding of its water 
system, a worth while program for 
any community. Alexandria is a 
progressive city, evidence of which 
is Beulah Park, complete with con- 
crete swimming pool, built with 
the assistance of the Federal 





Works Progress Administration. 
That park has picnic grounds, 
complete playgrounds, a miniature 
golf course operated by a Girl 
Scout troop, and an emergency 
hospital, having a 40-patient ca- 
pacity, set up by the Civilian De- 
fense organization. Then there is 
an auditorium with facilities for 
fairs, stock exhibitions, and other 
gatherings and events of interest 
to the residents of the surrounding 
farming areas and the city itself. 


Four Hardware Stores 


Alexandria has four hardware 
stores—the Mayor’s, another inde- 
pendent hardware store and two 
locally owned sales agencies of 
nationally known organizations 
handling mostly hardware store 
lines. Following the war, Mayor 
De Moss plans a more modern 
store. The present store—featur- 
ing many scarce and hard-to-get 
lines for both farmers and city 
residents—is but 22 ft. wide and 
with a 125 ft. long building, 75 


ft. of which are occupied by the 
display room. 

Mayor De Moss has interesting 
observations as to publication of 
“Small Town, U. S. A.” He says, 
“It has brought us some sightseers 
and has advertised us all over the 
world. People write from India, 
Africa and countries in Europe in 
which it was distributed.” 


In Demand in India 


The Office of War Information 
(OWI) allocated nearly 700 copies 
of “Small Town, U. S. A.” to an 
office in a certain city in India and 
reports that, “All of a sudden on 
Nov. 7, 1944, a huge crowd in- 
vaded the office in pursuit of these 
booklets, and it was with great 
difficulty that we were able to put 
in their requests in writing.” There 
is record, too, of a candidate for 
Parliament in New Zealand using 
a copy of the pamphlet as an ex- 
hibit of what he would promise 
his constituents in the post-war 
era, if he were elected. 

Although in a farming district, 
Alexandria has, just outside its 
city limits, Aladdin Industries, 
Johns-Manville and National Gyp- 
sum Co. plants (all well known to 
the hardware trade), employing 
many of the very young and older 
people of the community on part 
or full time basis. They are help- 
ing turn out insulation materials 
for insulating perishable food car- 
goes on freight ships, and vacuum 
bottles, special cook stoves, etc., 
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View in the residential section of Harrison Street—taken from the front cover of “Small Town, U.S.A.” 
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Swimming pool in Beulah Park just 


now used by the Armed Forces. 

Alexandria is proud of its war 
effort. More than 1400 men and 
women of the city—over one- 
fourth of its population—are in 
war plants. And 600 young men, 
as well as many young women, 
have entered the armed forces. 
Nearly all of the boys who were 
graduated from the Alexandria 
High School in 1943, excepting a 
few physically unfit or those de- 
ferred because they were essential 
to the operation of farms, are in 
the services. Twelve who were 
18 years of age at the time of 
graduation were in the armed 
forces within two weeks of their 
graduation. Eight others of the 
class completed their high-school 
courses and left before graduation 
exercises to enter special Army 
and Navy training courses in col- 
leges. And 30 young lads—mem- 
bers of the class—left school with- 
out completing their school courses 
to volunteer for the armed forces. 
Some members of the Junior Class, 
with another full year to go, also 
volunteered instead of completing 
their school courses. 

Among the pictures in “Small 
Town, U. S. A.” is one of a 68- 
year-old former violin teacher run- 
ning a drill press—4 p. m. to mid- 
night—and another of the mother 
of a Marine hero who, although 
not a young woman, runs a 68- 
acre farm so her husband can 
work in a war plant. One picture, 
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outside of town. One of Alexandria’s recreational facilities. 


reproduced in these pages, shows 
the City Council in session, with 
Mayor De Moss, the hardware- 
man, presiding. There are pictures 
of the Big Four Railroad Station 
with armed forces inductees bid- 
ding their families and sweethearts 
farewell, ration and Selective Ser- 
vice boards doing their war ser- 
vice and numerous defense plant 
employees on the job. 

Comprised mostly of one-family 
houses—more than half of which 
are owner occupied—the majority 
of the homes in Alexandria have 
electricity, radio and modern in- 
door plumbing. Telephone service 
may be found in more than 50 per 
cent of the homes. Homes of fairly 





recent construction are intermin- 
gled with older houses, though 
there is no great difference in the 
conditions and sizes of the homes 
of the well to do and of the wage 


earner. 

A iactual document, “Small 
Town, U. S. A.” is doing a worth 
while job of telling about the 
American way of working and 
fighting in this war. It is illus- 
trated and written in a way that 
can be understood by people in 
the “four corners of the earth.” 
It shows how the people of this 
nation have pitched in to do their 
utmost in the war effort in the 
armed forces and in civilian 
staffed war industries. 





Features Screws and Short Bolts Effectively 





This effective method of stocking screws and short bolts is employed 
by H. Richards & Sons, Mexico, Mo., and it saves time and confusion. The 
sample drawers in a cabinet contain samples of every size screw and 
short bolt in stock. Numbers on samples indicate its drawer location. 
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Filter disc, lanterns and pulleys are displayed so that they stand out. 
The bottom shelf holding brushes is illuminated so they're in evidence. 





Well Planned Displays Help Sell 
All Types of Farm Merchandise 


\ \ ELL planned dis- 


play will help sell any kind of mer- 
chandise. This has been proved at 
the Wm. V. Slothower store in 
Dixon, Ill., where Denton Tennant, 
display manager, has used some 
effective ideas to make farm goods 
stand out effectively. 


Steel Goods Stand Out 


Take steel goods for example. 
Mr. Tennant has placed this sec- 
tion against a rear sidewall loca- 
tion in a manner that makes it 
clearly visible to every farmer and 
gardener who enters the store. 
First he painted the brick. wall a 
solid, dull red up to a height of 
8 ft. and painted it white above 
that line. Hung on brackets against 
the dull red background, the tools 


Wm. V. Slothower shows these lines 
where farmers don't have to ask 
for them. They can always see them 





Steel goods can’t be missed against the red and white wall background. 
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Every year since 1938, one week 
in March has been observed as 
National Wildlife Restoration 
Week. This period is set aside 
each year to remind everyone 
of the importance of the restora- 
tion and conservation of. our 
wildlife and natural resources. 
Today federal, state and private 
organizations and individuals 
are united in their efforts to 
restore and conserve American 
wildlife. While much remains to 
be done, there has been sub- 
stantial progress in achieving 
the objectives of a national wild- 
life program. 

It is reported that populations 
of most wildfowl, upland game 





National Wildlife Restoration Week 


March 18-24 











and big game were satisfactory 
to excellent during 1944. Some 
species exceeded expectations, 
whereas a few fell below the 
hoped-for numbers in some areas 
because of cyclic changes, un- 
suitable natural conditions or 
other causes. 


National Wildlife Restoration 
Week again serves to remind us 
to be ever watchful of the needs 
of wildlife, and to support res- 
toration projects and organiza- 
tions. Every hardware and sport- 
ing goods dealer can serve his 
community by informing his cus- 
tomers of this worthy cause and 
benefit his standing with his 
trade through such leadership. 








PROSPECTS FOR AN 
ABUNDANT GAME SUPPLY 
ARE ENCOURAGING 


During the past 10 years there has 
been a phenomenal increase in the duck 
population from a low point of approxi- 
mately 30 million ducks in 1935 to more 
than 125 million, according to the latest 
reports. The trends also show that big 
game species, except for grizzly bear 
and caribou, are on a continued up- 
grade throughout their ranges. Quail 
populations are reported to be gener- 
ally good throughout the South, except 
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for a few localities where environmental 
conditions are not favorable. 
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The woodchuck, although commonly 
known as just plain “‘chuck,”’ also is 
called a “‘pasture pig,” ‘“‘ground-hog,”’ 
or “‘whistle-pig.” 

* * * 


The first Remington rifle was made 
in 1816 by young Eliphalet Reming- 
ton. With 129 years of experience 
behind each gun, sportsmen have 
come to agree that “If It’s Reming- 
ton, It’s Right.” 
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WILDLIFE STAMPS HELP 
RESTORATION PROGRAMS 


The National Wildlife Federation has 
issued, as in previous years, another set 
of 56 brilliantly colored Wildlife Stamps 
for 1945. The stamps are accurate re- 
productions of all forms of wildlife . . . 
game birds, animals, trees and wild 
flowers, drawn by nationally famous 
artists and with adequate descriptions 
to identify each one. The stamps sell 
for $1.00 per set. They are interesting 
and educational and make an excep- 
tionally fine gift for children. The pro- 
ceeds from the sale of stamps help to 
carry on the National Wildlife Federa- 
tion activities. If you would like to have 
further information on National Wild- 
life Restoration Week activities, why 
not write to the National Wildlife Fed- 
eration, 1212 Sixteenth St., N. W., 
Washington 6, BD. C. 








OSCAR HAS BEEN PICK- 
ING SOFT TREES EVER 























Stove wicks, soot destroyer and related items are displayed on a 
circular stand having five levels and always attract attention. 


stand out conspicuously and thus 
encourage more sales. The red 
wall and the white space above it 
give a contrast which helps to 
attract attention. 

Another area that shows fine 
display technique is the section 
where filter disc, cleaners, polishes, 
lanterns and other items are fea- 
tured. The lower shelf in this area 
contains brushes which farmers 
use in cleaning dairy and other 
utensils. Mr. Tennant has placed 
lights under the shelf above so 
that the brushes can be lighted 


when the need arises. Items on the 
shelves above can be clearly seen 
by prospects at all times. 


Farmers Can Find Them 


In still another area of the store 
where the stove stock is shown, 
stove wicks, soot destroyer and 
other related items are displayed 
on a circular display stand which 
has five round levels. Considerable 
merchandise of this type can be 
shown here. Farmers know where 
these wicks are and can quickly 





OM AVAILABLE GOODS 


find them when they enter the 
store. 

Farmers also like another table 
in the store where “V” belts, tool 
boxes, hammer handles and oil 
cans are shown, for these are all 
articles which come in very handy 
on the modern farm. 

“We find that it pays to use the 
best type of display methods with 
every line there is in the store,” 
says Mr. Tennant. “The better 
merchandise is shown, the quicker 
it sells. A little thought and work 
can produce fine results on the dis- 
play of practically any line.” 

Dixon is a city of 10,000 popu- 
lation. It has a number of small 
war factories, and the city is also 
in the center of an excellent agri- 
cultural region. The Slothower 
store gets both city and farm trade 
and finds that both classes of trade 
appreciate merchnadise well dis- 
played. 


Step-Up Display Near Door Nabs Extra Sales 


HIS well built, four-level, step- 

up display, about 12 ft. long and 
5 ft. high, helps to build sales at 
Walter F. Vierke’s Hardware, Ro- 
chelle, Il]. Items displayed on this 
rack are usually dishes, pottery, 
glassware and gifts. The entire dis- 
play is covered with a red crepe 
paper, with each shelf top covered 
with white paper. This makes an 
excellent contrast bringing out the 
items on display very clearly. 

The display is placed near the 
front door where people can see it 
as they enter and when they leave. 
This location causes many customers 
to stop and buy when they see an 
item which attracts them. Items dis- 
played are not crowded. There is 
also a wide variety in the appeal of 
the articles shown and this, of 
course, makes the display of interest 
to numerous types of customers. 
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This display at the front of the store has been responsible fo 
many sales and the red and white crepe paper attracts attention. 
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I's a postwar Promise... from 
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Here’s another ace-in-the-hole for customer wants to hear... close 
Admiral Dealers... Slide-A-Way! the doors... let him sit back and 
Show your customers how this ex- enjoy the music. 

clusive feature works, and you’ve Prewar, Admiral grew SIX 
got a sales clincher that can’t be _ times as fast as the entire industry 
beat for those selling days ahead. ...and Admiral Dealers came in 
Just open the cabinet doors, out with a winner. For a profitable 
slides the complete phonograph postwar future, follow the lead of 
turntable and automatic record successful appliance dealers and 
changer. Put on the records your Get Aboard with Admiral. 


* e w) : 
eee CNmniral CHICAGO 47, ILL. Ht 


WORLD'S LARGEST MANUFACTURER OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGERS 
TUNE IN: CBS SUNDAYS, 2:30 P.M., EWT, FOR ADMIRAL'S "WORLD NEWS TODAY" 








Admiral Electric Range Admiral Refrigerator Admiral Home Freezer 
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Old Hardware Store Finds Extra} Vo 
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The new paint department is in a separate room and it’s a pleasure to 
visit it. Salesman Peter Christensen has been with firm for 30 years. 


Reno Mercantile Co. gains 35 per 
cent since adoption of policy. 


Paint sales are up 50 per cent 
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en nearly 50 


years of concentration on hard- 
ware lines for loggers, miners, 
cattlemen and builders, the Reno 
Mercantile Co., Inc., Reno, Nev., 
completely revamped its store and 
merchandising policies to attract 
feminine trade previously practi- 
cally ignored. As to the results 
since that change three years ago, 
Laurence Johnson, credit man- 
ager, reports that 35 per cent has 
been added to wartime volume 
through housewares and other 
feminine merchandise, together 
with a 50 per cent increase in 
paint sales. 

Mr. Johnson says that women 
customers, from now on, will al- 
ways be considered as well worth 


C. H. Eaton. who founded the firm 50 years ago. 
picks out new merchandise for women custom- 
ers while Credit Manager Johnson looks on. 
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ra} Volume By Catering to Women 


cultivating as the users of heavy 
merchandise that formerly filled 
three floors and several ware- ia 

houses. Even after the return of agate oS 
critical lines, with men in work- 
clothes often coming to buy mer- 
chandise, goods of interest to 
women and for the home will con- 
tinue to occupy the best display 
space in the store—display space 
created in what was formerly a 
relatively dismal interior. 


Light First Essential 


Until three years ago the store 
had windowless walls, dark 
shelves—having no sales appeal 
and old fashioned counters which 
took up valuable floor space which 
now is filled with handsomely de- 
signed display islands. Light was 
the first consideration in the re- 
modeling program. Windows were 

. installed under the ceiling 
> throughout the long length of the 
: store. Modern display shelves 
took the place of the old, dark 
shelving. Indirect light between 
the shelves and mirror back- 
grounds for glass and gift dis- 
plays produced more sales appeal. 
Old counters were replaced by 
’ display tables. Specially designed 
floor islands provided perfect 
backgrounds for feminine goods. 


The most careful planning, in 
the modernization program, was 
given to the paint department. 

(Continued on page 106) 








Here we see some of the new dis- 
Play tables and floor islands now 
used for presenting merchandise 
having a decided feminine appeal. 
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renee HARDWARE STORE ives 


CANVA LASTIC  waterproof- 
ing for awnings, binder can- 
vas, tents, tarpaulins, canvas, 
automobile tops, linoleum, 
venetian blinds. Dries in 2 
or 3 hours. Not oily or 
greasy. 

CELLTITE Damproofing water- 
proofs, preserves stone, con- 
crete, stucco, tile, brick, 
plaster, wood, plastics, base- 





Grn Las 


WATERPROOFING 


Aurings Binder Canvas 
Ten!s Farpauins Canoes 


TS ments, silos, gymnasiums, 
os cement walks, driveways, 
reg ian al . a plastered walls. 


EASILY APPLIED— 

Preserves Weathersrools LONG LIFE 
rengthens Stops Mildew 
Makes es boo 


= Ue fetal 


atone 3” Ts 


RAIN SHED Waterproofs 
boots, shoes, canvas, | A 
clothing. MAKES SHOES 
SHINE BETTER. 
— SOLES LAST LONG- 





‘Omar, Nebr 











“ALL THREE EXCELLENT 
ITEMS"*—LIQUID WAX 
SHEPS LIQUID SADDLE SOAP 

a cleaner and preservative 
for boots,’ shoes, saddles, 
leather jackets, other fine 
leather. 
“A very convenient, prac- 
tical product.” 
SHEPS SHOE PASTE water- 
proofs heavy duty leather 




















exposed to weather—work 
shoes, boots, saddles. Used 
by farmers, miners, factory 
workers. 
“A SUPERIOR 
f. SHOES PRODUCT" 
CANVR: 
Gnu Sold by jobbers everywhere. 
er aoe Inquire of salesmen. 











Mfg. by 


NEATSLENE COMPANY, Omaha 8, Nebraska 




















VAUGHAN NOVELTY MFG. CO., INc. 


“World's Largest Manufacturer of Can Openers and Bottle Openers’ 
3211-25 CARROLL AVENUE CHICAGO, ILL U.S.A. 


BUY WAR BONDS AND STAMPS * * *. * 


° . * * 
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One coat of Cres-Lite SYNCHROME 
/ completely covers most surfaces with 
a chrome-like (Synchrome) aluminum 
finish that is smooth, brilliant and dura- 
ble. This high hiding power, plus a per- 





SN 
Reapy MIXED” 














b SYNCHROME 4 
ALUMINUM | 
PAINT .; 


EAT pROOE: AUST nro ij! 
weaTuen aesisTih®? 7 
Y 

one GALLON / 


fect balance of brilliance and durability, 
is obtained by using only high purity 
325 mesh aluminum pigment made 
from 99+ % pure aluminum. 

This quick drying, synthetic resin 
paint is carefully and precisely made 
to produce the finest of lasting, pro- 
tective coatings for tanks, stacks, roofs, 
metal, concrete, brick and other struc- 
tures and equipment of most every 
kind. 

Synchrome can be applied by brush, 
dip or spray to provide a brilliant, 
durable finish that is unequalled for the 
resistance it offers weather, corrosion, 
moisture, fumes and heat (independ- 
ent laboratory tests show that it suc- 
cessfully resists heat up to 600° 
Fahrenheit). 


SCENT 


BRONZE POWDER Co. 
116 W. Illinois St., Chicago 10, Ill. 
1841 S. Flower St., Los Angeles 15, Cal. 




































STEVENS 


NO. 555 LINE LEVEL 








The Little Level with the Big Sale 


Stevens No. 555 Line and Surface 
Level is made of hard drawn 3%” 
hexagonal aluminum tubing, 3” 
long, nickel silver hooks, weight, 
each 4 oz. 


Packed 12 to display box, weight 
per dozen 9 ozs. List price, each 
50 cents. 


E. A. STEVENS, LEVEL Co. 


Newton Falls, Ohio 
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MEAN 


ACCURACY FIRST 


ME AND INDUSTRY 





WE PROMISE YOU MORE 





we can begin to fill more 
and more orders for Amer- 
ica’s Favorite Can Opener. When 
war restrictions have.completely 
relaxed, DAZEYS will bloom again! 
So get set’ for “old-time” profits with 
the newimproved DAZEY products. 


THESE 





Display tables like this 


Paints had previously been mixed 
in with other merchandise in vari- 
ous parts of the store. By mov- 
ing the office to the balcony and 
remodeling the space to include 
display shelving around three 
sides, a big window for daylight 
and outside display was provided. 
Chairs and a table were installed 
in order to permit customers or 
prospects. to leisurely examine 
color cards, style guides, etc. 
Women quickly learned of the 
change in policy and results be- 
came quite apparent even in the 
first week after remodeling, for 
the housewares and gift depart- 
ments were placed right up front. 
When women came into the store 
they were greeted by a man who 


have replaced the 45-year-old counters. 


point of view. The man we picked 
for this department knew every 
line thoroughly and how to buy, 
display, and sell housewares and 
gift items to women. Now we are 
convinced that women customers 
prefer to buy from a competent 
masculine salesman.” 


Main Source of Volume 


C. H. Eaton, founder, owner 
and general manager of the busi- 
ness, likes to check the records of 
Mr. Johnson as to how women 
customers continue to increase 
store volume. “Fifty years ago,” 
says Mr. Eaton, “I never would 
have believed that the time was 
coming when we would concen- 


» 


ARE ON 
THE way ! 


$83 DAZEY Senior Can Opener 
2, z 

7 DAZEY Junior Can Opener 
So DAZEY Ice Crusher 

E92 DAZEY Super Juicer 

Se DAZEY Sharpit 


To Reap a Harvest of Profits... 





| 
24 
| 


DAZEY CORPORATION 
WARNE AND CARTER AVES « ST. LOUIS 7, MO. 
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is an expert in- housewares. Mr. trate our efforts on pleasing wo- 
Johnson, in commenting on this men customers, and that some day 
policy, says, “We wanted to learn they would be our principal 
how to deal with women custom- source of volume.” And this new 
ers and this ineluded learning to business is being enjoyed, he 


understand them from the man’s adds, because the old _ store 





Women as well as workmen, are interested in shovels. This customer, 
attracted by a giftwares display. now inspects garden implements. 
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changed its face and its methods 
to attract women customers. 

The Reno Mercantile Co.’s 50 
per cent increase in paint volume 
was obtained largely from women 
customers, many of whom were 
new at home painting. When a 
woman buys paint at the store, 
the salesman asks a few questions 
to learn how much she knows 
about the job she wants to do. He 
tries to interest the customer in 
the efficient use of the paint. To 
that end, printed literature fur- 
nished by paint manufacturers is 
used as envelope or package stuff- 
ers, particularly those bearing 
paint instructions. 


Instructions Given 


Care is taken to see that women 
paint customers understand the 
various kinds of paint and their 
uses, the proper preparation of 
surfaces, the proper application of 
paint and the care of paint 
brushes. 

Women customers now take 
small appliances to the store for 
repair service. Although the com- 
pany does not maintain its own 
repair department, farming out 
such work, it is, as a result, build- 
ing up an excellent post-war pros- 
pect list. When repairs must be 
sent out of town the company 
takes care of shipping the appli- 
ances for customers. 

The post-war plans of this re- 
juvenated hardware store include 
special advertising to attract 
brides. Because of the war, ex- 
tensive telephone use for contact- 
ing brides is out of the question. 
Mr. Johnson says that after the 
war social notices will be checked 
to reveal the names of brides 
establishing their homes in Reno. 
Special mailings will be sent to 
brides and when they become cus- 
tomers their telephone numbers 
will be noted on a special list. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 172 








MARCH 15, 1945 




















The watched pot never boils 


Wishful thinking about reconversion won't bring it! There is 
only one way in which America can hasten the return of Toast- 
master toasters and other household appliances that millions 
are eager to buy. 

First, we’ve got to win a war! That’s top-priority with the 
nation—and with Toastmaster, too. Our plant is making 
urgently needed munitions of war. We’re proud of the job 
we've been doing—and we're going to finish it proudly. 

After that, of course, we want to make automatic toasters. 
We want you to get the business that’s waiting—we want you 
to cash in on the demand created by advertising that has kept 
*the Toastmaster name consistently before millions of readers 
of Life, Post, Collier’s, and other magazines. 

When we resume production, you can be sure of one thing— 
that our output will be fairly rationed among all our regular 
distributors, so every appliance retailer can profit from the 
tremendous waiting demand for Toastmaster* toasters. 





TOASTMASTER Axoduch. 


***ToasTMAsTER” is the registered trademark of Toastmaster Propucts Division, McGraw Electric Company, 


Elgin, Ill. Copyright 1945, McGraw Electric Co. 
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All the answers for those who hope to 
buy a Juice-O-Mot one of these days 


America’s FIRST 
Streamlined Juicer 


Gets all the Juice, without rind-oil, 
seeds, or pulp e Sturdy @ Easy to oper- 
ate © Al! moving parts fully enclosed 
Will not corrode ¢ Rust proof @ Easy to 
clean @ Readily portable e Three models 
© Beautifully styled ¢ Six distinctive col- 


ors © More than a million in use. 














MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


| 
| Ougmaliala 


3-45 
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Field Seed Sales 
Doubled in 1944 


ry interesting field seed busi- 
ness has been built up dur- 
ing’ the last few years by the 
Retzlaff Hardware Co. of New 
Ulm, Minn. The field seed is 
stocked in the farm goods section 
of the big hardware store and a 
large volume of business is done 
for the farmers like to come to this 
roomy store and inspect the large 
stocks. 

Alvin Rollof, manager of the 
store’s farm department, states that 
seed business in 1944 doubled over 
1943, which is quite remarkable, 
because 1943 was a peak seed year 
at the store. 

New Ulm is in the heart of a 
rich agricultural region where the 
black soil produces excellent crops. 
The Retzlaff store stocks hybrid 
seed corn in bushel lots which sell 
for $9.20 per bushel. This corn is 
displayed in two areas in the store, 
and there is a big demand for this 
type of corn which is best suited 
for the Minnesota growing season. 

Field seeds are sold by the 
pound as well as by the bag at 
this store and many customers buy 
in large lots. Such seeds as rape, 
alsike, white clover, yellow blos- 
som clover, medium red clover, 
Kentucky blue grass, are stocked 
in large 50 and 100-lb. galvanized 
containers. This has been found 
to be an excellent method of dis- 
play, for farmers like to feel the 
seeds before they buy. Often a 
farmer will run his hand into the 
seed up to the elbow and let it 
trickle through his fingers. 

In addition, the store stocks a 
large volume of lawn seed of vari- 
ous types and also carries three 
kinds of fertilizers. This fertilizer 
is sold in both small and large 
quantities. 

“We have a very progressive 
agent in this county,” says Mr. 
Rollof, “and he recommends that 
farmers use good seeds for pastur- 
age and the like. Naturally, this 
agent talks to many farmers and 
addresses many public meetings. 
Such educational work helps our 
field seed department a great deal. 
Everyone in our farm goods de- 
partment is familiar with seeds 
and farming practices and we are 












Premax 
SOLID STEEL 


RODS 


When planning your 
post-war lines of rods, 
consult Premax first. 
These big sellers will be 
available after V-E Day. 









Ready When 
V-E Day Comes 





Division of Chishelm-Ruder Co. Ine. 
4509 Highland Av., Niagara Falls, N. Y. 











RETAILS 


YOU CAN OFFER 


ABIGVALUE : f 
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“Little Doc” Brush Cleaner re 


- “Little Doc” Window Cleaner Con 
¥E centrate, Ten Minute Car Wash, 
Rug and Upholstery Cleaner Com 
Refrigerater 
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FINE TOOLS 
INVITE SALES 






















da No. 700 
TOOL ASSORTMENT 
«sand repeat business 


Vaughan Quality and Relia- 
bility invite inspection, and 
quick sales. More than that, 
Vaughan Fine Tools bring 
repeat business—the kind 
that paves the way 

for the sale of 

many other 


hardware items. 


No. 700 ASSORTMENT 
shown above is specially 
designed for counter and 
store window display. These 
assorted tools sell on sight— 
the result of 75 years of 
quality reputation. 












It always pays 
to buy a good tool 


VAUGHAN & BUSHNELL 


Manufacturing Company 
CHICAGO 
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able to give good advice most of 
the time to our farmer customers 
concerning the matter of seed. 

“Every time we sell lawn seed 
we suggest the purchase of fertil- 
izer to help make a better lawn. 
This helps a great deal in achiev- 
ing more sales. And when farm- 
ers buy pasture seeds we also urge 
a seed inoculation preparation 
which we have in stock. Customers 
appreciate having such things 
called to their attention.” 

Field seeds are advertised 
through occasional newspaper ad- 
vertisements and also through 
handbills and circulars which are 
mailed to rural routes. 





Displaying Brooms 
Easy on This Rack 


ITY and townspeople alike 

have constant need of brooms. 
Roberts & Green, Columbia, Mo., 
has a large stock of them which are 
displayed to advantage on special 
broom hooks which have been at- 
tached to the background of a paint 
rack, 

This sort of display makes the 
broom row appear neat and orderly 
at all times. The customer can walk 
right up to the display, pick out a 
broom, handle it and easily replace 
it without disturbing the rest of the 
display. 

Demand for brooms during war- 
time is considerable and many cus- 
tomers come to the Roberts & Green 
store, because they know they can 
get good ones here. 


Brooms may be taken from this 
rack, inspected and returned 
without disturbing the others. 






HEAD YOUR BUYING LIST 


ZIM CAN OPENER 


Opens any shaped cans, leaving 
edges clean. Strongly made for 
long service. Folds upward 
when not in use. 





Removes screw caps, bottle caps, pry-up 
caps and friction caps. Folds flat against 
wall when not used. 






DELUXE MODEL 
ZIM JAR OPENER 





Leaves entire board for ironing. Folds back 
when not in use, 





WHEN THE WAR IS WON... 
we will supply you with the familiar Zim 
appliances and new “postwar” ones too. 
Meanwhile, we are apportioning the products 
which regulations permit us to make so each 
customer will get some. 





ZIM MANUFACTURING CO. 


Headquarters for Labor-Saving Home Appliances 
3037 CARROLL AVE. — CHICAGO 12, ILL. 
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Alcove Paint Department Gives Privacy 
To Customers and Helps Build Sales 








A alcove depart- 


ment at one side of the store gives 
the Economy Cash Hardware & 
Home Equipment of Macon, Mo.., 
a maximum amount of display 
space for paint. Furthermore, this 
alcove department gives the cus- 
tomer a chance to pick out paints 
with some privacy and discuss 


Economy Cash Hardware also finds 
secluded section provides extra 
facilities for patrons and sales- 
men in which to discuss problems 


home decoration problems with 
the sales staff without being heard 
throughout the entire store. 

The alcove department, which 
is 18 ft. long and 6 ft. wide, has an 
entrance at each end, making it 
an easy matter for customers to 
enter or leave it. The interior is 
always well lighted and may be 
readily seen from any section of 
the store. The entrances are very 
wide and give the customer a view 
of a large section of the paint 
stock from either end. This helps 
to promote sales. 

The department was built to 


take care of a jog in the wall line. 
By adding about 3 ft. to the jog 
distance, E. Dodson, owner, was 
able to make a fine paint depart- 
ment, which is set off from the 
rest of the store. By this arrange- 
ment he has gained rather than 
lost display space, for other mer- 
chandise is displayed on the outer 
walls of the alcove facing the store 
aisles. 

Inside the alcove there are long 
sections for displaying paint. One 
is against the outside wall of the 
building, the other against the al- 
cove wall which faces an aisle. The 





Shelves of varying size provide space for all type of containers. 
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UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
pive first call to the war effort, and 
whateveravailable hard wareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming soon when 
a decisive victory will ive us the 
“GO” sign for full-speed production 


to serve a world at peace. 


We suppest using Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - + - ILLINOIS 











You Will Profit 
by Featuring 


DRAKE | 


SOLDERING IRONS | 





Outstanding quality values backed 
by 25 years of soldering iron man- 
ufacturing experience, DRAKE 
Soldering Irons have the built-in 
customer satisfaction you find 
profit in selling. There is a 
DRAKE Soldering Iron just right 
for every purpose. 

INDUSTRIAL BUSINESS 


The long-lived stamina of DRAKE Sol- 
dering Irons mekes them particularly 
valuable for busy wer plants. Yes can 
sell DRAKE Soldering Irons to those 


ants. 
, here is Ne. 701—100-watt z 
DRAKE Soldering Iron. This same type q 
of iron also comes in 60 and 150-watt 


me ee 










ratings. 
ASK YOUR 
T¢: JOBBER 
Write for latest 
information obout 
securing priorities 











DRAKE ELECTRIC WORKS, INC. 


CHICAGO 13, ILL 


3656 LINCOLN AVE., 
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ON AVAILABLE GOODS 


paint shelves are generous so far 
as height is concerned and this 
means that many of the gallon size 
cans can be shown upon them. 
This wide shelf arrangement has 
been found to be very handy in 
taking care of wartime glass con- 
tainers which often are somewhat 
higher than the peacetime type. 

Some shelves are smaller, hav- 
ing been built especially for 
smaller sizes. Mr. Dodson can 
display a lot of paint on his 
shelves and he does his best to 
keep his stock as large as possi- 
ble. Additional large stocks are 
kept in the basement store. 


Comfort for Customers 


Chairs are provided so that cus- 
tomers can rest while talking 
about painting problems and in 
buying paints. Mr. Dodson feels 
that this type of arrangement sells 
more paint because the prospects 
take the time to inquire about all 
paints stocked when they feel free 
to sit down and take their time. 
In addition, a clerk selling paint, 
is less likely ‘to be interrupted 
when in the middle of a sales 
transaction. 

“We do an excellent paint busi- 
ness,” says Mr. Dodson. “It is 
one of the lines which brings us a 
fine volume and we do everything 
to merchandise it as well as pos- 
sible. We handle a well-known 
line and have many regular cus- 
tomers both from the city and 
rural areas. We try to be helpful 
to our paint customers, no mat- 
ter how small or large the pur- 
chase, and this has built much 
good will and satisfaction.” 

On the braces of the paint 
shelves are shown many color 
charts and paint booklet holders. 
Prospects are encouraged to study 
the charts and take paint booklets 






4) New 


BETTER BRAND 
trap 

















see the 


HOME GUARD 


(RBG. U. 8. PAT. OFF.) 
wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 
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= FOR ACTION! 


Waxoff “patrols” every varnish job in 
advance by removing every trace of 
wax, oil, polish, dirt. That means: the 
varnish is sure to dry. And national 
advertising means: Waxoff is sure to 
sell. Ask your jobber! Schalk Chemical 
Company, Los Angeles and Chicago. 








HARDWARE AGE 

















as 
tim 


has 





FRY 
han 
Fre 
pots 








MARC 








ND 
ap 





job in 
race of 
ns: the 
ational 
sure to 
emical 
hicago. 








HOME CONVENIENCES 


THEY’LL BE AFTER... 
.o AFTER VICTORY! 








WIRE DISH DRAINER—Dries as it 
drains. Minimizes dish washing 
time. Conveniently compact with 
separate basket for silver. 





2 LAYER CAKE COOLER—Two to 
a set. Cools both layers at same 
time. 37 bars scientifically spaced 
hasten cooling. s 





FRY BASKETS—Lightweight, long 
handle, easy to use. Makes delicious 
French Fried potatoes, seafood, 
potato chips, doughnuts. 





KITCHENWARE 
HOUSEWARES @ HARDWARE 


















THE WASHBURN COMPANY 


WORCESTER, MASS. e¢ ROCKFORD, ILL. 





MICHIGAN WIRE GOODS COMPANY 
NILES, MICHIGAN 
ASSOCIATED COMPANY 


* 
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home to read. Mr. Dodson finds 
that the booklets help to stimulate 
much future business. The cus- 
tomer who paints a chair or a 
room is often encouraged to tackle 
other painting jobs around the 
home after reading these booklets 
detailing the process to be fol- 
lowed. 

Window displays and news- 
paper ads are used frequently in 
order to promote paint business, 
and these window displays are 
very effective with both rural and 
city people. Macon, with a pop- 
ulation of 5,000, lies in the heart 
of one of Missouri’s best agricul- 
tural districts. On days when 
farmers come to town to buy, it is 
hard to find a parking space on 
any downtown street. This also 
means a heavy pedestrian side- 
walk traffic, and for this reason 
window displays pull very well 
with the rural trade. 


Top Shelf Location 
Attracts Attention 
To Farm Items 


TOP SHELF loéation general- 
ly does not have much display 
appeal, but the F. M. Jaeger Hard- 
ware Co. of Dubuque, Iowa, uses it 
to good advantage. This firm places 
its large cream cans, dairy pails, 
egg crates, and other comparatively 
large items that farmers need, upon 
the shelf which is at the top of the 
sidewall fixtures. 
Other farm items, such as lan- 
terns, globes, wicks, and filter disc, 
are displayed directly below making 
a fine tieup for additional sales. 








Merchandise shown upon the top of 





this shelf can be seen by farmers | 


entering the store and it serves | 
to remind them of their needs. | 








OMEDAY, soon, we hope, we can again 
supply you with Manning-Bowman’s 
famous Iron-that-wags-its-tail. And 
that’s the day these five M-B selling fea- 
tures will mean More Business for you! 


5 M-B FEATURES WORTH WAITING FOR: 


* Thumb-tip fabric control for quick 
regulation of heat. 

* Natural-grip, ever-cool handle for left 
or right hand. 

* Guardsman thermostat maintains 
temperature dialed. 

* Non-kink swivel cord. Any way the 
iron goes, the cord wags right behind it. 

* Quick-heating automatic iron is light 
in weight, easy to handle. 


Today, the Irons-that-wag-their-tails 
that were sold before the war are “house- 
hold pets” in many an American home. 
And thousands more Americans are wait- 
ing to give them a “homie” when the sup- 
ply is again available. These are the peo- 
ple who’re prospects for the Manning- 
Bowman line—folks for whom M-B 
means best! 

We know it’s hard for you to wait. But 
there’s a war on, and we’re doing all we 
can to help win it. So please be patient, 
and remember, the best is worth waiting 
for and... 


Mianning- 
Bowman 


Mieans Best 


MERIDEN, CONN. 
BUY MORE BONDS—AND MORE! 
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Michigan Firm Uses 


Its Repair Department 
To Aid War Effort 


Wood Bros. does large amount of 
repair work and also uses the 
shop for work on sub-contracts 





Here's the lathe which has been instrumental in turning out war 
work. And it's also aided in making many repairs for civilians. 


All types of repairing are done in the shop which is 
large, light and equipped to handle any kind of work. 
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I \ COMPREHEN.- 


SIVE, all-around service depart- 
ment is maintained by Wood 
Bros of Charlevoix, Mich. The 
department has done a great deal 
of work in keeping hundreds of 
electric fans, toasters, mixers, and 
other items in operation during 
the wartime period. However, the 
biggest job of all is a sub-contract 
which the firm has recently fin- 
ished on its 13-in. lathe which has 
been installed in the shop since 
1910. During the present war 
D. H. and C. F. Wood, brothers, 
have both worked in the service 
shop in spare time, handling local 
repair work and also turning out a 
sub-contract job on an aviation 
fitting. 

D. H. Wood says that his firm 
made 60,000 turnings all told on 
war contracts to date which is 
quite a record. Undoubtedly this 
record can be matched in many 
small shops throughout the nation 
where there are lathes and it is 
typical of American ingenuity in 
war production. 

The service department of the 
Wood firm is both large and light. 
At one end is a long repair bench 
where C. F. Wood usually handles 
the small appliance repairs, while 
directly behind this spot is the big 
lathe. 

Both of the owners of the store 
have always been able to do appli- 
ance repair work and have pitched 
in during the past months to han- 


dle jobs that had to be done, espe- - 


cially since it was difficult to get 
competent repair men. Through 
such efforts they have been able 
to take care of numerous cus- 
tomers during the war period, 
make profit and continue to build 


good will. 
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GET YOUR SHARE 


Jona q0(}000 wm 


Extra-Profitable Bug-a-boo 
Can Help You Do It! 


Your sales and profits increase, too— if 

, you promote Bug-a-boo! It’s the fastest- 
growing line in a 25-million-dollar insec- 
'ticide matket. 


Vacuum’s famous Research Labora- 
tories. That means top quality. It’s heavily advertised in 
Life Magazine, Good Housekeeping, The Saturday Evening 
Post. That meahs your customers already know and want 
Bug-a-boo Products. Bug-a-boo pays you better profits’ 
than other nationally advertised insecticide lines! 

Stock and push Bug-a-boo Moth Crystals, Bug-a-boo 
Super Insect Spray and Bug-a-boo Victory Garden Spray. 
You'll get repeat sales on ’em all! Order today from your 
nearest Socony-Vacuum office. In the Southwest, from 
Magnolia Petroleum Co., on the West Coast, from General 
Petroleum Corp. of Calif., or from 26 Broadway, New 
York 4, N. Y. 








|48| Bug-a-boo 


PRODUCTS 


TUNE IN “INFORMATION PLEASE’’— MONDAY EVENINGS, 9:30 E.W.T.—NBC 





Bug-a-boo is backed by Socony- 


OF A 
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This hot combination is a sure-fire seller — a 
business builder for dealers everywhere. It's 
in demand by sportsmen for heating foods on 
hunting, fishing and camping trips. Outdoor 
enthusiasts, traveling mothers, mechanics, war- 
plant workers, repairmen, doctors and others 
find scores of new uses every day. Like razor- 
blade repeat business, orders for HEATAB 
flame-tablet refills keep coming long after the 
original sale. 


ALL-YEAR SALES 


Allied forces all over the world use HEATABS 
to heat combat rations. Thousands of Americans 
buy them for friends or relatives in the service. 
- » » Make big sales in all seasons, for all 
occasions. Cash in on this lively market, cul- 
tivated and swelled by consumer advertising 
in dozens of leading national magazines — by 
colorful counter and window displays that 
bring quick sales and steady repeat business. 


Stock up at once. If your jobber doesn’t 
have Speaker HEATABS, write us direct. 






















| @Z 


| .w. SPEAKER corp. 


MILWAUKEE 12, WISCONSIN 
“ 


3059 NORTH WEIL STREET e@ 
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How to Build up 
your sales of 


LINOLEUM 
UPPLIES 


, 


There's a tremendous demand for linoleum adhe- 
sives and accessories for both home and commercial 
use. Here’s a complete line—attractively packaged 
—and priced right! 


Lin-O-Wax—Available in 7 beautiful colers 
(paste) 

Lino-Wax—Self-Polishing Floor Wax (fluid) 

Fabrikieen—Foam Carpet Cleaner 

Fabrikleen—Dry Cleaner 

Linoleum Paste 

Dehydrated Linoleum Paste—2 Lbs. & 5 Lbs. 

Waterproof Cement 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 

Asphalt Emulsion 

Asphalt Tile Cement (Cut Back) 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 

Saturated Felt 62 Lbs. 

Saturated Felt 42 Lbs. 

Combination Linoleum Felt 42 Lbs. 

Dry Linoleum Felt % Lb. 

Asphalt Tile Cleaning Powder—3 Lbs. & 10 Lbs. 

Prepared Mastic Floor 

Netop Patcher & Resurfacer 


3 WRITE TODAY! 


Fer complete price list and name of nearest distributor. (Distributer's 
Nete: Some territory still open—write for details.) 


LINO-PASTE CO, 


1948 CARROL AVENUE 
CHICAGO, ILL. 


, Largest exclusive makers of linoleum adhesives 
in the country” 
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"Have you heard about 


MY DATE TO MEET 
30487514 PEOPLE? 


STARTING IN APRIL! A BIG MASS-COVERAGE FLORENCE ADVERTISING 
CAMPAIGN TO PAVE THE WAY FOR YOUR POSTWAR SALES 

















































adhe- 
ercial 
aged 
7 Over 20 million will “Meet 
Florence” through Sunday 
Magazines 
* Over 3 million will meet her 
through Sunday Newspapers 
bs. Over 7 million are lined up in 
Women’s, Home and Farm 
Magazines 











RENCE realizes that help for 

dealers on postwar sales should 
begin early. And that’s what we’re 
doing in this big campaign. 

Even with a generous allowance 
Lbs. for duplication, 8 out of 10 families 
able to buy Florence Ranges and 
Heaters will be ‘‘meeting Florence” 
in 1945, again and again. And on 
top of that, all these ads are built 
stor's around a personality . . . Florence 
herself . . . a sure-fire way to make 
the Florence name remembered. 

Yes, we’re on the way to creating 
demand that will make Florence 
sales and profits a Number One 
factor in your postwar business. 


Watch for the results after the war! 
FLORENCE STOVE COMPANY... General Offices and 
Plant: Gardner, Mass. Western Officcs and Plant: 
Kankakee, Ill. Sales Offices: No. 1 Park Avenue, New ang A714 


HERE’S THE OPENING GUN 


- « first in the series of “meet 
Florence’ ads. They virtually 
shake the hand of the reader 
in a friendly way all 









their own. 






York; 1459 Merchandise Mart, Chicago; 53 Alabama 
Street, S. W., Atlanta; 301 No. Market Street, Dallas. 
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CHAMPION 
SCREEN 


LATCHES 


Easy to install. Operate 
smoothly. Free bolt action. 
Positive locking devices. 


Champion 
Ne. 4150 
Wrought 


Steel 





Champion ads tell what Champion is manufacturing. 


Orders filled to the best of our ability. 


THE CHAMPION HARDWARE COMPANY 
GENEVA, OHIO 








They Always 
Come Back 
for More of 


HOPPE’S No. 9 


Sportsmen and soldiers who use Hoppe’s 
No. 9 for removing primer, powder, lead and 
metal fouling from their firearms—and for 
sure protection from rust—always come back 
for more because repeated satisfaction causes 


Repeated Sales 


So, don’t miss the repeated opportunities that this 
steady demand offers for 
the added sales of Hoppe’s 
Gun Cleaning Patches, 
Hoppe’s Lubricating Oil 
and Hoppe’s Gun Grease. 
Sell the entire Hoppe Line 
—it moves fast and it’s 
easy to obtain—from your 
jobber. 


FRANK A. HOPPE, Inc. 
2314A North 8th St. 
Philadelphia 33, Pa. 























SELL QUALITY WHEN 
YOU SELL CUTLERY 


In selling ShurEdge you sell 
smart, business-like appearance 
that only bright, chromium- 
plated blades can give, fine hand- 
ground steel that keeps its edge 
longer, and well designed han- 
dles that combine style with 
utility. Build your cutlery fu- 
ture with quality-made 


ShurEdge. 











NATIONALLY 
ADVERTISED 


in the Saturday 
ke! Evening Post, Lib- 
Yi meni) erty and House 
Beautiful. 


by Housel old 


s Cutlery tor 





















PHILLIPS 


RECESSED 
HEAD 
SELF 
CENTERING 


woOobD 
SCREWS 
















Supply the increasing demand for these mod- 
ern screws which we are licensed to manufac- 
ture. The tapered recess in the screw head 
fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver 
cannot slip from the recess. All standard 
sizes. Send for Catalog of Screws for Metal 
or Wood, also our varied line of Hardware. 


Government restrictions prevent us filling orders on 
certain lines. “Our Country first”—you understand! 


THE SOUTHINGTON 
HDWE. MF6. COMPANY 
ise; SOUTHINGTON, CONN. 753; 
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yell (ele) (-Wslo\ am 
from your wholesaler 


CASCO 


POWDERED casein 


GLUE 


GRage a 


CASEIN COMPANY OF AMERICA 


DIVISION OF THE BORDEN COMPANY 
350 MADISON AVENUE + NEW YORK 17, N. Y. 


15, 1945 











The greater part of our production is still going into the war 
effort where most types of Chicago Spring Hinges are used in 
plant construction and for the ships of our Navy. After Victory 
many types not now available will again be ready for distribution 
through the hardware stores of America. 


Vhicago Spring Hinae Co. 
CHICAGO U.S.A. NEW YORK 














MOLLY 
SCREW ANCHORS 


Expansion bolts that sell fast 
because they hold fast... 
even in 34" wallboard, as well 
as lath and plaster brick, con- 
crete, hollow tile and other 
solid materials, where they 
resist hundreds of pounds of 
direct, outward pull. The only 
anchor that holds in plaster 
board. The only STEEL- 
FINGER-GRIP anchor! 


SELL FAST 















HOLD FAST 





MOLLY 
BOILER PLUGS 


The immediate wall area 
around a leak is already cor- 
roded to a fragile thinness. 
Unless a Molly expanding 
Boiler Plug is used continued 
corrosion gives the repair job 
but a short life... and “It's 
folly not to have a Molly”. 
Molly Boiler Plugs grip a large 
,inside area of I!/g". Mollys 
hold fast and sell fast! 


MOLLY CORPORATION 


OCK -MOLLY 








IT’S FOLLY NOT TO 


— 
































Specify Dasco, if you are looking for 
long lasting, craftsman-made hand 
tools. Forged from the highest grade 
materials, properly heat treated, care- 
fully finished and diamond tested, 
they are quality built for exacting 
workmen. The line includes chisels, 
punches, drills, nippers and numer- 
ous other hand tools. 


Sold by Leading Jobbers 
DAMASCUS STEE 
PRODUCTS CORP 
Ro nO 


CKFORD, FL 


L 
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“AVENT ” Double Action Wins 


Instant Popularity! 





AVENT while used as a flue vent also air conditions the 
kitchen by allowing natural chimney draft to remove cook- 
ing fumes and odors leaving air sweet and clean. The 
AVENT flue vent is made of heavy gauge steel and is 9% 
inches in diameter. Formed stee] band fasteners provide 
four points of contact. Fits any flue opening. Three attrac- 
tive colors—white, green and ivory enamel. Prompt de- 
livery. Packed 1 doz. to carton. Send for literature and 
prices. 


THE METALOID CO. 
5815 Kinsman Rd. Cleveland 4, Ohio 
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FORMULA FOR SHIPS THAT PLAY SNAP-THE-WHIP 


David Dietz, Science Editor of Scripps - Howard, 
explains how engineers blend strength and safety 
into modern-day rope. 


Far out on the heaving Atlantic 
a disabled merchantman surges 
at the end of a vibrating tow- 
rope. Five million dollars’ worth 





of ship and cargo, and the lives 
of her crew, hang in the balance. 

Day after day—on the sea, on farms, in in- 
dustry — Plymouth Rope safeguards life and 
property —thanks to the skill of engineers who 
blend tiny fibers into rope of amazing strength. 

From Plymouth’s vast warehouse of care- 
fully graded fiber, experts select bales with the 
proper characteristics and determine the pro- 
portions in which they’re to be blended. This 
is the first step taken at Plymouth — world’s 
largest ropemaker—to make strong, durable 
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rope. Then, on a series of machines, these va- 
rious fibers are combed and re-combed, until 
they are thoroughly mixed. 

Plymouth Rope, from pot warps to hawsers, 
from transmission lines to lariats, is all blended 
with this same skill and care, for the specific 
job it is going to do. Thus, Plymouth engineers 
use their knowledge of rope construction, plus 
research, to improve on the ancient art of 


ropemaking. 

Plymouth Cordage Company, Plymouth, Massachusetts, District Offices: 
New York, Chicago, Houston, San Francisco. Warehouse Stocks: New 
York, Boston, Philadelphia, Baltimore, Houston, Chicago, San Francisco. 


PLYMOUTH 


CORDAGE 
PRODUCTS 


ROPE - TYING TWINE - BINDER TWINE 


ROPE YOU CAN TRUST 






Plymouthdubricated fiber being blended and prepared for ropemaking. 
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Department Now! 


A complete and perma-’ 


nent Sanette display will 
attract continuous business 
from the many satisfied 
Sanette users in your com- 
munity ... users who are 
sold on Sanette’s quality 
and dependability. It will 
also identify your store 
with our continuous na- 
tional advertising. 


Sanettes are now avail- 
able in limited quantities 
and jobbers are being sup- 


plied as rapidly as posyx 


sible. 


x * * 


SANETTE WAXED BAGS 
are also available in lim- 
ited quantities. They do 
away with the messy han- 
dling of kitchen garbage 
and help to keep the pail 
clean. 


Master Metal Products, Inc. 


$21-C Chicago St. Buffalo 4, N. Y. 


























Fast selling DeLuxe electri- 
cal appliances. Designed 
to fill every electrical need 
in the post-war home. Top- 
Liners all! 








Now Available: Step stools, Cabinets, 
Housewares, Toys and the New Rocket 
Sulky. Write for details today. 














pn 
TOPLINE 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


~ 
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DIMENSIONS OF GREAT PYRAMID 


Base: 750 ft. x 750 ft. 
Height: 482 ft. 
Contents: 3,041,148 Cu. Yds. 


BOSTON WOVEN HOSE & RUBBER COMPANY 


WORKS: CAMBRIDGE, MASS., U.S.A. P.O. BOX 1071 BOSTON 3, MASS., U.S.A. 
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The 
Dean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


; contribution is 


about rifles, ammunition and 
shooting. One of the privileges 
good naturedly permitted to a 
Dean is that of “reminiscing.” A 
successful banker once remarked 
that every bank.on its. board of 
directors should have one old man 
with a good memory. This, I 
think, should also be a rule even 
with modern and up-to-date trade 
publications. Winston Churchill is 
more valuable on his job because 
of his long historical background. 
He knows not only the present but 
the past. In a word, he has a 
long experience to help guide him. 


Americans Love Firearms 


It is in the blood of Americans 
to love firearms and_ shooting. 
They inherit this love from their 
‘ pioneer ancestors who with their 
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rifles fought and hunted in win- 
ning our great Western Empire. 
At 14 years of age an uncle 
gave me a -Remington double- 
barreled shotgun. How well I 
remember that gun. Its black 
barrels were “decarbonized” steel. 
Many a trip I took out into the 
suburbs of St. Louis hunting with 
that gun. Then, as now, there 
were plenty of ducks on the Illi- 


nois River. Quail and snipe were - 


plentiful and with my compan- 
ions we had a great time hunting 
and we did not come home empty 
handed. Those, at first, were the 
days of brass shells and home 
loading. 

Little I thought then that this 
early training in shooting and the 
out-of-doors would have 4 pro- 
found influence on all the coming 
years of a long and active life and 
that this knowledge would help 
in making friends. 

In the fall of the year after the 


wheat had been cut, I would go 
out with my friend and customer, 
Willmarth of Russell, Kan., to 
shoot the heavy, fat, slow-flying 
prairie chicken. He had one 
horse, a buckboard, and two good 
dogs. We would drive slowly over 
the broad fields until the dogs 
came to a point when we would 
climb down, back up the dogs 
and fire as the birds were flushed. 
It was hunting de luxe. But it was 
not until fate happily took me to 
Colorado that I exchanged my 
shotgun and hunted deer and elk 
with a rifle. 


Travels in Colorado 


Allison—pipe in mouth—was 
our guide and preceptor. He 
know where to go, how to shoot, 
how to cook, how to cuss, and 
how to laugh at a bunch of ama- 
teurs. He met us with horses at 
the town of Rifle, Colo. (well 
named), and then after lessons in 
the “diamond hitch” in getting 
our provisions and camping outfit 
well fixed on our pack horses, we 
set out in single file into Routt 
County, at that time not blessed 
with a railroad. On our wander- 
ings we visited the towns of 
Meeker and Steamboat Springs. 
Camping in the aspen woods we 
found hundreds of trees with ini- 
tials carved in the bark. Once an 
army fighting the Indians had 
also camped in these woods. 

This was the White River coun- 
try. A stream full of speckled 
trout and grayling and woods full 
of game. Allison camped at Cold 
Clear Springs and taught us how 
to build fires against old logs, 
dig holes, and bake grouse in the 
ashes. 

But to the point of the story is 
that he also taught us how to han- 
dle and shoot a rifle. My rifle was 
a Winchester 40-82. It carried a 
kick and a wallop. At first I was 
afraid of it. We had no slings on 
our rifles. We shot offhand and 
until we got the hang of the thing 
we missed most of the time. Our 
sights were the open variety. 

We shot prone, sitting, kneel- 
ing, standing and from _ horse- 
back. Allison told us: not only 
about our own breathing but also 
to time the horses breathing with 
our own. He taught us how to 
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since 185/ 
EST. <1857 


Since Mathias Klein started his little TRADE >: MARK 
forge shop nearly a century ago, the 

name of Klein on tools and equip- 

ment has stood for high quality. To- 

day, if you look at the pliers in the 

hands of linemen, electricians—men 

who know good tools, the odds are 

that they will bear the familiar Klein 

circle. 


The men who take pride in their 
work know that the quality of tools 
they use has much to do with the 
quality of work that they do—the 
speed with which they do it. 


If you count among your custom- 
ers skilled craftsmen in any trade, be 
sure your stock includes popular 
Klein pliers—as soon as war restric- 
tions permit the general sale. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp., New York 


This booklet on the care 
and safe use of tools 
will be sent without 
charge upon request. 


WELTER wt KLEINGS & Sons 


3200 BELMONT AVene Oe; ae 5 Oy. Dh 18 i Fae Fe ee Ge 
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A natural! The sparkling new Burpee 
Pressure Pan, result of 16 years’ ex- 
perience making the best Pressure 
Canner. 


Speed cooking at its best—think of 
Swiss Steak in 12 minutes—green peas 
in 1 minute, etc. 


READY AS SOON AS THE 
EUROPEAN WAR ENDS 


The Only Pressure Pan with 
the Safety Seal 


Cy 4 quart pan designed low 

Cl and wide. Many cooking 
uses. 

~ Made of heavy gauge spe- 

“J cial aluminum. Easy to 
clean. 


Real pressure gauge, dial 
4S type. 
Priced right. 


xy Sold through jobbers and 
e dealers. No mail-order com- 


XD: petition. 








DELIVERY of BURPEE 
CANNING EQUIPMENT 


We regret that we are a month be- 
hind the schedules formerly an- 
nounced on Burpee Aristocrat Pres- 
sure Canners and Simplex Can Seal- 
ers. We are, however, several months 
ahead of 1944 delivery dates. 





ee 





CAN SEALER CO. 
110 Liberty St., Barrington, Ill. 


126 





gage wind and distance. We 
found there was a lot to learn 
even before we became fair shots. 
Allison was a super sharpshooter 
and seemed to fire without even 
using his sights. He would let us 
shoot first and as the deer contin- 
ued to travel he would bring it 
down with a long shot. 

Then came the days when we 
had to learn how to cut up and 
skin the deer. All these things 
were entirely new to us. But 
through all the years in memory 
we have lived over those happy 
care-free days and their hardships 
and delights. Where is Allison 
today? Where are J. W. Hugus 
and Moulton of Meeker, Colo. 
Mr. Hugus owned the big general 
store and Moulton was manager. 


Pistols and Horses 


Time passes, as it has a habit 
of doing, and I found myself in 
the office of a police superinten- 
dent in New York. I was there to 
talk guns and ammunition. I 
argued that it was a joke to have 
a police officer on horseback 
armed with a pistol. I talked 
about breathing. I was willing to 
bet the average officer on his horse 
couldn’t hit a flock of barns with 
his pistol. I advocated a short- 
barreled, buckshot, automatic 
shotgun or, at least, a light semi- 
automatic carbine. The Winches- 
ter Arms Co. is now making for 
the Army exactly the carbine I 
still advocate for all mounted po- 
lice. No harm in also having their 
pistols in case they dismount. 

Just after the First World War, 
I was in Berlin. Mr. Houghton 
was U. S. Ambassador and War- 
ren Robbins was Embassy Con- 
sultant. Mr. Robbins put me up 
at the Buccaneers Club. This was 
an exclusive club of world diplo- 
mats. It was composed of many 
army officers of all nations and all 
of them were big game hunters. 
Robbins told them I was a Nim- 
rod—they had in glass cases a 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 172 











WITHOUT FAILURE 
OR DIMINISHMENT 
‘DIETZ 
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ee COMPANY 





i840 

















ea ammono Line 


For quick, easy sales and 

big profits, plan to list and 

sell the famous HAM- 
, MOND LINE of insecti- 
sau cides and fungicides for 
*="— use by farmers, gardeners, 
and florists. 


WE CREATE THE 
DEMAND 


You stock the Hammond 

Line—we’ll supply the 

customers! Hammond 

sense products are nationally 

advertised in home, garden 

t and farm publications, as 

Ss well as in Sunday news- 

papers over the country. 

Be a wise dealer, be ready 

to serve the demands of 

; your customers with these 

ae well-known aids to better 
a gardening. 


Write Today for Price- List, 
mple Dealer Aids, 
lectro Sheets 


All Aimed to Help You 
to Help Yourself! 
* 


= 1 | HAMMOND PAINT 

& CHEMICAL CO. 
45N Ferry Street 

BEACON, NEW YORK 
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HE POSTWAR DEMAND for Delco Water Systems will be tremendous. 
’ § Your share in the profits will be as big as you make it. Let Delco 
Appliance help you lay your plans now and you will have a groundwork 
for good business for years ahead. 


INE 





s and 

- Only Delco Appliance gives you all these advantages: 

secti- 

s for 1. COMPLETE LINE of Water Systems for farms, homes, and small 
ee commercial installations. 

4E 2. FRIENDLY FACTORY COOPERATION on Sales and Service. 

a 3. POWERFUL NATIONAL ADVERTISING and Sales Helps. 

these 4. MILLIONS OF PREFERRED PROSPECTS— satisfied users of other 
ally General Motors products—because Delco Water Systems are built 
“ee and backed by General Motors. 

ae, A Detco APPLIANCE FRANCHISE may still be available in your community. 
eady *™ Write for full details of our Dealer Plan. 

s oO > 

these MAIL THIS COUPON 

ace FOR COMPLETE PLAN 

List, Delco Shallow Well 





s, Water System, Model 


AAT-42. Pumps 350 
ww gallons per hour. Now 
available on priority. 


DELCO APPLIANCE DIVISION, Dept. HA35 
Ge | Motors Corporati 
Rochester 1, New York 








I am interested in your Plan for Dealers. 
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[T'S PLAIN T0 SEE 
WHY YOU NEED 
Blaisdell 
METAL MARKING 

PENGILS | 





your dealer. 


To Sharpen 
NICK with string 
PULL the poper 


(U.S. Pat. We. 1,756,953) 
. "Reg. U. S. Pot. Off. 


* Blaisdell 
METAL MARKING 


PENCILS 





BLAISDELL PENCIL COMPANY 


PHILADELPHIA 44, PA. 
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Blaisdell Metal Markers 
uickly and durably mark 
easy-to-read prices on all 
metal, china and glass. 
Help you conform with 
OPA price regulations... 
encourage self-service .. . 
increase your sales. Write 
on your business letter- 
head for free sample or 
order a supply today from 


792-T with thin black lead 
195-T with thick black lead 





remarkable collection of ancient 
and modern guns. Shooting talk 
started and I told about Allison 
and his teachings. This gun talk 
lead to some very interesting 
friendships and invitations. 
Years after settling at a desk 
job in St. Louis I was in a shoot- 
ing gallery in Springfield, Ill. The 
rifles there were Stevens with a 
top action. The proprietor of the 
gallery loaded and handed us the 
rifles from the inside of the coun- 
ter. When we finished shooting 


he said, “You are accustomed to 


shooting a Winchester.” How do 
you know, I asked? “Simple,” he 
answered, “every time you brought 
your rifle down after firing your 
right hand unconsciously reached 
for the lever under the rifle to 
throw out the shell.” I hadn’t 
fired a Winchester for five years! 

Can you have a better illustra- 
tion of the power of habit? 
There’s a moral here of the impor- 
tance of fixed good habits and the 
danger of fixed unconscious bad 
ones. 


How to Shoot 


All this leads up to a real treat 
I have just enjoyed. Someone 
sent me “The Guide Book to 
Rifle Marksmanship,” being dis- 
tributed by O. F. Mossberg & 
Son, Inc., New Haven, Conn. 

This guide to rifle shooting was 
prepared by The National Rifle 
Association. I am not much given 
to flattery, but I consider this the 
best treatise on rifle shooting I 
have ever read dnd I have read a 
lot on the subject. It is unusual 
for the following reasons: 

1—It sticks closely to the sub- 
ject. 

2—It is well and clearly written. 

3—It not only gives the prob- 
lems of rifle shooting, it gives the 
answers. 

4—It not only gives the an- 
swers, it also gives the reasons for 
the answers. 

5—It covers all forms of rifle 
shooting and tells the difference, 
what is good and what is bad. 

6—It insists on the one best 
way to shoot and it insists on 
forming the habit of unconscious- 
ly and automatically shooting this 
one way. 

(Continued on page 137) 





aw METAL PRODUCTS 
2322 West § 58th Street, Chicago 36, Illinois 














Now Order Red Arrow 
This Extra-Profit Way 


NEARLY 100% MARK-UP—that’s what 
you get when you buy Red Arrow Garden 
Spray in the No. 720 Assortment—avail- 
able for the first time since early in 1942. 
Contains 24 one-ounce bottles and 2 four- 
ounce hottles. Cost you $5.40; retails for 
$10.40. Red Arrow is nationally adver- 
tised in more magazines, to more millions 
of home gardeners, than any other garden 
insecticide. Take advantage of this extra- 
profit opportunity. Order Red Arrow from 
your Jobber now. Or write, giving your 
Jobber’s name, for full details. Address: 
McCormick & Co., Inc., Baltimore 2, Md. 


RED ARROW 


GARDEN SPRAY 
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store with & YE-APPEAL 





WO of the best ways yet discov- 
ered to give people the urge to 
buy at your store are these: Plenty of 
Pittsburgh Glass in your store in- 
terior ... to make it attractive and 
inviting. And plenty of Pittsburgh 
Glass in your store front . . . to give 
it appeal and stopping power. 

That’s a combination that pays off 





Pye 
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is the store with BUY-APPEAL! 


BEFORE 


Plan NOW to modernize your store and you'll 


avoid construction delays later. 


in bigger sales and better business. 
Plan now to put it to work for you at 
the earliest possible moment. By 
planning your new store interior 
and store front today, you’ll avoid 
construction delays later. For when 
building restrictions are lifted, 
there’s pretty sure to be a rush for 
store alterations. 


"PITTSBURGH stench oe uate aon and an ie 





TNTSHURGH 














DON’T WAIT to make your plans for mod- 
ernizing your store front and interior. Do it 
now ...and save delays later. This store in 
Cincinnati, Ohio is a good example of the 
eye-appeal you can give a store with Pitts- 
burgh Glass. Architect: John Gartner. 


See your architect to assure a well- 
planned, economical store design. 
Our staff will gladly cooperate with 
him. 

And send the coupon below for 
our free books of facts, figures and 
photographs of many actual store- 
remodeling jobs done. with Pitts- 
burgh Glass and Store Front Metal. 





Eereansape 
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ttsburgh Plate Glass 
anes Grant Building, Pittsburgh 19, Pa. 

¥ end me, without obligation, your 
itinetrated booklets on store modernization. 


Company 




















130 













IN 





NATIONAL ADVERTISING, IN 
QUALITY, IN DEMAND... MEANS 


FASTER, BIGGER 
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You don’t ne&d a sharp pencil to prove that among all glass coffee 
makers, CORY is the biggest profit-maker! 
Cory lead& j 


quality. Cory 
Cory gives you 






features. Cory leads in beauty. Cory leads in 
in value. Cory gives more—and that’s why 
— PROFITS. 


Through the gréftest national advertising campaign in glass 
coffee-brewer histor¥; we are telling the millions who read Ladies’ 
Home Journal, Woman’s Home Companion, True Story, Vogue, 
Motion Picture, Better Homes and Gardens, McCall’s, Collier’s, 
True Confessions, Movie Story Magazine and American Weekly — 
“When you own The Cory you own the best.” We're not whispering 
this message. We're shouting it in four color full pages and half pages. 


It’s the kind of campaign that creates prestige, preference, 
thunderous demand at retail counters. That’s why we say without 
reservation—““WHEN YOU SELL THE CORY YOU ARE 
SELLING THE BEST—HANDLING THE BEST PROFIT 
MAKER IN THE FIELD!” Cory Glass Coffee Brewer Co., 
221 North La Salle Street, Chicago 1, Illinois. 


CORY 
Che only Cite Clava coffee Frewee 


CORY is the first glass coffee brewer to create consumer demand 
with a complete series of four color full pages and half pages in 
America’s greatest magazines. This campaign dwarfs anything 
ever attempted in this industry. 


CORY is the first and only glass coffee brewer to offer these 
features: hand decorated glass, hinged decanter cover, accurate 
measuring cup, safety stand for upper glass, the wonder-working 
Cory Glass Filter Rod. 


CORY was first to promote an All-Glass Coffee Brewer. 


CORY was first to introduce the All-Glass Filter Rod that fits 
all standard glass coffee makers. More than eleven million of 


these rods have been sold. A PATENTED CORY FEATURE. 
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THe MCKEE curassaxe 


Quality Casserole 








A grand item for the kitchen, with lots of eye-appeal, and long, 
sturdy service in preparing most appetizing dishes. Surveys show 
the glass casserole outsells all others four to one, so be sure to get 
your full share of McKee Quality Casserole sales. Round Casse- 
roles with knob covers (Nos. 203, 205 and 206) and Oval Casse- 
roles (No. 525) with utility covers, are available. Consult your 
Wholesaler, our Sales Representative or write us direct. McKee 
Glass Company, Jeannette, Pa. Established 1853. 


In addition to Casseroles, Glasbake Pie Plates Nos. 
24414 and 246, Loaf Pan No. 253 and Percolator Top 
No. 315 can be ordered for reasonably prompt delivery. 
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I'VE HAD McKEE GLASS UTENSILS FOR A LONG TIME. 
A LITTLE CARE MEANS YEARS OF WEAR. AND IT’S 
% GRAND TO BE ABLE TO SEE WHAT'S COOKING. 
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| The McKee Glasbake Casserole — so 
easy to clean, makes such tempting dishes. 


ite, LASBAK McKEE GLASS COMPANY ___ 
JEANNETTE, PA. ESTABLISHED 1853 









| 


As seen in Women’s Maga- 
zines and American Weekly 


McKEE 








GLASBAKF— RANGETEL 


OVEN WARE astm TOP-OF-STOVE WARE mg tm 


THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
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Making Correct Change Can Be Easy 


AKING change is usually 
M a frightening experience 
the first two or three 
days for the new employee. Many 
workers today have never had re- 
tail store experience so there are 
many details to be mastered before 
they begin to feel at home and able 
to really enjoy their new work. 
Training in this important func- 
tion of making change correctly, 
and in a manner understandable to 
the customer, should be presented 
in a clear and simple way. It’s 
best to break the job down into 
steps. This enables the employee 
to master it bit by bit. 


Follow These Steps 


First, have the employee become 
familiar with the cash register. 
Registers are of many types and 
you will have to explain the oper- 
ating details to the employee. Then 
permit the individual to practice 
ringing up various types of trans- 
actions until he gains confidence 
in his ability to do this job as it 
should be done. 

The next step is to teach the em- 
ployee to-make change correctly. 
Instruct the employee in this by 
using an actual transaction. Start 
with a simple cash sale of 75 cents 
out of a one dollar bill. 

Insert the sales slip in the regis- 
ter for recording; place the one 
dollar bill on the cash register 
plate until you remove your 
change; ring the cash sale; re- 
move the change which in this in- 
stance would be 25 cents; place 
the original sales slip in the regis- 
ter; place the one dollar bill in the 
register; close the register drawer; 
give the sales slip to the customer 
and count the change to him—the 
slip represents 75 cents—then give 
him the 25 cents change to make 
a total of one dollar. 


Complete the transaction by 


132 


wrapping the package if this is re- 
quired, and delivering the pur- 
chase to the customer. Always end 
the sale by thanking the customer 
and inviting him to call again. 


Try the Hard Ones 


More difficult test cash transac- 
tions should then be undertaken. 
Select transactions that will give 
the individual experience in mak- 
ing correct change from bills as 
large as $20 down. This training 
end experience will enable the new 
salesperson to tackle his job with 
confidence. It will also prevent 


cash shortages resulting from mis- 


takes in making change. 


The Store Suffers 


Knowing how to make change 
in a proper manner is also valu- 
able to both the customer and 
your store. If a customer receives 
less change than he should receive 
he may become the customer of 
another firm. If, on the other 
hand, he receives more than he is 
entitled to your firm will suffer 
financially. The ability to make 
change is always important. Learn 
how to do it. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade df 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 is very poor. The correct answers to these questions 


will be found on page 137. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—Sales jn a business in 1944 were $47,000. Cost of goods 
sold was $32,900. Determine the dollars and cents margin for 


the year. 


2—Estimated expenses for 1945 are $12,000 in a hardware 
business. Since the business earned 32 per cent margin the 
year before this is planned in the coming year. The owner 
wants to make a profit of 7 per cent on sales. Determine the 
sales volume required to provide this program. 


3—Determine the cost of goods sold in the following busi- 
ness: Sales $52,000; inventory at beginning of year $12,300; 
inventory at end of year $12,130; merchandise purchased 
$35,600; shop labor $275, and freight and express paid $525. 


4—Planned salary expense in 1945 in a business is 15 per 
cent of the $50,000 sales. If the margin is 30 per cent of sales, 
determine what per cent salary expense is of the dollar margin. 


5—Figure the return on the money invested in the following 
business: Sales were $40,000; net profits before taxes were 8 
per cent of sales. The owner has $25,000 invested in the 


business. 


(Answers on page 137) 
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Today Wick and Spen can only dream of 
the day when they'll have the pleasure of 
delivering to you, in the quantities you'd 
like, those famous Wickwire Spencer Hard- 
ware Products your customers know so well. 


DREAMING 





Some day —soon, we hope —the dream 
will come true. 


Meantime, let’s be realistic and do all we 
can to win this war and bring back our boys. 


WICKWIRE SPENCER HARDWARE PRODUCTS 


Insect Screen Cloth Poultry Netting 
Famous “Clinton” and Hex Mesh and Straight 
“Gold Strand” Brands Line “Clinton” Brand 


WICKWIRE SPENCER 





Wire Rope Nails and Brads Door Springs 
Hardware Cloth Clothes Line “Perfection” 
Clinton” Brand Picture Cord Brand 


STEEL COMPANY 


and Subsidiary, American Wire Fabrics Corporation 


500 FIFTH AVENUE 


Abilene - Boston + Buffalo - Chattanooga « Chicago - Clinton (Mass.) « Detroit - Houston - Los Angeles - Philadelphia - San Francisco + Tulsa - Worcester 
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NEW YORK 18, N. Y. 
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Apex oils and greases must be good! We back every one of our 
products with a money-back guarantee—that’s how sure we are 
that your customers will be fully satisfied with Apex quality. 

There’s a reason why Apex is the largest supplier of oils and 
greases to independent implement and hardware dealers in 
America. Apex products are packed in containers the public 
likes—all the way from one quart cans to 55-gallon drums. 
Aggressive sales promotions help dealers make the first sale. 

Reliable jobbers located throughout the United States, Cana- 
da and Mexico make Apex oils and greases easy to get, safe to 
handle. Ask your jobber about Apex, or write direct to us. 


APEX OIL PRODUCTS CO. 


100-200 17th Avenue North Minneapolis, Mins 
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‘PUT YOURSELF BEHIND 
THIS WINDOW 


Someday soon there'll be crowds be- 
fore every CLARION RADIO dealer’s 
window. And there will be good rea- 
sons. Here are six of them! 


1. A name known for proved quality for 
23 years ... backed by national ad- 
vertising. 

. A line of models complete for every 
need. 

. Beautiful designs by Jack Morgan, 
nationally known designer. 

. Advanced engineering by Howard 
Gates that will give a new conception 
of faithful reproduction. 


5. Values that appeal to sensible thrift... 
the result of experienced management. 
6. A merchant known and trusted in his 
community. 
This is more than a promise. The 
CLARION line is now an accom- 
plished fact. It will be ready for pro- 
duction and delivery just as soon as we 
are given the go-ahead by Uncle Sam. 
In the meantime there are no re- 
strictions on good business judgment. 
So, if you’re a forward-looking radio 
merchant, read the headline again. 
For complete details write 


WARWICK MANUFACTURING CORPORATION 


4640 West Harrison Street 


QUALITY 


FOR 


Chicago 44, Ill. 


23 YEARS 








19c Seller Grabs 
Big Profits! ’ 


IN CATCHING 
3-COLOR DISPLAYS 


Women will buy several of these amaz- 
ing self-sudsing Cellulose Sponge SOAP 
BANKS at a time! Has so many uses 
they will need more than one—and it 
has a good mark-up on each sale. Just 
fill up inside pocket of Soap Bank with 
discarded soap scraps, moisten in warm 
water—then watch the wonderful foamy 
lather bubble through as it cleans. 


Housewives are waiting to buy this Cel- 
lulose Sponge dish mop that washes won- 
derfully clean with rich, foamy lather, 
yet keeps hands dry. Gets at hard-to- 
reach spots easily. A real self-seller for 
everyday washing chores. Useful in 100 
ways for home, office, and factory as a 
cleaner, moistener, dauber. 

FREE! Send us a carbon copy of your order 
te your jobber for a dozen or more of the Seap 


Banks, or Minute Dish Mops—and receive a 
sample. 


MINUTE MOP (0. 


Ga (3 E. 23 rd.St. 
GASES CHICAGO 16 ILL. 























If the Sportsman 
Wants an Article 
This Firm Has It 


HE E. M. Briggs & Son store 

at Scottville, Mich., has a sport- 
ing goods department which serves 
many sportsmen in the area with 
everything from fishhooks to hunting 
clothes. The store is known for miles 
around as a place where sportsmen 
gather and where they can get items 
they wish for hunting and fishing 
activities. 














This sign attracts the local 
fishermen. They do the rest. 


One new line in the department 
which has been ,featured consider- 
ably during wartime is hunting cloth- 
ing. As much stock as can be ob- 
tained is displayed in the store in 
the way of red caps, hunting jackets, 
etc. 

Fishing supplies have always been 
carried in considerable stock and 
this is quite a drawing card for the 
store. Lake Michigan is only 10 
miles distant from Scottville and. 
there is considerable duck hunting 
there along the reedy shores. For 
this reason, the store carries quite 
a stock of duck decoys and other 
supplies for duck hunters. 

A large sign outside the hardware 
store shows a picture of a big fish 
being caught by a sportsman. Copy 
on this sign says, “Headquarters for 
Fishing Tackle and Sporting Goods” 
and this just about gives a true idea 
of how the store is regarded by 
sportsmen in this area. 











OFFICER'S 
BAG 


No. 83. Officer’s 
bag for service men 
or civilians. Made 





BUY , ..NOW 


ca 
ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 













BABY SWING 


No. 96. They will be in big de- 
mand this spring and summer. 
Cash in on this item. Made from 
heavy washable Khaki Duck ma- 
terial, reinforced for long and hard 
wear. In ordering specify No. 96. 


FOLDING AUTOMOBILE 
BABY SEAT 


Ne. 104. A sturdily made 
steel frame with strap 
hangers to fasten on auto 
seat lean back. High qual- 
ity fabrics used for seat 
Dart. Fully assembled. 
Packed in bulk. 


SPRADLING'S Ine. 
ST. LOUIS, MO. 



























An ideal water-free 
proprietary solvent 


CLEANS brushes, rubber, mir- 
rors, windows, fine metal parts, 
linoleum. 

DISSOLVES shellac, spirit 
varnishes, resins, inks, stains, 
and dyes. : 
REMOVES water and sludge 
from fuel systems. 
Nationally ad- 
vertised in con- 
sumer and trade 
magazines. 

Ask your jobber 


about (uIXOL 


*Reg. U.S. Pat. Off. 
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“ chisels 
Hardened and tempered tool 
steel 
Beveled edges 
Heavy steel ferrule 
Fine sharp cutting edge 
other Great Neck lines 
hack saw blades— 
molybdenum 
tungsten 
high speed 
keyhole saw blades and handles 
wood chisels (plastic handle) 
iG screw drivers (plastic or wood handles) 
ig de- 
fren 
| hard 
0. 96. 
ILE 
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| The Dean's Page 
| (Continued from page 128) 


7—It covers all safety problems. 

8—It covers the care of a rifle. 
I thought I knew but I didn’t. Js 
tells why. 

This booklet is free and, to my 
mind, is an example of what ad- 
vertising will be in the future. It 
is not a lot of mental drivel but 
real information. 

We read for two purposes. One 
just for amusement or excitement, 
the other to gather useful infor- 
mation. Too much reading for 
excitement is just as much dissi- 
pation (mental) as drinking cock- 
tails. 

There are two gems of thought 
in this pamphlet: 

1—Accidents don’t happen. 
What we call accidents are cause 
and effect. ‘ 

2—Practice until you form one 
good habit and then never do the 
thing any other way. 

This pamphlet on rifle shooting 
would give any thoughtful preach- 
er a text for a great sermon. This 
pamphlet should give every busi- 
ness executive a model of clear 
instruction with no punches 
barred. To sum it all up, it is 
the voice of experience honestly 
expressed. 

I wish Allison was alive and I 
could mail him a copy. 














Correct Answers to 
Test Your Hardware Sense 


(Questions on page 132) 


1—Answer. Dollar margin is $14,100. 

2—Answer. $48,000 sales required. 
From the planned margin, which repre- 
sents 32 per cent of total sales, sub- 
tract 7 per cent the percentage of profit 
desired. This leaves 25 per cent of the 
sales that will be available to cover the 
$12,000 estimated expenses for the year. 





PERPETUAL. 
MOTION... 














If 25 per cent of sales equals $12,000, 
the 100 per cent equals $48,000 the 
volume needed to reach the established | 
goals. | 
3—Answer. $36,570 cost of goods | 
sold. Add merchandise purchased, shop | 
labor, freight and express, to inventory | 
at beginning of the year; then, sub- 
tract the inventory at the end of the 
year. The answer is cost of goods sold. | 
4—Answer. Salary expense would be | 
50 per cent of the dollar margin. 
5—Answer. Earnings are $3,200 which | 
is a return of 12.8 per cent on money 
invested. 





Ereaed s production geniuses 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 
NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 
WALTER H. ALLEN COMPANY, INC. 


jollas, Texos 
AMERICAN WHOLESALE HDWE. CO. 
long Beach 1, California 
B. C. SUPPLY COMPANY 
Battle Creek, Michigan 
BAIRD HARDWARE CO. 
Gainesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Elmira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON COMPANY 
Winston-Salem, No. Carolina 
DUNHAM-GARRIGAN & HAYDEN 
Son Francisco, Colifornia 
DUTTON-LAINSON COMPANY 
Hastings, Nebraska 
FONES BROTHERS HARDWARE CO. 
little Rock, Arkansas 
Cc. D. FRANKE & COMPANY, INC. 
Charleston, So. Corolina 
GREER & LAING 
Wheeling, West Virginio 
HERR & COMPANY, INC. 
loncaster, Pennsylvania 
errs: HARDWARE eel 
Pueblo, Colorad 
HUNT &° MOTTET COMPANY 
Tacoma |, Washington 
IMPERIAL HARDW ARE COMPANY 
El Centro, Colifornia 
JELCO OMAHA COMPANY 
Omaha, Nebraska 
JELCO MILWAUKEE CO. 
Milwaukee 12, Wisconsin 
— ae =o 
poka Washing! 
KEITH- SIMMONS COMPANY, INC. 
Nashville 1, Tennessee 
KING HARDWARE COMPANY 
Atlanta, Georgio 
LARSON HARDWARE COMPANY 
Sioux Falls, So. Dakota 
LEE HARDWARE COMPANY 
Solina, Kansas 
MAY HARDWARE COMPANY 
Washington 7, D. C. 

C. H. MILLER HARDWARE CO. 
Huntingdon 19, Pennsylvania 
MODERN APPLIANCE & SUPPLY CO. 
New Orleans 19, lovisiong 
MOREHOUSE & WELLS COMPANY 
Decatur, lilinois 
eta ~~ HARDWARE CO. 

marillo, Texas 
eAite —_ INC. 


READER'S. V WHOLESALE DIST. 
Houston 2, Tex 
REHM HARDWARE COMPANY 
Chicago 8, lilinois 
J. anes M4 COMPANY, INC. 
Massachusetts 
THe teikren COMPANY 
Decatur, Indiana 
SOUTHWESTERN HARDWARE COMPANY 
Oklahoma City, Okle. 
TYRRELL ree wet ag a 


Beaumo 
UNION IsTRBUTORS INCORPORATED 
Bonk 
UNIVERSAL Surry € COMPANY 
JOHN 5. VARICK COMPANY 


WAITE HARDWARE COMPANY 
Worcester 8, Massachusetts 
WESTERN —- Rye COMPANY, 
San Die: 2, California 
ZORK Hasbwake COMPANY 
Ei Paso, Texas 

NADA 
wag HARDWARE LTD. 





innipeg, Manitoba 
wooo, ALEXANDER & JAMES, LTD 
Hamilton, Ontario 


( a 








\ 





MASS 
DISTRIBUTION 
THROUGH 
INDEPENDENT 
DISTRIBUTORS 
& RETAILERS 
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FARMS. .. 











@ 6,500,000 farms will provide America’s biggest market in the days ahead! 
To tap it, against stiff competition, you'll need the modern merchandising 
and promotional support, the greater buying power, afforded by the 
TRU-TEST System and TRU-TEST Distributors. Then, with the top- 
quality, best-selling line of TRU-TEST Farm Supplies—barn 

equipment, water systems, fence controllers, dairying supplies, poultry 
supplies, steel goods, hay tools, maintenance and repair hardware, paint, 
roofing and allied lines—you’ll be assured of low prices and better 
profits from the rich farm market. 


When you ask your TRU-TEST Distributor about Farm Supplies, have 
him explain how the TRU-TEST System brings the same advantages to 

retailers of the complete TRU-TEST line of Toys, —— Automotive 
Supplies, Furniture and Home Appliances. 


Safeguard your future—call in your TRU-TEST 
Distributor today! 





ANOTHER NEW PROMOTIONAL HELP! 


Write for a copy of TRU-TEST’S Farm Equipment Book 
— packed full of fast-moving items! 








HARDWARE AGE 
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HE H. Richards & Sons, 
Mexico, Mo., hardware firm, has 
a staple hardware display stand fac- 
ing a principal aisle in the store. 
This display stand contains a sam- 
ple item of many staple hardware 
items, with each item plainly marked 
with a key number. 
The average person who comes 
into a hardware store for a staple 










' Staple Hardware Display Promotes Sales 
And Saves the Customer's Time 





ry 


Many a customer 
visits a hardware 
store and cannot 
describe the item 
he is seeking. But 
he can point it 
out if he sees it. 
This display of 
staple items is a 
big aid to him at 
all times because 
here he can see 
what he wants. In- 
cidentally it is 
a big step-saver 
for the salesman. 


hardware item may not know the 
name of the item he wants. He can 
only describe it. This often makes 
for much confusion and wastes time, 
says Frank Richards. This display 
stand of staple items enables the 
customer to point to the item he 
wants. The clerk then knows what 
it is and can go to get one im- 
mediately. 
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Model Store Featured at Meetings 





A series of six 
distributor dealer 
meetings have 
been conducted 
by the Admiral 

., Cincinnati, 
Ohio, in Albany, 
Syracuse, Roch- 
ester, Buffalo, 
N. Y., and New 
York City, demon- 
strating the ease 
and practicality of 
Flex-O-Plan store 
modernization and 
arrangement. Sim- 
ilar meetings will 
be held later in 
other sections of 
the country. S. H. 
Rogovin, Admir- 
al’s factory man- 
ager for the east- 
ern territory, and 
Seymour Mintz, 
advertising man- 
ager, conducted 
the meetings. 
They showed a 
talkie slide-film in 
color with narra- 


tion by George Walker, designer of Flex-O-Plan. who told how the plan can 
be adapted for stores of different sizes and shapes. On exhibition was an 
actual 4- by 10-ft. scale model of a store laid out and built according to the 
plan. Shown above is the model, a miniature replica of a store whose actual 
dimensions would be 35 by 90 ft. It is complete in the smallest detail from 
front display windows through to the rear walls. Radios in a variety of styles, 
home freezers, washing machines, and other appliances were built to scale. 












> clemson 


Makers of Hand and Power Hack Saw 
Blades, Frames, Band Saw Blades 


and the Clemson D-!7 lawn Machine 
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WILL YOU HAVE TOMORROW'S 


“Cay Appeal” 


In Your Home Laundry Line? 




















After the first big spending spree, postwar buyers aren’t going 
to settle for prewar merchandise. They will expect things to 
be new, improved, different. That goes for home laundry 


equipment as well as automobiles, houses and gadgets! 


Will you, as an appliance dealer, be able to offer complete 
equipment that will wash, dry and iron the family wash 
automatically? Or will you sell Mrs. Jones part of the equip- 


ment...and then send her up the street to buy the balance? 


Blackstone dealers won’t! They'll have the Blackstone Com- 


s Fr Laundry... complete, compact equipment that 


performs all three laundering operations automatic- 





ally. They'll have the “buy appeal” that will capture 


a big and profitable slice of the postwar market. 


BLACKSTONE CORPORATION 


Jamestown, New York 
A Division of J town Metal Equipment Co., Inc. 








BUY WAR BONDS 


Today 


SELL BLACKSTONE 


Cxca 


PRODUCT 
AMERICAS OLDEST WASHER manusacTuace 
- 


z Set ae 
























































SINGLY...OR AS A COMPLETE LAUNDRY 
HARDWARE AGE 
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Better Homes and Gardens, 





‘HIS MESSAGE TO MILLIONS OF WOMEN APPEARS 
GOOD HOUSEKEEPING, WOMAN’S HOME COMPANIO 


Other Wear-Ever advertising is appearing in McCall's Magazine Woman's 
7, 








THIS 


GRIDDLE TEST 


demonstrates the way 
heat spreads through 
every Wear-Ever 
Aluminum utensil. 


Bver the h 


spreads swiftly throu 


whole utensil. 


If you have a full complement of Wear-Ever 
in your kitchen YOU know what a big help 
it has been during the war, with time so pre- 
cious, and foolproof cooking so important. 


But if, patriotically, you shared your 
Wear-Ever with utensil-less brides—or are 
yourself 2 new homemaker, here is good 
news: Wear-Ever aluminum cake pans, 
roasting pans, saucepans, teakettles, double 


Wear-Ever gr 
1. Placea at. The heat 


Ladies’ Home Journal and Life Magazine 


2. Pour strips of batter 


across the griddle from 
rim to rim. Bake until 


bubbles set. (No grease, 
no smoke, no odor!) 


iddle 


gh the 











boilers and other utensils will soon be 
available again to help in your cooking. 


Of course the Wear-Ever factories will 
still give war work first attention, so... 
please be patient if there are still some 
delays. We shall do our best . . . maintain- 
ing the quality that has made the name 
Wear-Ever famous for 45 years. Genuine 
Wear-Ever is worth waiting for. 


WEAR-EVER 


ALUMINUM UTENSILS 
Made of the Metal that Cooks Best — Easy to Clean 


IN MARCH ISSUES OF | 
N, AMERICAN HOME and 


the strips. Note how 
d evenly 
from end 


3. Turn 
beautifully an 


browned they ore 
to end. 


PS. 
... the sensational new 
Wear-Ever Pressure 
Cooker is coming, too. 


You'll be glad you 
waited for Wear-Ever. 

















DRESS UP YOUR 
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BATHROOM 
EQUIPMENT 
WINDOW 


MERCHANDISE: 
Medicine cabinet. 
toilet seats, hampers. 
drying racks, deco- 
rated waste baskets, 
toilet paper, drain 
pipe opener, closet 
cleaner, towel bars, 
soap dishes, toilet 
paper holders, fau- 
cets and faucet re- 
Pairs. 

BACKGROUND: 
Center panel of 
white corrugated 
board or painted 
wallboard. Side 
panels of pale green 
material. Cut-out let- 
ters of bright green 
material. 


Bathroom Equipment and Sporting Goods 


SPORTING 
GOODS 
WINDOW 


MERCHANDISE: 


Tennis rackets, ten- 

nis balls, racket 

presses, racket cov- 

ers, golf clubs, golf 

balls, golf bags, bi- 

cycles, bows, arrows, 

target. quiver, arm 

| guards, shooting 

gloves, straw  tar- 

gets, target faces, 

badminton sets, 

punching bag, box- 
ing gloves. 


BACKGROUND: 


Center panel of light 
green _ corrugated 
board or painted 
wallboard. Side 
panels of dark ma- 
terial. Cut-out letters 
of bright red ma- 
terial. 
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Should Be Featured in Mid-April 


HARDWARE AGE Original Window Display IDEAS 











SPORTING 
GOODS 


FOR EVERY OCCASION 
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HARDWARE ACE 
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li s good business for your customers to use the 


best cap screws they can buy — for speed in the 


shop and strength in their finished products. 


CLEVELAND 76CQuc@@Z SAE 1035 CAP SCREWS 


have unusual strength in heads and threads, 


assemble smoothly and quickly. 


CLEVELAND 
Top Cualdp 
FASTENERS J bie, 


7 al AB i fer Cleveland fastedsera: 


<s 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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Make no mistake about it ... INSIDE every motor oil 
filter is where the work is done! Either the Refill 
you sell is up to its exacting job or the best oil filter 
falls down on keeping wartime motors clean. 


This famous “sock type”, oil filter refill construction 
throws its full weight into the job of keeping lubricants 
sludge-free ...even the Knit Cover filters, too! No 
chemicals—no abrasives—just a beautifully engineered, 
sludge-hungry element that makes oil go farther and do 
more in any filter equipped motor. With this ONE COM- 
PLETE LINE, many hardware dealers have found an 
enormous and highly profitable market. Because, there’s 
a WIX model to fit EVERY oil filter replacement 
need they meet . . . on tractors, trucks, stationary 
engines and all manner of filter protected motorized 
equipment. Ask for the whole profit-making story 
for hardware dealers NOW! 


WIX ACCESSORIES CORPORATION 


WAREHOUSES: ATLANTA © CHICAGO «¢ DALLAS « 


SAN FRANCISCO ° CANADIAN FACTORY: WIX ACCESSORIES 


KANSAS CITY 


GASTONIA e 


LOS ANGELES 
CORP. LTD., 


N-C- 


MINNEAPOLIS ¢ NEW YORK 
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Bay St., 


Toronto, 


Ont. 











WAKING 
UP BILL 








O_HUMMM/ WUNNER WHy SALES (YAWM-M) 
OF FLUORESCENTS ARE SO (YAH-HM) SLO-OW 
IN MY PLACE ? SURE WISH THEY’D (YAWN) 
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JINX ‘N’JILL/ HELLO! 
FLUORESCENTS ? L CAN'T 


SELL ‘EM NOHOW/ 


Hi YA, STRAIGHT 

FROM WESTINGHOUSE WE 
BRING YOU YOUR 
FLUORESCENT --- 





YIPE/ HE HASN’T 
GOT CUSTOMERS — 
HE/S GOT MICE // 


WwW — THAT'S 
JUST WHAT YOU NEEDS 
AND ALL THE KNOW HOW 
7 iS RIGHT IN THIS 
WESTINGHOUSE 
WAKE-UP SALES 
PLAN/ LOOK/ 





























THE WESTINGHOUSE WAKE-UP SALES PLAN 
IS A COMPLETE PROMOTION PROGRAM / 

IT INCLUDES : 1. MAILING PIECES - 2. FOLDERS- 

3. BLOTTERS - 4. NEWSPAPER MATS — AND 

5. DISPLAY MATERIAL - AND IT’S ALL FREES _// 


Loe 
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70 wake UP SAL ES 


“Ue 


Wrangler is TTI ALLL 


qo 
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BOy-0-B0y / AM I GLAD I HEARD ABOUT THAT } 
SWELL WESTINGHOUSE WAKE-UP SALES KIT/ 
MY FLUORESCENTS MOVE LIKE LIGHTNING NOW/, 























TAKE A TIP FROM FOLKS WHO HAVE 
PROVED ITS PROFITABILITY —TRY THE 


COTIN 


WE WoNnVJUSor VVA J > c a 
IN YOUR STORE / FILL IN THIS COUPON NOW/ 


F we E e I Yes, sir! Use this tested sales plan in 
- your Fluorescent Lamp department! 

Westinghouse Electric & Mfg. Co. 

Bloomfield, N. J., Dept. HA. 


Please send your FREE Wake-up Sales Kit to 


Store name 


Address 


Westinghouse 


PLANTS oe 25 COTES OPMCes tvenvwneee 
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EVEN THOUGH the government 
now permits us to manufacture 
considerable quantities of Ameri- 
can fence, there still is not 
enough to fill all demands. So, in 
our advertising, we urge your 
customers to see you at once if 
they need fence. We explain that 
you may be able to supply them 
with American Fence now—but 
if you can’t, you'll do everything 
possible to take care of them 
quickly. 

' In this way we keep your cus- 
tomers constantly reminded of 
American Fence and at the same 
time help you build good will by 
putting you in touch with cus- 
tomers who need your assist- 
ance. As an extra service, we 
offer the free booklets on fence 
care. We will gladly send you 
copies of these booklets, if you'll 
ask our representative on his 
next call—or write direct to our 
nearest branch office. 
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AMERICAN FENCE 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 
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ALLIGATOR 


Sy 


STEEL BELT LACING 


| Redsogt hardware and implement store 
can render a real service to the farm 
and shop trade by maintaining an ade- 
quate stock of Alligator Steel Belt Lacing. 
In these war times belts MUST be kept 
going. 

Check your stock today and order the 
sizes you need from your Jobber. 

—And remember there is no substitute 
either in quality or service for Alligator, 
the world’s most universally used steel 




























































STANDARD BOXES—For the Large User 





























| | List Priee Belt 
| Lacin Per Box Contents Thickness 
31.40 6 sets for 6” belts Up to %6” 
1 1.60 6 sets for 6” belts 4g” to %o” 
5 1.80 6 sets for 6” belts Bo” to 1%” 
15 1.90 I 4 sete for 12” belts 1%” to 50” 
20 3.00 | 4 sets for 12” belts Bho” to He” 
25D 2.50 4 sets for 12” belts 49” to ho” 
25F 2.50 6 sets for 8” belts 34g” to Wo” 
25G 5.00 8 sets for 12” belts 344” to 740” 
27K 2.65 | 4 sets for 12” belts 1” to %o 
27L 5.30 8 sets for 12” belts 4” to %o” 
35M 2.30 4 sets for 8” belts %o” to He” 
35N 3.40 4 sets for 12” belts %o” to He” 
aU | 50 | __ sets for 12” belts | %g"to %” | 

55W 5.20 4 sets for 12” belts 38” to Ae” 
65X 6.00 4 sets for 12” belts eg’ to 1%” 
75 8.80 4 sets for 12” belts 1%” to 5%” 








~ Corrugated pins supplied regularly with Nos. 00, 1 and 5 
Alligator tape fasteners. Sectional steel rocker hinge pins sup- 















(Shown in view above). No need to break 





| oat sg ma ree. scenes ed set of plied regularly with Nos. 15 to’ 7% inclusive, for transmission 
ae acing complete with gauge and hinge pins service. Rawhide hinge pins supplied with Nos. 00 to 45 in- 
for a 12” belt. Easily broken to length for clusive, only upon request. 
ee belts. Packed in cartons 10 pack- Alligator Lacing is also available in long lengths and in spe- 
ages of single size to carton. cel aiken. 
Size No. .. 15-E 20-E 25-E 27-E 35-E ; 


List per carton. .$4.75 $5.00 $6.25 $6.65 $8.50 Extra Hinge Pins Which Can Be Cut to Suit Requirements 




















~ Lacing |Length List 
No. 410 ECONOMY UNIT Description No. _|of Pi Per Doz. 
(Shown at left) orrugate ire or boar ve dt 00 6 ‘$0.40 
. : Corrugated Wire or Rawhide Pins 1 6” 40 
Maat “ae i abla Y $5.60 Corrugated Wire or Rawhide Pins 5 6” .40 
An attractive unit for Rocker, Corrugated or Rawhide Pins 16 7” .90 
over-the-counter sales of Rocker, Corrugated or Rawhide Pins 20 tg 90 
the 4 most popular sizes. Rocker, Corrugated or Rawhide Pins 25 12” 90 
Contents—10 packages— Rocker, Corrugated or Rawhide Pins 27 12” 1.00 
3 No. 15-E, 2 No. 20-E, Rocker, Corrugated or Rawhide Pins 35 12” 1.00 
3 No. 25-E, 2 No, 27-E. Rocker, Corrugated or Rawhide Pins | 45 | _12” | +120 
, Rocker or Corrugated Pins Only 5565 12” 1.40 
PACKED IN CARTONS . Rocker or Corrugated Pins Only 75 12” 1.70 




















All prices subject to discount 
ORDER FROM YOUR JOBBER 


The Economy Packages are packed 
10 of a single size in corrugated 
shipping carton shown in view at 
right. This carton is labelled on 
one end to show contents. The stock 
in Economy Unit can be main- 
tained by. refilling from cartons of 
Economy Packages ordered in ac- 
cordance with size requirements. 








MAKCH 15, 1945 














WAR-TIME RESTRICTIONS 





March 15, 1945 


OPA briefs Manufacturers 
who sell toilet tissue and paper towels 
may add to their maximum domestic 
prices, when approved under conditions 
provided in an amendment to Price 
Regulation 266, effective Feb. 20. Dol- 
Jar-and-cent maximum prices for whole- 
sale and retail sales of dry batteries 
have been announced by the OPA, in 
Price Regulation 576, effective Feb. 
20. Ceiling prices have been estab- 
lished on two types of new’ and used 
vehicular compasses, which are obso- 
lete for army purposes and which the 
procurement division of the Treasury 
Department is selling for civilian use. 
OPA has so revised supplementary 
order 94, effective Feb. 17 


. « * 


Kraft sealing tape Manu- 
facturers of gummed kraft sealing tape, 
who were not furnishing printed tape 
in the July 1 to Oct. 15, 1941, base 
period, may add for the printing, above 
the ceilings established for plain tape 
differentials, not in excess of extras 
added by their leading competition. 
This OPA amendment to MPR 459 was 
effective Feb. 17. 


. * * 


Cotton duck and duck sub- 
stitutes — Production has been in- 
creased to more than four times the 
pre-war rate, but still falls about 20 per 
cent short of meeting closely screened 
over-all military requirements for the 
first quarter 1945, exclusive of accumu- 
lated production deficiencies of the 
third and fourth quarter of 1944, WPB 
announced recently. According to WPB 
officials, the emphasis has shifted from 
merely increasing over-all production to 
expanding output of most urgently 
needed types of cotton duck. Most 
pronounced current shortages are in 
shelter tent and certain. numbered 
ducks. Production of these important 
types of duck will have to be more 
than doubled during the second quarter 
of 1945 to meet military needs, WPB 
officials said. 
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Anti-freeze — Ample supplies 
of anti-freeze will be aveilable to meet 
military and civilian requirements in 
1945, the Anti-freeze Industry Advisory 
Committee reported at a recent meeting, 
the War Production Board announced 
Feb. 17. While no methanol anti-freeze 
will be available for the 1945-46 season, 
th. supply of the permanent type of 
anti-freeze (ethylene glycol) will ap- 
proximate last season’s output, WPB 
said. No anti-freeze will be made from 
methanol because of the need of this 
chemical in the production of formalde- 
hyde to meet increased programs for 
munitions. Distribution of anti-freeze 
by State will be continued in the com- 


ing season, WPB added. 


. . * 


Retail sales notes—The latest 
Federal Reserve news as to nation-wide 


Department store sales shows that totals 
for the week and four weeks ended Feb. 
10 were up 22 per cent and 15 per cent, 
respectively, compared with the corre- 
sponding 1944 periods. Montgomery 
Ward’s sales for its 1944 fiscal year- 
ending Jan. 31, totaled $663,519;316, a 
gain of 4.6 per cent over the year pre- 
ceding. January sales increased 27.4 
per cent. F. W. Woolworth Co. sales 
in 1944 reached a new record high and 
were reported at $459,847,395, com- 
pared with just abdve $439,000,000 in 
1943. 
* . ” 

Farm machinery lagging — 
Production of farm machinery for the 
six-month period July 1-Dec. 31, 1944, 
failed, on most items, to meet pro- 
grammed schedules. The lag was due 
to manpower shortages and difficulty in 
obtaining certain components, particu- 
larly malleable and grey iron castings, 
which are required for urgent military 





Wholesale Hardware Sales 
By Geographic Divisions, for January, 1945 


Per Cent Change 


SALES REPORTED 





| 
DIVISIONS January 1945 from | Thousands of Doilars 
Number 
January December January January December 
Firms 1944 1944 1945 1944 1944 

U. S. TOTAL a 236 +1 +1 $25,699 $23,194 $25,498 
New England 14 +2 —1 | 353 347 357 
Middle Atiantic. . 66 +8 +3 3,983 3,699 3,855 
East North Central. . 44 +11 +5 } 4,061 3,648 3,863 
West North Central 19 +3 —12 | 2,217 2,152 2,511 
South Atlantic 26 +16 +7 2,472 2,123 2,305 
East South Central. . : 18 | +19 | +17 2,484 2,084 2,126 
West South Central 22 | — f ¥6 4,529 3,960 4,186 
Mountain... 9 +17 | —1 } 703 837 
Pacific % | +6 | -13 | 4,644 4,290 5,237 


Bureau of the Census 








Current Statistical Service 


a Includes data for three firms not allocated to geographic divisions. 





States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 
-) 


Middle Atlantic—(N. J., N. Y., 


East North Central—(iil. -» Ind., Mich., Ohio, Wisc.) 
Minn., Mo., Neb., N. D., 8. D.) 


West North Central—(lowa, Kan., 
Fla., Ga., Md., N. C., 8. C., Va., W. Va.) 


South Atlantic—(Del., D. C., 


East South Central—(Ala., ky. Miss., Tenn.) 


West South Central—(Ark., 


Okia., Texas.) 


Mountain—(Ariz., Colo., labo” ‘Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 


HARDWARE AGE 
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programs. Since no appreciable im- 
provement in these factors which have 
been retarding production can be fore- 
seen, production for the entire “agri- 
cultural” year, ending June 30, 1945, 
will also probably be considerably less 
than scheduled. Production (exclusive 
of tractors and repairs) for the six- 
month period was 22.9 per cent behind 
the output aimed at for this period. 
Among lines furthest “off? were garden 
planters, plows, cultivators, hand 
sprayers and dusters, pumps and 
brooders. 
* * * 

Kitchen utensils—aAlso, effec- 
tive Feb. 17, OPA has set ceiling prices 
on three types of new kitchen utensils, 
a broiler, sauce pan and knife, which 
the navy has turned over for sale to 
civilians. The details are in a new 
direction under order 94. 

+ - + 

OPA checks home furnish- 
ings — Chester A. Bowles, OPA ad- 
ministrator, is on record that OPA is 
preparing to reduce the prices of home 
furnishings. He testified Feb. 27, be- 
fore the Senate banking committee on 
legislation to continue the life of OPA 
for 18 months. The present law ex- 
pires June 30. Mr. Bowles defended 
his recent order for a rollback in cloth- 
ing prices as definitely affecting the 
“cost of living,” and added: “Programs 
designed to check the rise in house 
furnishings are now in preparation.” 
House furnishing prices, he said, rose 
14. 3 per cent from May, 1943, to Dec., 
1944. It was the largest price increase 
for any commodity in his cost-of-living 
index. Mr. Bowles told the committee 
that the average price of all so-called 
cost of living items has increased only 
1.5 per cent since the _ hold-the-line 
order went into effect. 

ae * * 

Steel strapping—Means of in- 
creasing production of steel strapping. 
and a new WPB order regulating its 
use, were considered by industry mem- 
bers at a recent meeting with the War 
Production Board. Use of steel strap- 
ping for car loading, baling, bundling 
and container reinforcement has _in- 
creased several times over pre-war 
usage, and still greater production is 
needed to satisfy growing military de- 
mands. For this reason, the manufac- 
turers approve the need for, and the 
general principles of the contemplated 
regulation. 

+ + + 

Bottle caps and crowns - 
WPB’s Containers Division reports that 
the production of beverage crowns in 
1944 amounted to 237,524 gross, com- 
pared to 212,379 gross during 1943. 
Starting last April, a certain tonnage of 
prime tin plate was allocated for the 
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Wait’ll the little woman finds out! 
These are her best hot pot-holders! 


You can’t blame Joe for raiding his wife’s kitchen— 

a man has to have some protection when he handles hot 
castings all day long. That’s why Boss’ entire production of 
Hot Mill Gloves has often gone to essential industry on 

a priority basis. Boss helps you get your fair share of 

all available work gloves by making shipments to 
distributors as frequently as wartime conditions 

permit. The Boss Manufacturing 


Company, Kewanee, Illinois. 


56 YEARS OF HAND PROTECTION! 
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MANY USES In the HOME 


Ever ready pliable 
plastic plugger - up- 
per keeps out dust 
and dirt, mosquitoes, 
flies, ants, etc. Fills 
holes and cracks 
around windows, 
screens, casements, 
drainboards, sinks, 
bathtubs. Use inside 
or outside. During 
cold weather, 
weatherstrips. 


EASY TO APPLY 


Unrolls like ribbon. Just press into 
Place and it stays put. Does not crack, 
chip or shrink. Can be painted. A roll 
covers about 80 ft. 

At hardware, paint, dept. 

stores and lumberyards. $4.25 

Higher weet of Rockies and Canada 


Free Booklet 


J. W. MORTELL CO. 
508 Burch St., Kankakee, Iii. 


The above is one of a series of advertise- 
ments running regularly in leading na- 
tional magazines creating a growing de- 


mand for Mortite. 


Order through your jobber. 
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PAINE 


Woodscrew Anchors 


To BUSH Wood 


SCREW 
HOLES & 


Why) 
® Also for Fastenings yl 
in Brick @ Tile ® 
Marble © Siate and 
Wood Furring. 
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Due to WPB Order M-38 
curtailing lead casting pro-* 
duction, we suggest you 
substitute PAINE Wood- 
screw Anchor 950 for Lead 
Expansion Anchors 900-910. 
Available on low priority 
in a wide variety of sizes. 


SS RRA ARES 


aS 


SSS 





SS 


Ask your jobber or write for Catalog. 


THE PAINE CO. 
2963 Cerroll Ave. 
Offices in Principal Cities 


and HANGING DEVICES 
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96: 950 
Fiber Type Lead Type 


Chicago 12, Ill. 





Wholesale Hardware Inventories 
By Geographic Divisions, for January, 1945 












































END-OF-MONTH INVENTORIES (Cost) STOCK-SALES RATIOa 
Percent 
DIVISIONS January 1 Theusands of Dollars 
from 
Number 
of Jan. Dec. Jan. Jan. Dec. Jan. Jan. Dec. 
Firms | 1944 1944 1945 1944 1944 1945 1944 1944 
U.S. TOTAL b...| 147 +2 + 2 | $286,963 | $26,429 | $26,392 170 182 160 
New England...... 8 +11 +2 662 595 650 360 323 312 
Middle ee 43 +5 +11 4,700; 4,468; 4,250 173 165 
East North Central. . +65 +9 5,097 | 4,862| 4,694 186 201 178 
West North Central. . 13 +1 +1 3,686 | 3,634) 3,656 197 191 166 
South Atfantic....... 17 c —2 1,784; 1,784) 1,819 116 137 134 
South Central. . . 7 +7 -1 1,383} 1,294| 1,396 114 130 135 
West South Central... 15 +8 c 4,373| 4,056; 4,356 168 169 174 
_ ae 4 -1 +2 509 513 501 197 262 219 
ERE ESR 7 -9 -4 4,678| 5,153; 4,882 225 139 
Bureau of the Census Current Statistical Service 


a Stock-sales percentages are obtained by dividing the stocks by sales for an identical group of firms. 
b Includes data for three firms not allocated to geographie divisions. 


c Less than 0.5 per cent. 








manufacture of crowns, and 155,799 
gross or 65 per cent of the total were 
produced therefrom. In 1933, caps and 
crowns were made entirely from re- 
jected plate, old tin cans and old 
crowns, 
* * + 

Building materials survey— 
On March 1, WPB announced the sup- 
ply situation on various building ma- 
terials and other equipment, comment- 
ing that lumber is in shortest supply 
as a result of manpower shortages and 
increased military demand. In brief, 
various materials are reviewed as fol- 
lows: 

Lumber—Extremely tight with sup- 
ply- requirements situation showing no 
improvement. Situation is expected to 
get worse. 

Plywood — Particularly softwood, in 
very short supply. Entire production of 
softwood plywood is under controjis and 
little is available for general construc- 
tion. Hardwood plywood is less critical, 
but it is being used by the military be- 
cause of the tight softwood situation. 

Steel—Supply and requirement situ- 
ation generally tight. 

Masonry Products—Such products as 
brick, concrete blocks and clay tile are 
in good supply except for accasional 
local shortages. The use of these is 
suggested for projects that must go 
ahead at this time. 

Building Boards—Various kinds avail- 
able, but some types are short, so local 
supply should be checked before use is 
specified. 

Rofing Materials—Not a problem at 
present except for wood shingles, which 
are short. 

Cement and Concrete Products—In 
ample supply. 


Cement-Asbestos Items—Except for 
corrugated sheets, can be had with only 
moderate delay in deliveries. 

Plumbing, Heating and Electrical 
Goods—All in short supply and ex- 
tremely difficult to obtain. 

Domestic Heating and Cooking Equip- 
ment (Non-Electrical)—Generally ob- 
tainable only on ration certificates. 

Screening—One of tightest of all 
building items. 

* * * 

Refrigerator maintenance — 
Service managers have expressed con- 
cern to WPB, over the difficulty of keep- 
ing mechanical refrigerator repair 
shops, in the field, adequately staffed 
with trained personnel. Field service 
men, who are being drafted for military 
service in increasing numbers, are ex- 
tremely difficult to replace, and replace- 
ments, if obtained, cannot be given 
sufficient training before summer, when 
service demands are expected to reach 
an all-time peak. Many refrigerators 
have passed their normal life expec- 
tancy, but cannot be replaced and there- 
fore must be kept in operation. De- 
mand for repair and replacement parts 
in 1945 is expected to average 35 per 
cent higher than in 1944, when demand 
was about 25 per cent higher than in 
1943. WPB has promised to make 
every effort to provide sufficient ma- 
terials to meet the increased demand. 
Hermetically sealed units sent to fac- 
tories for reprocessing usually cannot 
be returned to customers in less than 
80 or 90 days, most of the delay being 
caused by transportation difficulties. 
Reprocessing of open units frequently 
is delayed because castings, valves and 
evaporators are difficult to obtain, while 
reserves of these and other parts are 
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being depleted, because units are be- vance placing of orders, the use of sub- 
coming more worn and more parts re- stitutes and development of new sources HERE'S A MUCH-NEEDED 
quire replacement. Service managers re- of supply. 

a port that the industry’s voluntary pro- > NEW PROD UCT 

TIO a gram for the return of inoperative func- Metals tight—WPB has in- 

——— tional parts in exchange for new ones is formed industry representatives using Already selling in volume 
being continued. Reconditioning by metals (such as the makers of identi- through America's largest 
manufacturers of the parts turned in is fication plates) that the critical labor jobbers and retailers in 
an increasingly important factor in shortage in brass and wire mills, and of hardware, lumber and paint. 

Go meeting service requirements. facilities for making brass mill cast- 

ae a i ings and alloy rod, seriously impede 
160 Commercial cooking equip- production needed to meet the greatly 
312 ment—Production of 96,192 units of expanded ammunition and gency 
* commercial cooking equipment duting — — The estimated 
= 1944 was a fraction of one per cent 1945 poquenemnanes for copper exceed 
= higher than base period (1941) produc- the estimated supply by 409 tome, 2 
219 tion. WPB reports the following out- deficit which will be increased unless 
1 put figures for 1944, with fourth quarter 4,000 additional workers are obtainable 

ee figures estimated (minor items we ob mills, smelters, and refineries. 
been omitted): Ranges, 33,410 units; : —, ap: that the aluminum sheet 
bake ovens, 8,841 units; broilers, 1,282 naan on has again become critical, be- 
units; fryers, 3,681 units; hot plates, cause increased quantities are needed to 

— 2,693 units; urns, 16,800 units; steam mest millinery sequionmente. Nickel 

—— tables, 3,518 units; steam jacketed ket- also oe be used only where it ts 
tles, 19,345 units; vegetable steamers, required for cenontiat aang brags 

= 2,962 units; grills & griddles, 2,029, the use of a substitute is not feasible. 

only units. From 50 to 60 per cent of this or, s 
equipment still goes to the armed forces, Oilcloth materials — Alloca- 

trical but this represents a marked improve- tions of textiles for the production of 

7" ment over earlier periods when civilian oilcloth in 1945 will be approximately 
institutions were unable to obtain re- the same as those made last year, repre- 

psile pair parts and were receiving less than sentatives of the Textile Division of the 

4 3 per cent of the output. Civilian re- War Production Board told the mem- 
quirements still exceed the supply of bers of the Oleo-Resinous and Tower 

all equipment available, however. WPB Oil Coating Industry Advisory Com. 
cannot at present relax restrictions on mittee at a recent meeting reported FILLS HAIRLINE CRACKS and 
the use of stainless steel for commercial recently. Anticipated oil supplies were small holes in plaster or wood. 

i cooking equipment. Parts such as discussed by a representative of the NO DELAY Always ready for 

i. valves, malleable castings, oil burners War Food Administration. The linseed instant use! 

mand and thermostats are still scarce, but oil supplies are expected to remain NO WATER ...NO MUSS... 

nord manufacturers have adjusted their critical until September, because of no mixing ...no waste. 

fed operations to existing conditions by ad- limited imports of flaxseed, he said. At APPLY WITH ONE HAND Just 

vice draw over crack until filled. 

tary HARDENS PERMANENTLY and in 

ex- from 4 to 24 hours. 

ace- Wholesale Hardware Collections CAN BE PAINTED OVER without 

iven : a sealer or other treatment. 

hen on Accounts Receivable IT WILL NOT DRY OUT Entire 

ach By Geographic Divisions, for January, 1945 length of Plaster Stik usable. 

ws May be used for filling all types 

te | ___ ACCOUNTS RECEIVABLE __ Collection Percentages a ro i ey f ee hee hast ey 
e- 

arts DIVISIONS "Tanaary 1848 Thousands of Dollars Sells Ou Sight 

a Number Each Plaster-Stik js mounted on 
in rie | Hts | Rote | #8 | we | Roa | Hite | tees | Be | |B Separate, soles can play car. 

~ one dozen Stiks ina display car- 

a, U.S. TOTAL.....| 207 | —2 | —68 | $20,583/ $20,879/ $21,538] 98 93 108 -ton that will really move it. 

Pete) Bf] te] sa] atl atl age) | | gg | ORDER TODAY FROM YOUR JOBBER 

‘ac North Central 42 4 | ~12 | 3501} 3 x 

wa Went Noh Cosi] 1 * = | fon soa zn HH 106 107 THE LEONARD COMPANY 

i Enet Sout Cenval | 13 | Le | 448 | aes] vee] tie| os i 707 Locust St. _ Des Moines 9, Ia. 

West South Central.... 17 -1 —21 1,954 1,976 2,470 108 99 

ing Mountain........... +9 — 6 439 404 468 94 96 

sie PU Ss i4055 0c0ce 14 -9 +14 5,438 5,983 | 4,769 88 82 93 

tly Bureau of the Ceneus Current Statistical Service 

nd a —— percentages are obtained by dividing the collections by accounts receivable for an identical group 

“a b Less than 0.5 per cent. 
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THE INDUSTRIAL ROOF 


FOR FARMS 


PLASTEEL 


It’s the Roof that Keeps 
the Weather Out! 


Today, more than ever, the farmer 
looks to his dealer for guidance in 
the purchase of his vital needs. Be- 
cause roofing ‘s such an important 
need, you and your customers should 
know about PLASTEEL! It’s the in- 
dustrial type of corrugated roofing 
that gives triple protection to farm 
buildings. Yes, (1) STEEL for strength 
(2) PLASTIC for durability (3) MICA 
for permanence and beauty. Needs 
no painting, no repairs. That’s why 
alert dealers recommend and stock 


PLASTEEL! 


See Your Distributor 
or Write for Details 










Protecteo Steet Propucts 


PENNSYLVANIA 






WASHINGTON 














that time, the situation again will be 
reviewed. Fish oil, previously recom- 
mended as a substitute for linseed oil, 
is now in relatively tight supply, he 
added. 
7 - * 

Bathtubs—Production of cast 
iron bathtubs for the second quarter of 
1945 cannot be programmed until man- 





SALES OF 1,101 INDEPEN 





power clearance has been obtained from 
Area Production Urgency Committees 
and the War Manpower Commission, 
the Sanitary Cast Iron and Formed 
Enamelware Industry Advisory Com- 
mittee was informed by War Produc- 
tion Board officials at a recent meeting. 
Production of 50,000 cast iron bathtubs 
has been authorized each quarter for 


DENT RETAIL HARDWARE 


DEALERS IN UNITED STATES 


January, 1945, Comparisons 


Jan.°45 Jen. °45 





























No. Stores vs. vs. Jan.’45 Jan. °44 Dec. 44 
: Jan.’44 Dec.’44 . 
Total 1101 +16  —28 $6,747,332 $5,793,304 — $9,308,060 
Jan. °45 showed 16 per cent gain over 1944 
and 28 per cent decline from December, 1944 
Per Cent Change 
Number Jan.’45 Jan.’45 Dollar 
States by Regions of firms vs. ve. Sales 
reporting Jan.’44 Dec.’44 Jan. 45 
New England 67 +10 —36 $404,942 
Maine _— : y +9 —42 50,604 
New Hampshire .................. ° ' on as 
IE EP adiol 5:5 cid os ncd« baked oda 5 +12 —54 23,058 
Massachusetts ............... 35 +16 —25 221,652 
ON re eee ae ee ° ii 
Connecticut ... ; ; 12 + ] —39 32,066 
Middle Atlantic ............. 117 be —40 504,034 
Pennsylvania ..... Niie cairns ee p —40 504,034 
East North Central .......... .. 341 + 8 —39 1,593,849 
EE 4 diate ckiedia pa dicks $e na Ta dink 101 + 2 —42 424,837 
EE a ee 51 —4 —35 217,415 
RI 0.0. Ui «See paguiaaswedeiden 80 +11 —34 392,433 
aan i ch org d in alana Siacteators 39 +1] —47 203,961 
Wisconsin Pais tiinkaks Sata 70 +22 —36 355,203 
West North Central.............. ...144 +9 —27 425,209 
RR ae eee ete | 43 + 2 —36 130,368 
rere . 34 +13 —21 95,412 
6b vcs nhancike ner eanaa dec 31 +7 —3l 70,787 
Kansas Re EI dsl tht adcduitane pied 36 +14 —17 128,642 
South Atlantic ................. . 42 +18 — 6 400,316 
South Carolina ................... 10 +23 —i0 66,457 
i Paarl a gn ii ae oe 20 +16 — 6 156,414 
I iad td ec aieg amd ade dsare 12 +18 — 5 177,445 
East South Central............... 10 +11 + 8 102,461 
I RN ills ame ohnla asthe 10 +11 + 8 102,461 
Peet Soh Conmel... i653 ces as 98 + + 2 946,542 
EE kok Ge Ceekv a nwcocackedan 19 +9 —24 128,267 
Oe eee ee eee 34 +21 —22 111,729 
ee ate hae ae eta bate a 45 +28 +15 706,546 
en eee 76 +31 —23 569,910 
acl n e dg Sana aca 17 +22 —28 113,131 
RE tos ccc > anbheda nana analens ll +24 —30 69,898 
Paar aren 5 +47 —28 36,928 
Colorado - +29 —21 87,547 
I 8 os oi cides voscesces 7 +39 —17 182,973 
CN can rh a ng wees aR eewN ee 6 +24 —19 37,314 
SE C2 sve a 5 bd 
MO Wiha sancti ecu els ekt 5 +33 —17 37,020 
1 al a a re 206 +26 —27 1,800,069 
Se rer ree . +16 —31 196,391 
RE es oe a ce ee 26 +17 —18 284,577 
OS EE ae +30 —28 1,319,101 
NS TE oan ldwts s Chadie's  4k8 15 +21 —37 61,383 
bee Bneteeny CO co... csievcrccecwes +30 —16 259,214 
NE I, scons ace cavsetaen ; 8 +18 —26 52,381 
OS eae epe see . oe 
Ser 20 +42 —43 195,172 
_ ( Sere ? 10 +15 —25 55,660 





* Note while stores in these states are included in grand total, figures for these 
states are not shown in this chart, because of insufficient data. # Less than % of 


one per cent change. 
of Commerce. 


Compiled by the Bureau of the Census, U. 8S. 
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@ You're overlooking a bet if you’re not pushing Kester 
Metal Mender. Here’s why: 


@ Almost every one of your customers is a prospect. Hardly 
a home, farm, shop or factory in your community but one 
or more broken metal articles that Kester Metal Mender will 
fix. 


@ This genuine Kester flux-filled wire solder is so easy to 
apply that even the housewife can mend leaky pots and pans, 
and dozens of other things with it. No special tools or skill 
required. Just heat, apply, and a real solder-bond is formed. 


@ And Kester Metal Mender is virtually mistake-proof. The 
positive-acting flux is right in the core in exactly the right 
proportion. Flux and solder are applied in the one, quick 
operation. 


‘ 
@ To sell Kester Metal Mender in profitable quantities, this 
is all you have to do: 1. Put the handy display-carton in 
which it is packed on your counter. 2. Tell your customers 
how easily they can fix — and fix for keeps — all sorts of 
broken metal articles with this useful item at a cost of a few 
cents per article. 


@ Repeats are certain because of the dollar your customers 
save. So be sure Kester Metal Mender is on your counter 
for your customers to see, and to remind you to point out 
the benefits it gives. If your stock is low or out, your jobber 
will supply you. 


*% BUY WAR BONDS x 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue, Chicago 39, Illinois 
Eastern Plant: Newark, N. J. Canadian Plant: Brantford, Ont. 





KESTER 


METAL MENDER 
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POULTRY HOUSES SUN PORCHES 


A QUALITY PRODUCT 


R-V-LITE is transparent, shatterproof, 
weatherproof and durable. Easy to 
install. Easy to keep clean. A fine 
insulator — keeps heat in and cold out. 
Admits 70 times more “Vitamin-D” 
rays than window glass. 


A MULTITUDE OF USES 


R-V-LITE has many uses about 
the farm and home. Ideak for 
poultry houses, scratch sheds, 
hot and cold beds, farm build- 
ings, sunporches, etc. Widely 
used also for shop and factory 
windows, skylights and partitions. 


The LOW COST Wi 














HOT AND COLD BEOS 




















STORM DOORS 
AND WINDOWS 


* 












NDOW MATERIAL 


A special heavy-duty 
















ARVEY CORPORATION 


Exclusive Manufacturers 


,_ 3470 N. KIMBALL AVENUE 


fabric impregnated with R-V translucent 
weatherproof compound that freely ad- 
mits the sun’s “Vitamin-D” rays. LOW 
in cost—HIGH in service. Send your job- 
ber a trial order today. 
150-FT, ROLLS 36” WIDE 


of R-V-LITE and R-V-TEX 
CHICAGO 18, ILL 








the past five quarters, but because of 
present manpower shortages second 
quarter 1945 authorizations of bath- 
tubs may be decreased, the Committee 
was told. 
. * 7. 

Refrigerators — Production of 
domestic ice refrigerators in the first 
and second quarters of 1945 is expected 
by industry members present at the re- 
cent meeting of the Domestic Ice Re- 
frigerator Industry Advisory Committee 
to approximate the permitted quarterly 
rate of 75,000 units WPB reported re- 
cently. Committee members pointed 
out, however, that production had been 
slowed down temporarily because of 
delayed delivery of steel in the in- 
creased quantities permitted under the 
ice refrigerator order, L-7-c,"as amended 
Nov. 20, 1944. Since some manufac- 
turers therefore may not be able to 
produce to the full extent of their first- 
quarter quotas, the committee re- 
quested that WPB reallocate to other 
manufacturers the unproducible part of 
their quotas. WPB officials said they 
would survey the situation and make 
re-allocations as soon as possible. Pro- 
duction of ice refrigerators in the 
fourth quarter of 1944, WPB represen- 
tatives reported, totaled 24,160 units. 


Hempseed oil — Producers’ 
maximum prices for raw hempseed oil, 
which is especially desirable for light 
interior paints, were established Feb. 
27 by OPA. Hempseed oil has charac- 
teristics similar to those of linseed oil, 
OPA ssid. This action, effective 
March 3, 1945, establishes a price of 14 
cents a pound in tank cars f.o.b. pro- 
ducer’s mill, for raw hempseed oil. The 
same differentials used for linseed oil 
apply to hempseed oil regarding type of 
container other than tank cars, quanti- 
ties other than tank car amounts and 
grades of oil. Amendment No. 41 to 
MPR No. 53—Fats and Oils—effective 
March 3, 1945, makes these provisions. 

” * - 

More film for civilians—WPB 
expects the supply of 16- and 32-mm, 
motion picture film for civilian pur- 
poses, currently curtailed, to improve by 
the end of the first quarter of 1945, 
since military requirements for these 
film types are being revised downward 
from their present all-time high. 

- * + 

Lumber—Production in 1944 is 
estimated at 32,553,901,000 board ft., 
a six per cent decline from 1943 pro- 
duction of 34,621,972,000 board ft., the 
War Production Board reported Feb. 
24. Production in 1942 was 36,332,248,- 
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TEMCO aad CIRCU-RAY 


GAS HEATERS 






TENNESSEE 


154 


Heaters are giving Comfort 
to our boys all over the Country. 


MODELS AVAILABLE NOW . * . . 
- « WRITE FOR ILLUSTRATED FOLDER 


ENAMEL MANUFACTURING CO. 
NASHVILLE 9, TENNESSEE 








y are 
in the SERVICE. 
Over 50,000 of these 








000 board ft. Softwood accounted for 
25,224,971,000 board ft. of total 1944 
production, a decline of 7.5 per cent 
from 1943. Hardwoods made up 7,328,- 
930,000 board ft. of 1944 production, a 
decline of 0.2 per cent from 1943. For 
the month of Dec., 1944, production was 
2,085,380,000 board ft. a decline of 15.5 
per cent from November and of 21.2 
per cent from Dec., 1943. Normal sea- 
sonal decrease from November to De- 
cember is about 10 per cent, WPB said. 
~~ ” 7 


Pulp for boxboard—Allocation 
of pulp for the production of boxboard, 
which goes into the manufacture of 
folding and set-up boxes, for the second 
quarter of 1945 will not be more and 
probably will be less than was allocated 
for the first quarter of 1945, War Pro- 
duction Board pulp officials said re- 
cently. The actual figure has not been 
determined, but the anticipated over-al} 
pulp shortages are estimated at about 
100,000 tons, chiefly in white pulp and 
unbleached kraft, it was reported to a 
joint session of the WPB Boxboard, 
Folding and Set-up Box Industry Ad- 
visory Committee last month. 


* * ad 


Power-cycyle controls — 
Amending order L-301, WPB permits 
manufacturers to use, per quarter, in 
making repair and replacement parts, 
except engine parts, for motor bikes, 
motor scooters, motor glides and other 
types of power-cycles (not including 
motorcycles) for non-military use, as 
much metal, by weight, as they used for 
the same purpose in the fourth quarter 
of 1944. As before, production of new 
powercycles is prohibited except upon 
specific authorization by WPB in 
response to manufacturers’ applications. 
New powercycles may be sold only to 
fill “special” orders or orders from ap- 
plicants who have obtained authoriza- 
tions and ratings from WPB. Except 
in special cases, WPB will approve 
the delivery of new powercycles only to 
distributors, dealers, and others directly 
engaged in the production of war ma- 
terials or in essential war activities, or 
who require powercycles for intra-plant 
or emergency use. In the amended 
order, the definition of powercycles has 
been changed to include those _pro- 
pelled by an internal combustion engine 
having a displacement of Jess than 30° 
in. (instead of 25 in., as previously). 
The change closes the gap between the 
powercycle order, L-301, and order L- 
331, which covers motorcycles. 

* + od 


Construction—Continuation of 
declines in publicly owned construction 
in the thirty-seven states east of the 
Rocky Mountains is revealed in the 
record of contracts awarded during Jan- 
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uary, F. W. Dodge Corp., New York, 
reports. At the same time it is made 
known that privately owned nonresi- 
dential and heavy engineering construc- 
tion during the month exceeded that 
reported in the first month of 1944. 
Nonresidential construction in the 37 
eastern states, measured by contracts 
awarded during January, amounted to 
$81,614,000 as compared with a total of 
$67,908,000 during January of last 
year. Residential construction declined 
from a total of $40,997,000 in Jan., 
1944, to $19,536,000 in Jan., 1945. Total 
construction volume during the first 
month of 1944 aggregated $159,238,000 
as compared with $140,949,000 last 
month. In January privately owned 
nonresidential construction represented 
55 per cent of the total, as compared 
with 14 per cent of the total during the 
corresponding month of 1944; privately 
owned residential construction last 
month represented 79 per cent of the 
total as compared with 61 per cent in 
Jan., 1944. In Jan. 1944, heavy 
engineering construction privately owned 
amounted to 5 per cent of the total, but 
last month it represented 15 per cent. 
* * . 

Air express—First indications 
that the upward trend of air express 
business was continuing in 1945 were 
disclosed recently by the Air Express 


Division of Railway Express Agency, |’ 


which reported a rise of 25.7 per cent 
in the number of shipments handled at 
LaGuardia Field during January over 
the same month 1944. A total of 68,- 
297 air express shipments were for- 
warded and received at the field as 
against 54,336 in January of the pre- 
vious year. December, 1944, which saw 
a record monthly business of 90,023 
shipments handled at the field, is the 
only month in air express history to 
exceed the total reached in January, 
the Agency pointed out. 

* * ” 

Detrola shipments — Ship- 
ments by International Detrola Corp., 
Detroit, Mich., war equipment, includ- 
ing electronic and radio devices and 
various machinery units totalled $9,100,- 
000 in the first quarter of the com- 
pany’s fiscal year, it was announced 
recently. The figure covers production 
in November and December of! 1944 and 
Jan., 1945, President C. Russell Feld- 


mann said. 
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THIS REFILL-- PACK 
takes the Guesswork Out 
of Open Stock Buying 


Here’s another “‘first’” in KeLLocc Quaity Brush Merehandising 
that will be welcomed by busy Retailers trying to keep abreast of 
stock replenishment problems. It’s a balanced assortment of the 
14 best sellers in the KeLLoce Quauity Brush line that takes the 
guesswork and puzzlement out of open stock buying. It’s balanced 
because the quantity of each number in the assortment has been 
based upon a special analysis of retail sales of KELLoGG QuaLity 
Brushes, the fastest sellers heading the list. 

























Don’t run the risk of lost sales because your orush merchandiser 
is not filled up. Ask your wholesaler today about the No. 2497 Deal 
with scarce merchandise FREE GOODS that gives you... 


42u%% PROFIT 


Order wholesaler 


KELLOGG BRUSH MFG. CO. WESTFIELD, MASSACHUSETTS 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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S. P. Duffy, New Pres., Hall Hardware 


—Sam. E. Hant 


At the recent stockholders’ 
meeting of the Hall Hardware 
Co., Minneapolis, Minn., dealer 
owned jobbers, S. P. Duffy, who 





8. P. DUFFY 


joined the company as a stock 
clerk in 1915, was elected presi- 
dent. Sam E. Hunt, Red Lake 
Falls, Minn., who had previously 
been president of the company 
since 1937, was elected chairman 
of the board. 

Other officers are: Amos Marc- 


Now Heads the Board 


kel, Perham, Minn., vice-presi- 
dent; Miss Mary A. Casey, sec- 
retary, and H. P. Sundeen, trea- 
surer and assistant secretary. Mr. 
Duffy, who prior to his election 
as president had served as man- 
ager and secretary-treasurer, re- 
tains the office of manager. Wal- 
lace Ulmer, Miles City, Mont., 
wes elected a director to suc- 
ceed O. R. Westrum, Glendive, 
Minn., who has retired from the 
hardware business. 














SAM E. HUNT 








EDISON G.E. TO ADD 
AUTOMATIC WASHERS 
ELEC. TUMBLER DRYERS 

TO POST-WAR LINE 


Automatic washing machines 
ang electric tumbler dryers have 
been announced as post-war ad- 
ditions to the home laundry line 
of the Edison General Electric 
Appliance Co., Chicago, Ill. Re- 
gional and district sales man- 
agers were told through Fred C. 
Margolf, manager home laundry 
sales division, that these appli- 
ances would be ready as soon 
after -reconversion as manufac- 
turing conditions will permit. 

Mr. Margolf reported that less 
than 15 per cent of the homes 
own an ironing machine, not 
more than one per cent use a 





clothes dryer, but 65 per cent of 
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the nation’s homes use washers. 
He said that the future of the 
home laundry appliance business 
rests in planning for complete 
equipment that will provide 
women with a light, comfortable 
work center where work can be 
done pleasantly and quickly. 
Since women buy equipment 
solely for the work it can do, 
stores should place trained wo- 
men attendants in their home 
laundry centers to demonstrate 
to women how work free wash- 
ing is with modern equipment. 
Mr. Margolf also commented on 
the location for the postwar 
laundry. Many advocate the con- 
venience of a first floor laundry, 
instead of having it in the cellar, 
where women can do the wash- 
ing without losing touch with 


activities, including the children. 

A complete home laundry cen- 
ter department will sell both con- 
ventional and automatic washing 
machines, ironers, tumbler dry- 
ers, metal base and wall cabinets, 
rinsing tubs and automatic stor- 
age water heaters. 





ELECT EGGLESTON 
VICE-PRES. OF 
RICHARDS-WILCOX 


A. J. Eggleston was elected 
vice-president of Richards- Wilcox 
Mfg. Co., Aurora, Ill., at the re- 
cent annual meeting. E. J. G. 
Phillips and Lee D. Robison were 
elected members of the board of 
directors. W. H. Fitch, president, 
and Milton D. Jones, secretary- 
treasurer, were reelected to those 
offices at the same time. 

Mr. Eggleston has been with 
the company since boyhood and 
is manager of its Chicago branch. 
He is president of the Hardware 
Manufacturers’ Statistical Asso- 
ciation, secretary of the Hard- 
ware Golf Association and a 
member of the WPB Hardware 
Industry Advisory Committee. 

Mr. Phillips is chief engineer 
of the company and also handles 
patents and other legal matters. 
He became connected with the 
company 40 years ago starting as 
a mechanic in the steel room. 
Mr. Robison, who has been with 
the company for nearly 30 years, 
was recently appointed general 
plant superintendent, succeeding 
the late P. L. Hoffman. 








MOSHER RE-ELECTED 
PRESIDENT RUSSELL 
HARRINGTON CUTLERY 

Ira Mosher, president of the 
National Association of Manu- 
facturers, was re-elected presi- 





IRA MOSHER 


dent of the Russell Harrington 
Cutlery Co., manufacturers of 
professional and household cut- 
lery, recently at the annual meet- 
ing of the company held in 
the Southbridge, Mass., offices. 
Charles E. Dorrell was elected 
vice-president and general man- 
ager at the same time. 





BUEHRER GEN. MGR. 
BOICE-CRANE CO. 


Myron H. Buehrer, formerly 
sales manager of the Boice-Crane 
Co., Toledo, Ohio, for 12 years, 
has recently been named general 
manager. He has been with the 
company 17 years, and will con- 
tinue to direct the advertising and 
sales activities of the power tool 
manufacturer. 


AM. CENTRAL MFG. 
ACQUIRES PROPERTY 
STEEL KITCHEN CORP. 


Saunder P. Jones, president 
of the American Central Mfe. 
Corp., Connersville, Ind., has an- 
nounced recently the acquisition 
of the property of the Steel 
Kitchen Corp., which consists of 
12 acres located adjacent to 
Americen Central Mfg. Corp.’s 








kitchen and other housekeeping 


A. J. EGGLESTON 


present plant. 
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At a recent board of directors 
meeting of The Columbian Vise 
& Mfg. Co., Cleveland, Ohio, Dan 
C. Swander was made chairman 











HAROLD F. SEYMOUR 
of the board of directors, H. F. 


Seymour, president, Dan C. 
Swander, Jr., vice-president; and 
Albert F. Maunhall, secretary- 


treasurer. The company now de- 


H. F. Seymour Made President 
Of Columbia Vise & Mfg. Co. 


votes its entire production to the 
manufacture of all kinds of vises 
which include blacksmiths’ vises, 
machinists’ woodworkers’ 
vises, pipe vises, and homeshop 
or utility vises. 


vises, 


For its excellence in the pro- 
duction of war materiel, the com- 
pany flys the “E” pennant with 
three white stars. 





DAN C. SWANDER 








FIVE NEW BUYING 
DIVS. FORMED BY 
SHAPLEIGH HDWE. CO. 


Five new divisions are being 
alded to the buying department 
of the Shapleigh Hardware Co., 
wholesalers, St. Louis, Mo., ac- 
cording to a recent announce- 
ment by the compsny. Robert 
§. Cummings will handle fur- 
niture, floor coverings, refrigera- 
lors, and washing machines. He 
was with the former Simmons 
Hardware Co., St. Louis, for 17 
years and in 1940 he became 
issistant to the buyer of special- 
ties when the Shapleigh Hard- 
ware Co., purchased the former 
Simmons Hardware Co. August C. 
Kulp, who will head the buy- 
ing of electrical devices and 
materials, was also formerly 
vith Simmons. 

William R. Kennealy, who 
joined the company in 1909, will 
fevote his time to bicycles, 


George M. McNutt will buy a 
diversified line including, chain, 
clevises, garden hose, corn 
huskers, insecticides, sprayers, 
stationer’s supplies, etc. He was 
also with Simmons at one time, 
and later joined Butler Bros., St. 
Louis, as hardware line buyer. 
Howard L. Parson has been with 
the company since 1923, first 
being connected with a general 
contractor. His lines comprise 
of poultry and hog raiser’s sup- 
plies, kitchen sundries, scales, 
and carpet sweepers. 





EDWARDS & CO. TO 
SELL TELECHRON 
CLOCK SYSTEMS 

Arrangements have _ recently 

been concluded between Edwards 

& Co., Norwalk, Conn., and the 

Warren Telechron Co., Ashland, 

Mass., whereby the former com- 


restrictions are lifted, Edwards & 
Co., will manufacture its own 
line of program and clock sys- 
tems, using Telechron motors and 
mechanisms. 


JAUD HEADS SALES, 
MID-ATLANTIC AREA, 
GIBSON REFRIGERATOR 


Reapportionment of factory 
territories is now being made by 
the Gibson Refrigerator Co., 
Greenville, Mich. George H. 
Jaud is now sales manager of 





the middle Atlantic territory, 
which has now been set up to 
include West Virginia, western 
Pennsylvania, and all of Ohio 
except the northwestern portion. 
He has been with the company 
since 1937, normally making his 
headquarters in Philadelphia. 
However since early 1942 he has 
been located in Washington 
where he has been handling con- 
tacts with the various Govern- 
mental agencies. 

Also appointed at the same 
time was Frank A. Dewey, as 
divisional sales manager of the 
New England territory. States in- 
cluded in his territory are: New 
England states and the extreme 
eastern end of New York along 
the Hudson river. His headquar- 
ters will remain in Boston, Mass. 
During the war he has done 
planning department work at the 
factory, «snd expedited parts in 
connection with Gibson’s prime 
contract for CG-4A troop-carry- 
ing gliders. 





HALL GENERAL SALES 
MGR. AMERICAN 
CHAIN & CABLE CO. 
Alton Parker Hall, formerly 


assistant general manager of 
sales, has recently been named 





ALTON 


PARKER HALL 


general manager of sales of the 
American Chain & Cable Co., 
Inc., Bridgeport 2, Conn., with 
headquarters at 230 Park Ave., 
New York City. He joined the 
company about a year ago, hav- 
ing been previously with the 
Bethlehem Steel Co. for 22 years. 
During World War I, Mr. Hall 
served in the Army and became 
an officer in the Field Artillery 
Reserve Corps. 





WESTINGHOUSE ELEC. 
CHANGES NAME 
OF TWO DIVISIONS 


The changes in the names of 
two divisions of the Westinghouse 
Electric & Mfg. Co., Pittsburgh 
30, Pa., has been announced. 
The former radio division is now 
to be known as the Industrial 
Electronics division, and _ the 
former radio receiver division, as 
the Home Radio division. Each 
will continue under its present 
direction, C. H. Burnside head- 
ing the former, and Harold B. 
Donley, the latter. Announced 
also was the removal of the 
Home Radio division from tem- 
porary quarters in Baltimore to 











pany will sell Telechron program 





addlery, lamps, lanterns, etc. 


MARCH 15, 1945 





and clock systems. As soon as 





GEORGE H. JAUD 


a permanent location in Sunbury. 
Pa. 
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Miller Sales Mgr., Tappan Stove Co.— 
McConnell and Ritzenthaler Vice-Pres. 


Keith B, Miller has been ad- 


vanced to the position of sales 


A. B. Ritzenthaler as vice-presi- 
dents to fill newly created posts 


manager of the Tappan Stove| also was announced. Mr. Mc- 
| Connell has served as sales man- | 





KEITH B. MILLER 


Co., 250 Wayne St., Mans‘eld, 
Ohio. He formerly had been 
assistant sales manager. The 
election of C. V. McConnell and 





1 C. V. MeCONNELL 





A. B. RITZENTHALER 
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| ager since 1928 and will now 
| be in charge of merchandising 
| and sales promotion, while Mr. 
Ritzenthaler, formerly eastern 
district maneger, and war prod- 
ucts manager, will supervise Tap- 
pan salesmen. 
LIGHTNER JOINS N. W. 
HDW. & STEEL CO 
AS GEN. MANAGER 


William L. Lightner recently 
resigned as manager of sales, 
merchant trade accounts of the 
Columbia Steel Co., Los Angeles, 
Cal., to join the Northwest Hard- 
ware & Steel Co., general whole- 
sale hardware distributors, Port- 
land, Ore., as generai manager. 
Mr. Lightner was previously con- 
nected with the former Hoeney- 
man Hardware Co., Portland, 
Ore., wholesalers, as sales man- 
ager. The company now covers 
| Oregon, southwestern Washing- 
ton, and western Idaho, and 
plans have been formed for ex- 


| ly as materials and lines 


available. 


NORGE DISTRIBUTORS 
FROM MEXICO MEET 
COMPANY OFFICIALS 


Mexican and Central Ameri- 
can distributors of Norge com- 
mercial and household appliances 
| made by Borg-Warner Corp. re- 
cently met with officials of the 


for full-scale resumption of trade 
as soon as conditions peymit. 
Eleven distributors from Mexico 
were represented and also some 
from Guatemala, El Salvador, 
and other Central American re- 
publics. 


DE FRANCEAUX SALES 
MGR. ROCHESTER CAN 


Howard de Franceaux has re- 
cently been appointed sales man- 
ager of the Rochester Can Co., 
Rochester, N. Y. He was for- 
merly a manufacturers’ repre- 
sentative and federal consultant 


in Washington, D. C. 





INLAND RUBBER 
TO BUILD TRUCK TIRE 
PLANT IN OTTAWA, ILL. 


After an authorization of funds 
by the Defense Plant Corp., the 
Rubber Bureau of the WPB re- 

| cently announced that the Inland 
| Rubber Co. is to build a new 


| 





truck tire plant, in Ottawa, III. 
This plant will provide a maxi- 
mum yearly production of 360,000 
tires, 360,000 tubes and 360,000 
flaps, which will begin next 
August. 


a 


LARVEX STARTS 
1945 CAMPAIGN 


The Larvex Division of Zonite 
Products Corp., New York City. 
will begin an extensive advertis- 
ing campaign this spring. Larvex 
will have more than 200 million 
pre-tested advertising impressions 
in many magazines, and the 
coast-to-coast network will broad- 
cast Larvex announcements over 


| 170 stations. 


tension of the business as rapid- | 
are | 


company in Mexico City, to plan | 





| 
| 
| 
| 
| 
| 





PROCTER BUYER 
GUNS, SPORTING GOODS 
FOR BELKNAP HDWE. 


Russell Procter has recently 
been appointed buyer of depart- 
ment 9, comprising guns, am- 
munition, sporting goods and re- 





RUSSELL PROCTER 


lated lines for the Belknap Hard- 
ware & Mfg. Co., wholesalers, 
111 E. Main St., Louisville, Ky. 
He joined the company in 1925, 
spent five years in the house as 
order clerk, was checker in the 
buying department end _ house 
sales department, and then was 
a specialty salesman. In 1930 he 
was given a territory in the west- 
ern division. 


ADAMS REPRESENTS 
ADMIRAL IN MICHIGAN 


R. A. Adams, factory sales rep- 
resentatives, 18288 Appoline Ave., 
Detroit, Mich., has recently been 
appointed by the Sentinel Radio 
Corp., Evanston, IIl., to serve the 
company in Michigan and the 
Toledo, Ohio, area, when mer- 
chandise is again available. He 
will be assisted in covering the 
trade by a staff of sales engi- 
neers. 





STANTON NEW DIST. 
MGR. FOR TELECHRON 


H. D. Stanton has recently 
been appointed district manager 
for the Warren Telechron Co, 
Ashland, Mass., with headquar 






H. D. STANTON 





ters in St. Louis, Mo. He has 
been associated with the electric 
clock and appliance industry for 
the past 13 years, and has had 
much experience in sales and dis 
tribution as well as in clock pro- 
duction and design. 





CHRISTY COMPANY 
IN NEW LOCATION 
The Christy Co., Inc., has re 
cently moved to 1530 Olive %., 
St. Louis, Mo. The company 
menufactures home repair prod- 
ucts, 





ORGILL PRESIDENT 
MEMPHIS CHAMBER 
OF COMMERCE 


Edmund Orgill, vice-president 
in charge of the industrial divi- 
sion, has recently been elected 
president of the Memphis Cham- 
ber of Commerce. Mr. Orgill is 
president of Orgill Bros. Co., 
Memphis, Tenn., wholesale hard- 
ware distributors. 











EDMUND ORGILL 
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POTTER G.E. VICE- 
PRES.—PARKER EAST 
GEN. SALES MANAGER 


E. E. Potter, who for the past | 


14 years has been eastern gen- | 
eral sales manager of the Gen- | 
eral Electric Lamp Department, | 





E. E. POTTER 


Nela Park, Cleveland, Ohio, has 
recently been elected a G-E com- 
mercial vice-president. P. D. 
Parker, who has succeeded Mr. 


Potter as general sales maneger 





| 





P. D. PARKER 


of the eastern division, formerly 
| assisted Mr. Potter. 


In his new capacity Mr. Potter 


| will be responsible for coordinat- 


ing the diversified interests of 
the company in all its customer 
relations in the District of Co- 
lumbia. His headquarters will 
be in Washington, D. C., where 
he will provide essistance to sev- 
eral G-E departments and to af- 
filiated concerns in all company 
customer relations in that dis- 
trict, principally with the govern- 
ment and its agencies. 


| 





PISZCZ PRESIDENT 
MOHAWK VALLEY ASSN. 


Joseph Piszcz, New York Mills, 
N. Y., was recently elected presi- | 
dent of the Mohawk Valley | 
Retail Hardware Dealers Asso- | 
ciation at a meeting held at the | 
Hotel Utica, Utica, N. Y. Other | 
officers elected at the same time | 
were John Allen, H. J. Allen 
Est., Clinton, N. Y., vice-presi- 
dent, and Leon A. Dapson, D. D. 
Dapson, Oriskany Falls, N. Y., 
treasurer. The guest speakers of 
the meeting were, Bud Billing- 
ton, son of Herb Billington, 
hardware dealer in Canajoharie, 
who has returned after serving 
30 months in the South Pacific | 
theater of war, and 2nd District 
Oneids County Assemblyman, 
Hon. Frank A. Emma, who dis- 
cussed “The Fair Trade Act.” 

Mr. Emma stated that as he 
saw the post-war business man, 
he must have some form of pro- 
tection in the form of fair trade 
practice law. 


HOROWITZ EXPORT MGR. 
AM. IRONING MACHINE 
C. I. Horowitz has recently 

been appointed export manager, 

covering all export markets ex- 








C. I. HOROWITZ 


clusive of Canada for the Amer- 
ican Ironing Machine Co., Algon- 
quin, Ill. Mr. Horowitz has been 
connected with the export busi- 
ness for 30 years. In 1942 he was 
called to Washington where he 
spent two years with the Foreign 
Economic Administration as 
Senior Trade Relations Officer. 
He is also one of the founders, 
and a director of the Export 
Managers Club of Chicago. The 
export office will be located at 
201 N. Wells St., Chicago 6, Til. 





= 





E. J. McALEER & CO. 
AIDED IN BOMB RACK 
EXPERIMENTATION 


The plant of the E. J. Me- 
Aleer & Co., Inc., Philadelphia, 
Pa., sheet metal manufacturers 
and hardware wholesclers, was 
the scene of some of the early 
experimentation on the new suc- 
cessful U. S. Army bomb rack, 
in cooperation with Army avia- 
tion engineers. The company 
now makes gun mount accessory 
chests for the artillery, greds for 
the new rocket guns, holders for 
trench phones, and many iron 
pie plates. It is now planning 
for the post-war era with designs 
for improved cabinet model of 
kitchen cabinets and  ward- 
robes, and for an expanded line. 





PENNINGER ELECTED 
PRES. PHILADELPHIA 
RETAIL HDWE. ASSN. 


At the recent regular meeting | 
of the Retail Hardware Associa- | 
tion of Philadelphia, held at the | 
Robert Morris Hotel, Edward | 
Penninger was elected president. | 
The other officers elected for this | 
year are: Louis Loesche, first | 
vice-president; Omar Cox, second | 
vice-president; Joseph Spence, | 
third vice-president; Charles | 
Huff, treasurer; and Herman 6. | 
Klein, secretary. 
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CHAMPION OUTBOARD MOTOR 10TH ANNIVERSARY: Over 600 persons attended 
the recent 10th anniversary party of the Champion Outboard Motor Co., 2633 27th Ave. 
South, Minneapolis 6, Minn , held in the Grand Ballroom of the Hotel Nicolet, Minneapolis, 
Minn. Earle L. Du Monte, president of the company, expressed his gratitude for the co- 
operation and interest shown in the company's progress by Champion dealers, individual 
owners, and civic leaders. The principal speaker was Dr. Preston B. Bradley, pastor of 
the Peoples Church of Chicago, past national president of the Izaak Walton League of 
America and noted sportsman, and Cleveland P. Grand, Mineral Point, Wis, showed his 


wildlife movies in natural colors: 


Among the guests present were: Governor Edward 


Thye, Minnesota; Mayor Marvin Kline, Minneapolis; and Mayor L. McDonough, St. Paul. 
Minn. Tom Hastings, general campaign manager of the Pennies for Sister Kenny Institute. 


was toastmaster. 


HARDWARE ACE 
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@ No more unsightly “black eyes” that disfigure sills and 
sidewalls as a result of rusty or corroded window screens. 
For LUMITE, the new plastic screen cloth, wovén from Saran," 
defies the elements! 


When LUMITE is used, there’s no necessity for constant 
repainting of tell-tale streaks and splotches. LUMITE does not 
rust or corrode, nor is it affected by acid fumes, salt air, rain, 
snow, heat or cold. Furthermore, LUMITE plastic screen cloth 
itself never needs painting. A wipe-off with a damp cloth 
restores its fresh, new look immediately. 


As for durability, the tensile strength runs as high as 
50,000 pounds per square inch, gives sturdy resistance 
against dents and bulges. LUMITE simply can’t wear out 
through natural causes! 


Tested every day, under every condition, by the Armed 
ry day y y 
Forces, LUMITE offers a great new “proven” product for 
AIT great P PI 
postwar building. We can’t ship any LUMITE until after the 


war, but we’ll gladly send samples and information. 
*A product of the Dow Chemical Co. 














The house with “BLACK EYES” needs new screens of LUMITE 








TESTED IW WAR 
geAbY FOR PEACE 


Not just a postwar dream product... 

millions of feet of LUMITE are now in 

actual use, protecting the Armed Forces 

against disease-carrying insects. 

* Will not rust or corrode... long- 
lasting 


* Non-staining ... no streaking of sills 
or sidewalls 


* Strong, resilient ...no dents or 
bulges 


* Unaffected by fumes or salt air 
* Non-inflammable 


* Will be competitively priced 








The new plastic insect screen cloth 


LUMITE 


CHICOPEE MANUFACTURING CORP. Lumite Div. 40 WORTH ST., NEW YORK 13, N. Y. 
World's Largest Makers of Plastic Screen Cloth 
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, MILLIONS OF 
C—— EMPTY TACKLE BOXES... 
WHO'S GOING TO FILL ’EM? 


There’re millions of empty tackle boxes wait- 
ing to be filled by the great army of American 
fishermen. Who’s going to fill ’em? The answer 
is you—the fishing tackle dealers of America. 
If you plan now to stock H-I fishing tackle 
you'll be ready to get your top share of the 
business in the great tackle-buying days that 
are coming. 





The new H-I line, sharpened by victory produc- 
tion and years of manufacturing “know-how” 
in designing and building the largest line of 
fishing tackle in America, will be more complete 
... finer... faster selling than ever. Rods and 
reels will meet new standards in action and 
finish ... lines new highs in value and service, 
and lures will lure both fish and fishermen. 


What about new H-I fishing tackle this year? 
We hope to have some for you, but the supply 
will be very limited. Essential materials are 
scarce and, of course, H-I is up to its wader 
tops in war work. 


HORROCKS-IBBOTSON 
Utica, N. Y. 


Peacetime manufacturers of the largest 
line of Fishing Tackle in the World 




















L. E. KINN 


president of the American 
Floor Surfacing Machine Co., 
manufacturers of floor surfac- 
ing and polishing machinery, 
Toledo, Ohio. for tha past 
year, is also director of the 
Ohic Citizens’ Trust Co.. To- 
ledo, and president of the Com- 
mercial Bank & Savings Co., 


| and the Standard Wire Cloth 
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& Screen Co.. York. Pa.. among 
other business affiliations. 











MARLIN FIREARMS 
N. E. SALES PROGRAM 
DISCUSSED IN BOSTON 


The sales and advertising pro- 
gram of the Marlin Firearms Co., 
New York City, for 1945 in New 
England was discussed recently 
at a sales conference held in Bos- 
ton, Mass., at the Statler Hotel. 
Roger Kenna, vice-president in 
charge of sales, presided. In- 
terest centered mainly on Mar- 
lin razor blades and shave cream, 
but plans are being developed 
for Marlin sporting goods and 
rifles when government restric- 


| tions are lifted. 





BENNETT, UNIVERSAL 
CONSULTANT FOR 
NEW PROGRAM 
Richard M. Bennett, Professor 
of Design, department of archi- 
tecture, Yale School of Fine Arts, 





will act as consultant for Uni- 
versal’s retail ‘“Moderneering” 
program, a copyrighted feature 
of its “U” Plan, Landers, Frary 
& Clark, New Britain, Conn., re- 
cently announced. The program 
now in preparation is designed 
to assist the 17,000 “U” plan 
dealers to plan and modernize 
their stores for postwar selling. 


WAKEFIELD BAKER 
ELECTED TO BOARD, 
WEST. PACIFIC R.R. 


Wakefield Baker, president, 
Baker & Hamilton, San Francisco, 
19, Calif., wholesale hardware 
distributors, was recently elected 
a member of the board of direc- 
tors of the Western Pacific Rail- 
road Co. The Western Pacific 
moved its headquarters to San 





WAKEFIELD BAKER 


Francisco recently and _ coin- 
cident with its reorganization 
elected some members to the 
new board of directors, including 
Mr. Baker, and other western 
business men. 





EUREKA FORMS JOBBER 
GROUPS TO ADVISE 
ON MARKET POLICY 


The Eureka Vacuum Cleaner 
Co., 6060 Hamilton Ave., Detroit, 
2, Mich., has established a dis- 
tributor steering committee to 
aid in formulating more effective 
post-war marketing policies. The 
committee selected by the com- 
pany’s distributors consists of 
the following members: Ray- 
mond Rosen, Raymond Rosen 
Co., Philadelphia, Pa.; Joe 
Thiele, Winslow Thiele Co., San 
Antonio, Tex., and A. J. Reid, 
Cambria Equipment Co., Johns- 
town, Pa. The committee will 
counsel with the company on 
selling and merchandising pol- 
icies, suggest ideas and make 
recommendations for prom0- 





RICHARD M. BENNETT 


tional activities. 
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PIPPERT BENDIX 

CENTRAL REGION 

MDSE. MANAGER 
Glenn O. Pippert has recently 


been named central region mer- 
chandise manager for home radio, 





GLENN 0O. PIPPERT 


Bendix Radio division, Bendix 
Aviation Corp., Baltimore, Md. 
Formerly associated with the Mc- 
Alpin Co., Cincinnati, Ohio, 
Western Electric Co., and the 
Frigidaire Division of General 
Motors, Akron, Ohio, he will as- 
sist major retail accounts in mid- 
western states in setting up mer- 
chandising plans for the forth- 
coming line of Bendix AM and 
FM radios and radio-phonograph 
combinations. 


—_—-—— = 


ATLAS ASBESTOS CO. 
BUYS MFG. RIGHTS 
TOP NOTCH WICK 


The Atlas Asbestos Co., North 
Wales, Pa., manufacturers of 
“Flamemaster” woven asbestos 
wicking, “Victory” asbestos paper 
wicking, and “Glaswik” woven 
glass wicking, has recently ac- 
quired the manufacturing rights 
of the Top Notch Wick Co., 
manufacturers of cotton stove 
wicks. They are the cylindrical 
type, made of cotton, inserted in 
metal carriers and commonly 
used in many types of oil heaters, 
oil stoves, etc. 


BARKER CHADSEY CO. 
BOUGHT BY O’CONNELL 


The 171 year old mill supply 
distributing firm, Barker, Chad- 
sey & Co., Providence, R. L., has 
recently been purchased by J. T. 
O’Connell, who operates a hard- 
ware business in Newport, with 
branch offices in Providence, 
R. IL, Fall River, Mass., and 
Jamestown, R. I. The sale in- 
cluded all of the company’s 








merchandise and equipment. The 





company was founded in 1774 by | 
a building contractor who im- 
ported his stock from England. 
Partners at the time of the sale 
were: William F. Miller, John L. 
Merrill, and Fred T. Kelley. Mr. 
O’Connell said that he will con- 
solidate with this company, the | 
branch office of J. T. O’Connell 
Co., with office at 150 Dorrance 
St., Providence. The same per- 
sonnel will be retained. 





MACKAY TREASURER | 
EUREKA VACUUM 


K. J. Mackay who has been 
associated with the Eureka 
Vacuum Cleaner Co., 6060 Hamil- 
ton Ave., Detroit 2, Mich., for 
the last three years as chief 
accountant, has recently been 
named treasurer of the company. 
Mr. Mackay was previously asso- 
ciated with the Detrola Corp., as 
comptroller end chief accountant 
with the Graham-Paige Motor 
Corp. 


IRWIN REPRESENTS 
THE PAYSON MFG. CO. 


Ralph D. Irwin, 508 Love Cir- 
cle, Nashville, Tenn., recently 
became representative of The 
Payson Mfg. Co., Chicago, IIl., 
in Michigan, Ohio, western 
Pennsylvania, Virginia, West 
Virginia and North and South 
Carolina. He had previously 
represented The Yale & Towne 
Mfg. Co., Stamford, Conn., from 
1936 until he joined Payson. 
When he joined The Yale & 
Towne Mfg. Co. he was a mis- 
sionary salesman, traveling most 
of the central and eastern part 
of the country. Two years later 
he covered Georgia, Florida, Ala- 
bama end Mississippi, with head- 
quarters in Atlanta, Ga. From 
May, 1940, until his recent resig- 
nation from Yale & Towne, he 
was covering Tennessee, Ken- 
tucky, part of Alabama and part 
of Arkansas for that company. 








RALPH D. IRWIN 








PARTIALITY! 


xk Kk 


Every Atlas Rivet — large or 


small — receives 


careful attention in the proc- 
ess of production. Atlas main- 
tains a high over-all standard 
of quality and every Atlas 
Rivet, regardless of size or 
shape, must measure up to 
it. When we say no partiality 


—we mean it! 


x* * 


FAIRHAVEN, 
MASS. 





the same 








R. X. PETERSON HEADS 
CALIFORNIA ASSN. 
Roy X. Peterson, Exeter, was 
reelected president of the Cali- 
fornia Retail] Hardware Associa- 





LeROY SMITH 
Secretary 


tion at a meeting held in Sacra- 
mento, Cal., Feb. 13-14, 1945. 
Other officers elected were A. T. 
Jones, Grass Valley, first vice- 
president, who was reelected; 
George L. Messick, Colusa, 
second vice-president, and LeRoy 
Smith, San Francisco, secretary, 
who was also reelected. Direc- 
tors are as follows: T. L. Becker, 
Redding: L. D. Peer, San Jose; 
R. E. Dahlberg, Auburn; Henry 
L. Howse, Antioch; Clarence M. 
McKee, Hollister; Lloyd D. Lyon, 
Sacramento. The advisory com 
mittee consists of Frank C. Hol- 
man, Sonora; George W. Linder, 
Tulare, and F. H. Johnson, San 
Luis Obispo. 





YOUNGSTOWN KITCHEN 
DISTRIBUTORS NAMED _ | 


Youngstown Kitchens, Mullins | 
Mfg. Corp., Warren, Ohio, has 
recently announced an additional 
group of distributors to repre- 
sent the company. The following 
distributors are those who sold 
Youngstown kitchens before the 
war: Arnold Wholesale Corp., 
Cleveland, Ohio; Auto Equip- 
ment Co., Denver, Colo.; W. H. 
Bintz Co., Salt Lake City, Utah; 
Bohman-Warne, Inc., Hagers- 
town, Md.; Columbia Whole- 
salers, Inc., Washington, D. C.; 
Moore-Handley Hardware Co., 
Birmingham, Ala.; Peirce-Phelps, 
Inc., Philadelphia, Pa.; Roanoke | 
Wholesalers, Roanoke, Va.; Samp- | 
son Electric Co., Chicago, IIl.; | 
Townley Metal & Hardware Co., | 
Kansas City, Mo.; Jos. M.:Za- 
moiski Co., Baltimore, Md., and 
House-Hasson Hardware Co., 
Knoxville, Tenn. | 


The following companies are 
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those new as distributors to the 
Youngstown Kitchens: Gough 
Industries, Inc., Los Angeles, 
Cal.; McGregor’s Inc., Memphis, 
Tenn.; Allison-Erwin Co., Char- 
lotte, N. C.; Florida Radio & 
Appliance Corp., Miami, Fla.; 
Interstate Electric Co., New Or- 
leans, La.; McWhorter, Weaver 
& Co., Nashville, Tenn.; Marshall 
Wells Co. of Billings, Mont., 
Duluth, Minn., Spokane, Wash., 
and Portland, Ore.; Chas. S. 
Martin Distributing Co., Atlanta, 
Ga.; Standard Equipment Co., 
Phoenix, Ariz., and Wright & 
Wilhelmy Co., Omaha, Neb. 





CLEATON PRESIDENT 
OF VIRGINIA ASSN. 


C. W. Cleaton of South Hill 
was elected president of the 
Virginia Retail Hardware Asso- 
ciation, succeeding M. R. Ford, 
Orange, at the annual meeting in 
Richmond, Va., Feb. 22. R. W. 


| Harris of Newport News was 


elected vice-president. J. B. Car- 
penter of Culpeper was elected 
to the board of directors, and 
4. B. Hill of Portsmouth was re- 
elected a member of the board. 

The annual meeting of the 
association took the form of a 
directors’ meeting with the mem- 
bers voting by proxy in compli- 
ance with the Office of Defense 
Transportation ban on conven- 
tions. 


CARPET SWEEPER 
INDUSTRY COMMITTEE 


WPB has named the following 
members to the newly formed 
Carpet Sweeper Manufacturers 
Industry Advisory Committee: 
Mortimer R. Meyer, Modern Car- 
pet Sweeper Co., Inc., Brooklyn, 
N. Y.; George M. Parker, Porter 
Steel Specialties, Shelbyville, 
Ind.; H. M. Parsons, Landers, 





Frary & Clark, New Britain, 
Conn.; A. O. Peters, Revere 
Products Corp., Phoenix, N. Y.; 
B. H. Vandermass, Bissell Carpet 
Sweeper Co. Grand Rapids, 
Mich.; E. R. Wagner, E. R. 
Wagner Mfg. Co., Milwaukee, 
Wis. 

J. E. PECK ELECTED 
PRESIDENT NEW YORK 
STATE ASSOCIATION 
John E. Peck, Canandaigua, 

was elected president of the New 
York State Retail Hardware As- 


sociation, succeeding Frank G. 
Howard, Binghamton, at the an- 





JOHN E. PECK 
President 


nual meeting of the organization 
at the Hotel Syracuse, Syracuse, 
N. Y., Feb. 13, 1945. This meet- 
ing took the place of the can- 
celled convention. Other officers 
elected were Anthony Herrmann, 
Glendale, vice-president; C. R. 
Selkirk, Cobleskill, second vice- 
Frank E. Pelton, 


president; 





Herkimer, treasurer, and N. H. 
Kiley, Syracuse, executive secre- 
tary. The following new direc- 
tors were elected: C. F. Herron, 
Auburn; George G. Hoy, James. 





N. H. KILEY 
Executive Secretary 


town; P. T. Koch, Hornell; T. 
W. Leavenworth, Amsterdam, 
and L. J. Walter, Remsen. 


CRAFTINT MFG. CO. 
BUYS SOME PREMIER 
CHEMICAL PRODUCTS 


The Craftint Mfg. Co., Cleve- 
land, Ohio, has recently pur- 
chased all equipment and mate- 
rials from the Premier Chemical 
Corp., for the manufacture of 
certain paint specialties includ- 
ing, oil colors in tubes and small 
containers; show card colors; 
paint and varnish remover, mend- 
ing wood, brush cleaner, banana 
liquid; screen and iron enamels, 
etc. The Craftint Mfg. Co. spe- 
cializes in small package items 
for the hardware and chain store 
trades. 











WESTERN Retail Implement and Hardware Association convention at the Hotel President, 
Kansas City, Mo., Jan. 29-31, 1945, elected E G. Stucker, Ottawa, Kan., president suceed- 
ing Ralph Rust, Parsons, Kan.; E. F. Fitzgerald, Colby, Kan., vice-president and Frank H 
Spink, Kansas City, Mo., secretary-treasurer. Convention favored: Placing of all coopera- 
tives on the same basis of taxation as are others engaged in sales to ultimate consumers; 
members taking an aggressive, active part in the political parties of their own choosing. In 
above illustration, left to right: E. G. Stucker, Ottawa, Kan., president; Frank H. Spink. 


Kansas City, 


Mo., secretary-treasurer; Ralph 


Rust, Parsons, Kan., retiring president: 


Melvin Rice, Butler, Mo., director, and E. F. Fitzgerald, Colby, Kan., vice-president. 
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“BEST OF 
THEM ALL” 


... says E. H. Merritt, Indiana 


Dealer, praising operation of NEW 


MYERS "H" SERIES C/ecto 


EASY TO INSTALL 


ONE PRIMING 
DOES THE TRICK 


QUIET EVEN FLOW 


HANDLES GAS 
IN WATER 


THE F. E. MYERS & BRO. COMPANY 
Dept. C-9, Ashland, Ohio 







We are ome a turing 


..-Dut only a fraction 
of what is needed 
at home 


You can put your finger just about 
anywhere on the globe—land or 
sea—and chances are you will have 
marked a spot where chain, in one 
form or another, is doing a fight- 
ing job. 

Though the C-M plants are working 
round the clock, our armed forces 
and essential wartime industries 
have first call on C-M production. 


We realize this imposes some hard- 
ship on hardware trade dealers and 
our distributors, but the BIG JOB 
comes first and you would have it 
no other way. 


As materials and production of va- 
rious types and sizes of chain may 
be released, we will equitably dis- 
tribute such production to the best 
of our ability. 


COLUMBUS-McKINNON 
CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., Tonawanda, N. Y. 
SALES OFFICES: New York, Chicago, Cleveland, San Francisco, Los Angeles. 
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DINAN V.-P. SALES 
BRANHAM ADVT. MGR. 
AM. PRODUCTS CO. 








ED. F. DINAN 


| Ohio, Ed. F. Dinan was elected 
vice-president in charge of the 
company’s sales. Prior to this he 
was general sales and advertis- 
ing manager. Charles A. Bran- 
ham, formerly sales promotion 
manager, is now advertising and 
sales promotion manager. Mr. 
Dinan has been with the firm 


At the annual meeting of the 
board of directors of The Amer- 


icen Products Co., Cincinnati, 














CHARLES A. BRANHAM 


joined the company in 1936. 
"American Products Co., manu- 
facturers of « line of more than 
250 household products, since 
the war has been producing vast 
quantities of powdered foods. 


HECOLITE APPLIANCES, 








NOW COLOSO LTD., 
HAVE LARGER OFFICE 


Hecolite Appliances has re- 
cently changed its name _ to 
Coloso, Ltd., and moved its office 
to larger quarters at 595 Broad 














| since 1934; and Mr. Branham] Ave., Ridgefield, N. J. 











COOLERATOR CO. WINS PRODUCTION “E”’: The Cooler- 
ator Co., Duluth |, Minn., peacetime manufacturers of refrig- 
erators, was recently given the Army-Navy “E” for excellence 
in the production of war materiel. The company is now en- 
gaged 100 per cent in the manufacture of fragmentation 
bombs and shell containers. At the presentation, which was 
attended by every member of the company, John H. Ganzer, 
vice-president, presided as master of ceremonies. The award 
was presented by Col. August A. Busch, Jr., U. S. Army, and 
was accepted by William F. Arndt, president of the company, 
and Eugene DeFoe, president of the Coolerator Local 1086. 
“E” pins were presented by Commdr. J. A. Hartman, United 
States Navy, and received by seven employees representing 
their fellow workers. Ceremony was held in the Duluth 
Armory, with music by the Denfeld High School Band. The 
company’s service flag has nine gold stars and 277 blue stars. 
Left to right: Col. August A. Busch, Jr.; Eugene DeFoe, 
president of the Coolerator Local 1086; Commdr. J. A. Hart- 
man; and W. F. Arndt, president of the company. 
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BOOSTERS SEE FILM 
ON SHOOTING 


More than 40 members and 
guests saw two shooting films, 
courtesy Remington Arms Co., 
Bridgeport, Conn., at the Feb. 23 
meeting of the Hardware Boost- 
ers at the Midston House, 38th 
St. and Madison Ave., New York 
City. Booster J. J. Callahan, 
manager, sales research and de- 
velopment section, promotion di- 
vision, Remington Arms Co., 
Inc., and his assistant Frank A. 
McGregor, exhibited a film on 
“Hunting Quail” and one on 
skeet shooting, as part of the 
training of U. S. Army Air Corps 
men. 

I. J. Chesler, New York Hard- 


ware Co.; Aaron A. Feder, Rawl- 


& Specialty Co.; Arthur P. Hen- 
ricks, Jr., A. P. Henricks Co., 
and Fred J. Wall, Simoniz Co., 


were elected members. 





V-MAIL GIFT BLANKS 
FOR OVERSEAS DADS 


The National Father’s Day 
Committee is providing the trade 
with V-Mail Gift Certificate 
mats for fathers overseas. The 
certificates are home made on 
V-Mail stationery. Wife or 
children of the serviceman write 
a request for gifts in his name, 
leaving blank spaces’ for him 
to fill in with a list of things 
he wants. Gift blank is air- 
mailed to him with an _ ex- 
planatory note telling him to fill 
in his requests and return it 
home. 





plug Co., Inc., and Atlas Screw 








HARDWARE BRIEFS 


ARKANSAS 


Sam Garner has been named 
manager of the Hunter Hardware 
Co., Marianna, Ark., succeeding 
Garrett Warblow, who has gone 
into hardware business for him- 
self. Mr. Garner with Bill White 
operated the White-Garner Chev- 
rolet Co. for many years, and for 
the past 10 years has been as- 
sociated with Murray Chevrolet 
Co. 


ILLINOIS 


Ray J. Poler and Joseph B. 
Hayden have leased the Zahren 
Building, 126 S. Lafayette St., 
Macomb, Ill., and will open a 
hardware business at that loca- 
tion soon. The new business will 
be called the Macomb Hardware 
Co. 


INDIANA 


Henry J. Kessener has recently 
acquired the Fred Reule hard- 
ware store building, 2nd and 
Columbia Sts., Lafayette, Ind. 
Mr. Kessener plans to open a 
modern hardware and paint store 
in the building, which will go 
under the firm name of Henry J. 
Kessener Lumber Co. Annex. 


NEW YORK 


Jesse Auslander recently pur- 
chased the hardware and house- 
furnishing retail business from 
the estate of Michael Patiky, 
Kings Park, L. I, N. Y. The 
store had been operated by the 
three daughters of Mr. Patiky 
after his death in 1942. 





TENNESSEE 
Roy Vincent and David Knox 


will assist him in the manage- 
ment of the new store. 


partners, the M. W. Hardware | 


Co., from W. T. Wirt, Union 
City, Tenn., who founded the 


business seven years ago. Mr. | 


Vincent entered the hardware 
business at the Nailling-Keiser 


store, was with that company un- | 


til he joined the Wirt organiza- 


tion, and has served as manager | 


of the latter hardware store since 


its opening. Mr. Knox has been | 


in the hardware business for 20 
years and has been head sales 
representative of M. W. Hard- 
ware Co., for five years. 





Ollie W. Smith has recently | 


opened the Standard Farm 
Stores, Columbia, Tenn., with a 


complete line of hardware, elec- | 


kitchen utensils, 


cutlery and kitchen 


trical goods, 
tools and 
enamelware. 


TEXAS 


Bob Seeds has recently opened 


a retail hardware and _ athletic 
goods store in Amarillo, Tex. | 


For 10 years prior to the war, he 


was a member of the Amarillo | 


Texas Big League Baseball, and 
his wife, manager-secretary of 
the league for a number of years, 


VERMONT 


R. H. Brown & Co., Brattle- 
boro, Vt., recently became a part- 
nership, when R. H. Brown made 
his two clerks, Mrs. S. J. Clark 
and Herbert Ingram, partners 
with him in the firm. Mrs, Clark 
has been with the hardware busi- 
ness since 1923, and Mr. Ingram 





have recently purchased as equal 
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has had severel years’ experience. 


























































yOUR JOBBERIS 

DOING HIS BEST 
TO KEEP you 

SUPPLIED WITH 


TURNER 
TESTED 
TORCHES 


. says “TORCHY TURNER”, who 


also reminds you that for quality, safety, 
and service there isn't a better blow 
torch on the market than TURNER! 


‘ 





















Your jobber’s problem isn’t an 
easy one, as you can well under-— 
But he’s doing his best -—- and 
to give you every Turner 


a 


stand. 
so are we —— 


Tested Torch and Fire Pot possible! If 
you are out of stock, why don’t you check 
with him again at your first opportunity. 








Treasury Plans Sarplus Sale of 
Hardware Supplies in Philadelphia 


The United States Treasury 
Department Office of Surplus 
Property proposes to hold a sale 
of U. S. Government surplus 
property at a warehouse at Wolf 
and Swanson Sts., Philadelphia, 
Pa., during the week of March 
26. Materials to be sold include 
finishing and shelf hardware, 
restaurant equipment,  archi- 
tects’ equipment, engineering 
equipment, electrical equipment, 
contractors’ supplies, galvanized 
ware and enameled kitchen uten- 
sils. Invitations for offerings on 
this property and lists of the 
materials to be sold may be had 
by contacting by mail only, E. 
H. Mallon, Sales Officer, Trea- 
sury Department Procurement 
Division, Office of Surplus Prop- 
erty, 350 Fifth Ave., New York 
1, N. Y., or by contacting by 





mail only U. S. Treasury De- 
partment Procurement Division, 
Office of Surplus Property, Room 
560, Suburban Station Building, 
Philadelphia, Pa. 

The Office of Surplus Prop- 
erty had eight sales of surplus 
goods on Feb. 28, conducted 
along the same lines at a Trea- 
sury Department warehouse in 
New York City. Of interest to 
wholesale and retail hardware 
concerns were lots of carpenters’ 
tools, kerosene stoves and wicks 
and construction pumps and 
parts. Inspection prior to the 
New York sales of Feb. 28, 
which also included materials of 
interest to other trades, was al- 
lowed two full days prior to the 
sale, and on the day of the sales 
prior to the opening of sealed 
bids for each sale. 








PHILADELPHIA HOUSE- 
WARES CLUB INSTALLS 
1945 OFFICERS 


The regular monthly meeting 
of the Philadelphia Housewares 
Club, held recently in Philadel- 
phia, Pa., was the occasion of the 
installation of officers for 1945. 
The officers are: James Bond, 


president; Geo. Summerill, first 
vice-president; William Porter, 
treasurer; and Samuel Ospow, 


secretary, 4th term. Directors 
are: Russell Bragg, Seymour 
Karfunkle, Lillian Aarons, Jack 
Lansey, Herman Kesler and Ben 
Lerner. 

Dr. Russell Douwbman, Pro- 
fessor of Merchandising, Whar- 
ton School, spoke on post war 
planning, stating that he failed 
to see any startling or spectacu- 
lar action from any one firm in 
the future. Continuing, he said 
all firms are planning to make 
almost the same items, which 
practice will result in flooding 
the market and in keen compe- 
tition. The next meeting will be 
a combined inaugural dinner and 
ladies nite. 


NAME FOUR BENDIX 
DISTRIBUTORS 


The Bendix Aviation Corp., 
Baltimore, Md., has announced 
the appointment of four distribu- 
tors to handle the company’s 
forthcoming line of AM and FM 
radios and _ radio-phonographs. 
Appointed for the San Francisco, 
Cal., area, including Utah, was 
the Graybar Electric Co., which 
will conduct merchandising from 
its district headquarters in San 
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Francisco. General Utilitiés Dis- 
tributors, Inc., Milwaukee, Wis., 
has been named distributor for 
the state of Wisconsin and the 
upper peninsula of Michigan. For 
Rhode Island and three adjoin- 
ing Massachusetts counties, the 
Republic Distributing Co., Provi- 
dence, R. L., will represent Ben- 
dix. The D. K. Baxter Co., Sioux 
City, Iowa, has been named for 
northwest Iowa, northern Nebras- 
ka, and all of South Dakota, ex- 
cept 15 northeastern counties. 





COSTA OF EMERSON 
RADIO DECORATED 


John Costa, formerly asso- 
ciated with the engineering staff 
of Emerson Radio & Phono- 
graph Corp., 111 Eighth Ave., 
New York City 11, has dis- 
tinguished himself through his 
work with the Air Force, earned 
the rank of first lieutenant and 
also been decorated. With over 
45 combat missions to his credit 
as a bombardier, Lt. Costa has 
been given the Air Medal and 
four Oak Leaf Clusters. He went 
overseas last April and has ac- 
tively participated in raids on 


Japan. His brother, Staff Sgt. 
Joseph Costa, also associated 
with the company, is at Elgin 


Field as technician. 





F. L. JACOBS CO. 
PLANS MERCHANDISING 
DISTRIBUTOR PROGRAM 
The F. L. Jacobs Co., Detroit, 

Mich., which is entering the 
major appliance field, is now 
preparing a merchandising and 





distributor franchising program 
calling for post-war business. The 
standard bearer of the new line 
will be a completely automatic 
home laundry unit. 





CONTRACT HARDWARE, 
ARCH. CONSULTANTS 
GROUPS MOVE OFFICES 


The executive offices of the 
National Contract Hardware As- 
sociation and of the American 
Society of Architectural Hard- 
ware Consultants, have been 
moved to,420 Madison Avenue, 
New York 17, N. Y. John R. 
Schoemer, executive secretary- 
treasurer of both organizations 
and editor, Hardware Consultant 
and Contractor has anounced. 
The phone number is PLaza 
3-2070. 

The National Contract Hard- 
ware Association, whose presi- 
dent is W. E. Peterson, Shapleigh 
Hardware Company, St. Louis, 
Mo., is an association composed 
of leading distributors of build- 
ers’ hardware throughout the 
United States and Canada, The 
American Society of Architec- 
tural Hardware Consultants, 
which is headed by Carl D. 
Himes of Carl D. Himes, Inc., 
Dayton, Ohio, is an organization 
of technical men who are archi- 
tectural hardware experts for the 
industry. 


B. H. COX PRESIDENT 
OF THE ST. LOUIS 
HOUSEWARES CLUB 


Bert H. Cox, Union Electric 
Co., of Missouri, was recently 
elected president of the St. Louis 
Housewares Club at its 10th 
annual meeting held at Garavell’s 
Cafe. Other officers elected 
were: first vice-president, Harry 
Becker, manufacturers’ agent; 
second vice-president, Otto Nie- 
menn, Aluminum Goods Mfg. 
Co.; secretary, Fred Held, Glass- 
co Electric Co., and treasurer, 
Charles Lynn, manufacturers’ 
agent. Directors named follow: 
R. J. Vandagriff, Laclede Gas 
Co., Roland Kahn, manufactur- 
ers’ agent, F. W. Patterson, 
Prime Corp., and Grove Fugate, 
Wagner Mfg. Co. The officers 
will be installed at the Hotel 
Desoto in March, and the cere- 
monies will be followed by enter- 
tainment and dancing, in honor 
of the 10th anniversary of the 
club. Louis Prestin, Sunbeam 
Appliznce Co., was chairman of 
the nominating committee. 


SMITH DISTRIBUTORS 
HAS LARGER OFFICES 


S. W. Smith Distributors, 
manufacturers _ representatives, 
has recently moved to new and 
larger offices at 96 Warren St., 
New York City. 











MacSPEDON HEADS 
NEW NORTHWEST 
HARDWARE CLUB 


A. T. MacSpedon, Stanley 
Works, was recently elected 
piesident of the Northwest Hard- 
ware Club at its organization 
meeting in Minneapolis, Minn. 
The purpose of the club is to 
stimulate good will and social 
contacts among members. The 
fdllowing other officers were 
elected: Frank Feyder, Hall 
Hardware Co., Minneapolis, 
Minn., vice-president, and P. N. 
Russell, American Fork & Hoe 


Co., secretary-treasurer. Direc- 


tors are H. B. A. Witta, Geo. 





A. Clark & Son., Minneapolis, 
Minn.; W. H. March, The Yale 
& Towne Mfg. Co.; W. A. Moul- 
ton, Farwell, Ozmun, Kirk & 
Co., Inc., St. Paul, Minn.; A. C. 
Granum, E. C. Atkins & Co.; E. 
A. Knudtson, and Rod LaBelle, 
Minnecpolis, Minn., manufac- 
turers’ representative. A  con- 
stitution and by-laws were 
adopted and an entertainment 
committee appointed for the 
monthly meetings. The commit- 
tee cunsists of E. E. Dyer, Stan- 
ley Tools, New Britain, Conn., 
chairman; S. A. Ulvick, Far- 
well, Ozmun, Kirk & Co., Inc., 
end R. A. Vanstrum, Lawrence 
Bros. 





Officers of New North West Hdwe. Club: Left to gota Frank Feyder, 
vice-president; A. H. MacSpedon, president, and P.. Russell, secre- 
tary-treasurer. 
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MODEL 
NO. 102 


Actual Size 


Here’s good news! Sherrill’s Aviation-type, Mag- 
nectic Auto Compass...the compass that helps 
save tires, gas and time...is again available...in 
limited quantities...to sell at a popular price! 


This new streamlined precision instrument is 
modeled after the famous combat-tested Sherrill 
Armored Tank Compass now winning the praise 
of the Armed Forces on world battlefronts. The 
new Sherrill Auto Compass is EASILY COMPEN- 
SATED, REQUIRING NO TOOLS OR EXPERT 
HELP. Ruggedly constructed of modern molded 
plastic, and unconditionally guaranteed for mate- 
rial and workmanship, it is durable, accurate and 
easily installed. Universal mounts permit perma- 


All Sherrill Plants Fly the ‘'E’’ Flag 
for Excellence in Production. 


ek. 


SHERRILL RESEARCH CORP. 


PERU INDIANA 












* EASY TO COMPENSATE 
* BATTLE-TESTED DESIGN 
* NO TOOLS REQUIRED 
* A FAST $2 SELLER 


Niitéonally Udoctlised for Faster Gales,/ 


nent installation to windshield dividing strip or dash. 


Dealers sold hundreds of thousands before the 
war. Millions of cars still on the road, plus the 
huge postwar market looming ahead, should again 
make Sherrill Auto Compasses a ‘‘natural’’. And 
Sherrill’s National Advertising program will stim- 
ulate faster sales and profits. Thousands already 
ordered indicate this item will become a record 
$2 seller! Sign and mail your coupon today for 
an initial order. No open accounts, please, as our 
factory-to-dealer sales plan saves you money and 
pays you better profits. Act now...the supply is 
limited .. 
ceived. Sign and mail coupon TODAY! 






.orders will be shipped in the order re-_ 


/SHERRILL 


AWATION TYPE Magntlic DIRECTOR" 


AUTO COMPASS 


2 ee ee ee ee ee es ee ee es ee ee ee ee ee es ee oe 


i SHERRILL RESEARCH CORP. 
21 Court Street Peru, Indiana 


Shipments prepaid when payment accompanies order.) 


Buyer a — ee a ee 





Company—_—_—— ere ee se 


Street 


Please enter order for [] dozen, Model No. 102, Sherrill 
Aviation-Type Magnetic Auto Compasses at $15.95 per 
dozen. It is agreed that the regular retail price is $2.00 with 
an absolute minimum of $1.95. (] Money Order. (] Check 
enclosed, or [] send C. O. D. plus shipping costs. (Note: 








City State 
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YOU CAN LEAD A 
HORSE TO WATER... 


iti ae a 




















... but from then on he’s on his own. However, when 
it comes to good work shoes for rough jobs it’s both 
the owner’s and the dealer’s responsibility. 

There’s a busy season ahead...Now’s the time to 
check your stock of Phoenix and Juniata Shoes...and 
if you’re short, order needed sizes from your jobber., 


Smart Dealers recommend 


PHOENIX & JUNIATA 


HORSE AND MULE SHOES 


Gree ... this book that tells how 


to care for the feet of horses and 
mules. Write today for your copy 
and the facts about our plan of 


distribution to your customers. 





PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 
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OBITUARIES 








JAMES ADAMAS 


| James Adamas, 54, associated 
| with the Richards & Conover 
Hardware Co., wholesalers, Okla- 


attack. He became connected 
with the hardware company 30 
years ago, and then moved to 
Texas as the company’s represen- 
tative. He returned to Oklahoma 
City two years ago. A World 
War I veteran, he is survived by 
three daughters, one of whom is 
a Yeoman in the Waves, and two 
sons, both in the army, his 
mother, three brothers and three 
sisters. 


GEORGE ROGERS 

George Rogers, 44, sales execu- 
tive for Strevell-Paterson Hard- 
ware Co., Salt Lake City, Utah, 
wholesalers, for the past 12 years, 
died at his home recently, having 
been in ill health for several 
years. 

Survivors include, his widow, 
his father, G. A. Rogers, presi- 
dent of the company, and two 
sisters. 


J. C. JOURDAN, SR. 


J. C. Jourdan Sr., 73, presi- 
dent, Jourdan Hardware Co., and 
the Iuka Guaranty Bank of Iuka, 
Miss., passed away recently at 
Methodist Hospital, Memphis, 
Tenn., after an illness of several 
days. Survivors include three 
sons and three daughters. 





W. B. HOFFMAN 


| W. B. Hoffman, traffic man- 
| ager of the Alan Wood Steel 
|Co., and the Rainey-Wood Coke 
Co., Conshohocken, Pa., passed 
away recently. Mr. Hoffman had 
been with the companies for 33 
years. 


J. W. McCOLLUM 


James W. McCollum, 62, presi- 
| dent of the Danbury Hardware 
|Co., Danbury, Conn., passed 
| away recently after suffering a 
| heart attack. He entered the em- 
ploy of the company at 14, and 
advanced through positions of 
responsibility until the business 
was discontinued by Andrew R. 
Jones, then president. Mr. Mc- 
Collum and Howard W. Mig- 
nerey re-organized the company 
and reopened ,for business in 
new quarters, continuing under 
the old firm name. He was a 
member of the Church of Christ, 
the Union lodge, F. and A.M., 





homa City, Okla., branch passed | 
away recently following a heart | 


| and a past president of the Con- 
necticut State Hardware Asso- 
ciation. He is survived by his 
widow, two sisters, and « niece 
and nephew. 


ALEXANDER CLARK 
Alexander J. Clark, 66, hard- 


ware executive in Canada for 
nearly 50 years, passed away re- 
cently at his home on Bayview 
Ave., Leaside, near Toronto. Mr. 
Clark had been associated with 
the McClary Mfg. Co., London, 
Ontario, and the General Steel 
Wares, Ltd., as general manager 
of Toronto. He was a member 
of St. John’s Lodge, A.F. and 
A.M. London, Ontario. Geraldine 
Clark, his widow, a son and a 
brother survive him. 





HENRY DIEHL 


Henry Diehl, who was floor 
salesman and head of the export 
department of the New Haven 
Clock Co. and stationed in the 
New York office, died at his 
home on Staten Island Saturday, 
February 10, 1945. Mr. Diehl 
had completed almost 30 years 
of service with the company. 





BARNETT COHEN 


Barnett Cohen, 78, pioneer 
hardware dealer, 911 South St. 
Philadelphia, Pa., passed away 
recently in his home, after suf- 
fering a long illness. He is sur- 
vived by his widow, six sons, and 
two daughters. 








WARM AIR HEATING 








AIR CONDITIONING 
RECOMMENDATION 


A simplified practice recom- 
mendation for Pipes, Ducts, and 
Fittings for Warm Air Heating & 
Air Conditioning has recently 
been approved for promulgation, 
according to an announcement 
of the Division of Simplified 
Practice of the National Bu- 
reau of Standards. It will be 
effective from March ,1, 1945, 
and will be identified as R207-45. 
This recommendation sets up 4 
stock list of pipes, ducts, and fit- 
tings representing the best 
thought of the industry, its dis 
tributors, and customers, as to 
what constitutes desirable prac- 
tice for the present and the post- 
war days to come. Mimeo- 
graphed copies are available 
from the Division of Simplified 
Practice, National Bureau of 





Standards, Washington 25, D. C. 
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Furnace Pipe and Fittings 
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Pilcor Mabie! Company 
MitcoR 
Milwaukee 4, Wisconsin 


AN OPEN LETTER 
TO OUR FRIENDS 


When the most cruel and devastating war in all 
history struck almost without warning in December 
of 1941, our Government called on all industry for 
support. 


We at Milcor recognized our duty to our country 
— we accepted our obligation to help in preserving 
the American way of life in which our dealer-friends 
were such vital factors. 


Along with the thousands of other manufacturers 
alert to the necessity for immediate action, we were 
proud to help build vitally needed implements of war. 


We did not do this without making what, to us, 
was a considerable business sacrifice. But we felt 
our responsibilities keenly — and we knew that every 
one of our loyal American dealers would back us up 
100% in our effort to help save our country and the 
men who are risking their lives in the fight for it. 
After the war we can look those fighting men in the 
eye and tell them we did our part. 


Although war materials have comprised by far the 
greater part of our production during these war 
years, Milcor peacetime machinery is still intact, 
so there need be no delay for "reconversion" when 
Victory is won and sufficient raw materials are 
released. 


Already, we have resumed manufacturing — in 
extremely limited quantities — the widely-accepted 
Milcor sheet metal products which have earned for 
you and for us an enviable reputation. We look for- 
ward to the day when this production can be greatly 
increased. 


In the future, as in the past, you can count on 
Milcor as a dependable source of supply. You can 
count on better service from more distribution cen- 
ters and an improved line of standard sheet metal 
products, plus interesting new developments that 
promise to win and hold new customers for you. 


Yours for greater success, 


LMarrver 


President 
Milcor Steel Company 








MixcoR, will again give you 


the finest sheet metal products 






MiicoR. 


Lock-Joint Stove Pipe 
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MiLCcoR. 


Airtite Heaters 
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FORMAL BIDS ONLY ON SURPLUS GOODS 
SOLD ON COMPETITIVE BID BASIS 


MUST BE ON OFFICIAL BID FORMS 


Government may hereafter cancel any sale made to 
bidder acting on behalf of an undisclosed principal. 
Bidders entitled to be represented at opening of 
bids, all to be opened at same day and hour. 


The Office of Surplus Property 
of the Treasury’s Procurement 
Division on March 3 announced 
its adoption of new procedures to 
be effective in the near future, to 
bring about uniformity in its 
Regional Offices throughout the 
country in the forms and methods 
used for competitive bidding. At 
the same time announcement was 


made of a new provision in 
Treasury’s sales contracts per- 
mitting the Government to can- 
cel any sale made to any bidder 
who acted on behalf of an undis- 
closed principal. 

Under the new bidding pro- 
cedure, which supplants “in- 
formal” bidding by letter, tele- 





phone, telegraph, or personal 


interview, prospective bidders 
who indicate an interest in sur- 
plus. property which has been 
advertised for sale, will be fur- 
nished bid forms containing de- 
tailed descriptions of the prop- 
erty and advised of the day and 
hour when bids for such property 
are to be opened. Bidders will 
be entitled to be represented at 





the opening of their bids. Former 
practices of opening bids as re- 
ceived and of offering property 
without a definite closing time 
for the submission of bids are to 
be discontinued. The methods 
employed will closely approxi- 
mate those used in competitive 
bidding for regular Government 
purchases but will be adapted to 
the special problems of surplus 
property disposal in such a way 
as to make for the greatest sim- 
plicity for prospective buyers. 

The new condition relating to 
undisclosed principals has been 
adopted, it was said at the Trea- 
sury’s Office of Surplus Property, 
as a means of discouraging spec- 
ulative transactions by persons 
falsely representing themselves to 
be agents for unnamed business 
houses. 











Interim Price Increases on 
Four Basic Steel Products 
May Now Be Passed On 


(Washington Bureau 
of HARDWARE AGE) 

Iron and steel warehousemen 
and jobbers have been au- 
thorized by OPA to pass on to 
their customers, effective March 
1, interim price increasés on four 
basic steel products which be- 
came effective Jan. 11. Pre- 
viously wholesalers and jobbers 
had to absorb the increases. OPA 
also provided that exporters may 
add the increases to their prices, 
and by Amendment to Price 
Schedules No. 49 and 6 the in- 
terim increases may be quoted 
on a mill base instead of de- 
livered prices. 

The four products on which 
ceilings were increased on Jan. 
11 were hot rolled carbon plate 
increased 10c. per 100 lb.; hot 
rolled carbon steel sheet in- 
creased 10c. per 100 lb.; gal- 
vanized sheets, roofing and sid- 
ing, increased 15c. per 100 lb.; 
and rails, all types, increased $3 
per gross ton. The increase of 
25c. per 100 lb. on nails and 





steples other than galvanized 
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was permitted to be passed on 
by warehouses and jobbers in 
the Jan. 11 order. 

OPA pointed out that ware- 


houses had not been allowed to 
pass on to their customers the 
interim price increases, except 
those applying to nails and 
staples because they had not 
furnished informetion needed to 
determine whethér the increase 
could be absorbed at the ware- 
house level. The information 
now has been supplied, OPA 
said, and will be used to deter- 
mine the extent to which ware- 
houses and jobbers may absorb 





increases in the mill price. Pend- 
ing examination of the financial 
deta, the warehouses were au- 
thorized to pass on the interim 
price increases. 

OPA emphasized that at the 
time of any further increases or 
adjustments in the present in- 
terim mill base prices, warehouse 
and jobber markups will be ex- 
tended and adjusted to reflect 
the industry’s ability to absorb 





mil] price increases. 








Emergency Steel Committee 
To Study Supply Situation 
For Coming Quarters 


To meet the critical steel situa- 
tion which exists, WPB has «p- 
pointed an emergency committee 
on steel problems, comprising 
Hiland G. Batcheller, of WPB, 
as chairman; Norman W. Foy, as 
vice chairman; Gen. H. C. Min- 
ton, Army; Admiral A. M. Charl- 
ton, Navy; Gen. William C. Rose, 
WMC; and H. M. Chapmen, 
representing the Fuels Adminis- 
tration. This committee is ex- 





pected to review the entire steel 





supply and demand situation for 
the second and succeeding quar- 
ters, to make recommendations 
to assure that all essential re- 
quirements for steel will be met. 

Emphasizing the seriousness of 
the current supply situation, 
WPB says that during January, 
steel production was 350,000 tons 
less than expectations due to 
weather conditions, the fuel 
shortage, and other problems. 


procurement schedules resulted 
in the issuance of special direc- 
tives to many steel mills causing 
some sharp dislocations of pro- 
duction schedules. Improved 
weather lately has bettered the 
output picture somewhat, but the 
carry-over of requirements from 
the first to the second quarter 
will be about three million tons, 
causing allotments to be sharply 
reduced for the secord period. 


Productive capacity of the in- 
dustry now is rated at 95,505,280 
tons a year of steel ingots and 
steel for castings. That figure 
marks the practical conclusion 
of the steel industry’s wartime 
expansion program and is near- 
ly 14,000,000 tons grester than 
the annual capacity at the middle 
of 1940, when the National De- 





Also sharp revisions in military 





fense Program was started. 
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Jobber Markup Limit 


33 1/3% 


Plas Transit Cost on Screen 
Cloth, Builders’ Hardware 
Items New to Their Stock 


A jobber’s mark-up on new 
types of builders’ hardware or 
insect screen cloth first offered 
for sale by him after March 3, 
1945, is limited to 331/3 per 
cent applied to the manufac- 
turer’s maximum price of the 
product—plus actual transpor- 
tation charges paid by the job- 
ber for delivery—OPA announc- 
ed Feb. 27. : 

Before this amendment, effec- 
tive March 3, 1945, the 33 1/3 
per cent mark-up, plus transpor- 
tation, could be added to a job- 
ber’s cost for the produot—even 
though he had bought from an- 
other jobber who had also taken 
a 33 1/3 per cent mark-up. 


Limiting the mark-up to the 
manufacturer’s maximum price, 
plus actual delivery charges, 
will eliminate pyramiding of 
mark-ups by jobbers, which re- 
sulted in higher prices to users, 
OPA said. 

So that jobbers can properly 
compute legal ceiling prices, this 
amendment requires manufac- 
turers of new models of build- 
ers’ hardware products or insect 
screen cloth to notify all pur- 
chasers in writing of the pro- 
ducers’ maximum prices for the 
new products. Amendment 4 to 
Revised Price Schedule 40— 
Builders’ Hardware and Insect 
Screen Cloth, effective March 3. 
1945, made these provisions. 











Farther Restrict New Extensions 


The Office of Wer Utilities of 
the War Production Board has 
issued an amendment to Utili- 
ties Order U-1-f imposing further 
restrictions on the construction 
of new electrical service exten- 
sions that can be made without 
specific approval from Washing- 
ton. 

Most important of the new 
restrictions is one imposing a 
length limit of 5,000 ft. on ex- 
tensions to several classes of 
industricl] and commercial eon- 
sumers specified in the order. 


For Electrical Service 


An exception to this 5,000-ft. 
limit is in the case of extensions 
to operate electric motors for oil 
well drilling or pumping. In 
such cases, up to $10,000 worth 
of materials may be used without 
regard to length of line. 

Extensions for services to 
dwellings used for seasonal pur- 
poses, such as summer camps 
and cottages, are limited to 250 
ft. A further restriction in such 
cases prohibits the use of addi- 
tional transformers. 








SURPLUS STANDARDS 
MANUAL SECTIONS 
3, 4, 5 ISSUED 


The Surplus Property Board, 
on March 1, announced that a 
pamphlet containing Sections III, 
IV, and V of the Handbook of 
Standards for Describing Surplus 
Property is now available at the 
Superintendent of Documents at 
a price of 15 cents a copy. These 
sections cover the following 
classes of property: Section III, 
textile, leather, and fiber, crude, 
basic and finished products; Sec- 
tion IV, chemicals, drugs, medi- 
cines, oils, fats, waxes, cosmetics, 
and househould chemical prepa- 


rations. Section V, glass, clay, 
stone, and other non-metallic 
minerals, crude, basic, and 


finished products. 
It was emphasized that this 


plus property that is available for 
sale. It establishes minimum 
standards to be used by con- 
tractors and Government owning 
agencies in describing inven- 
tories. These standards are de- 
signed to furnish sufficient infor- 
mation in commercial terms to 
allow a surplus property dis- 
posal agency to arrange for re- 
sale without calling upon the 
owning agencies for additional 
items of description. 
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RESUME ALLOCATION 
OF SLAB ZINC 


The WPB announced Feb. 27 


Order M-1], effective April 1, 
1945, slab zinc will again be 
placed under allocation controls 
similar to those in operation from 





publication is not a list of sur- 
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that through an amendment to 


June 1, 1942, to Sept. 15, 1944. 
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‘is definitely won 


we will continue to dputis all of our efforts, our 
abilities and facilities to the job of producing, 












precision-built equipment for our armed forces. 


Precision- Built 


¢ . 





OUTBOARD 
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Only Yee 
‘GENUINE CHAMPIONS : 
will display this 
Blue Ribbon seal of quality 


CHAMPION 
OUTBOARD MOTORS CO. 


DEPT. P-3 + 2633. 27TH AVENUE SOUTH 
MINNEAPOLIS 6, MINNESOTA 
































dealers helped 


resumed. 


Until the last shot is fired 
—buy bonds — give 
blood—salvage fats and 
poper—work for Victory. 
Then do your portto ... 





The FREE American Wey 


MULLINS MA 


eFndependent distributors and independent 


the Youngstown Kitchen Merchan- 


dising business before the war. They and others, 
yet to be franchised, will have the opportunity to 
carry it on, bigger than ever, when production is 


Youngstown Kitchen distributors are constantly 
on the look out for wide-awake, ambitious dealers, 
small and large who are interested in getting going 
on a sound basis. They are not looking for 
“quickies” —are not hunting opportunities to dump 
carloads at bargain prices. They are looking for 
retailers who want to be selling the first year, the 
next year and for years to come. 


There is no place for 
“quickies” in the Youngstown 
Kitchen picture; but there is 
plenty of room for dealers who 
want to build a long-pull, high- 
profit kitchen merchandising 
business. 


Write for full information and the 
name of your nearest distributor. 


NUFACTURING CORPORATION 
WARREN, OHIO 


Design Engineering Service - Large Pressed Metal Parts 
Porcelain Enameled Products 















Kitchens. 


by Mullins. 
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Reserve 75% of Some Types, 
Sizes of Pumps Exclusively 


For Flood Area Sales 


To meet anticipated demand 
for dewatering pumps in the 
northeastern and central states 
where flood. conditions are ex- 
pected, because of heavy snow- 
fall, WPB has set up « tem- 
porary control over distribution 
of certain types and sizes of 
pumps, for the period Feb. 15 
through March 31. 

WPB’s direction, under Order 
L-192, issued Feb. 20, requires 
manufacturers to reserve at least 
75 per cent of their non-military 
production and inventory of self- 
priming centrifugal pumps, sizes 
1% inch to six inches, for dis- 
New Hampshire, 
Vermont, Massachusetts, Con- 
necticut, New York, Pennsyl- 
vaniz, West Virginia, Ohio, In- 
diana, Illinois, Kentucky, and 
Missouri. 

Further, manufacturers are re- 
quired to hold 15 per cent of 
their authorized non-military pro- 
duction and inventory as a spe- 
cial reserve, not to be sold either 


within or outside the above area, 
except by specific WPB author. 
ization; the balance, 10 per cent, 
may be sold without limitation. 

In selling the 75 per cent in 
the flood-area states, each pro- 
ducer is expected to make the 
most equitable distribution pos 
sible to his dealers, and dealers 
are likewise expected to make 
the most equitable distribution, 
either by sale or lease, for flood 
relief purposes. They are re- 
quired to reserve st least 25 per 
cent of their stock, and may not 
sell or lease pumps from this 
reserve until authorized by WPB, 
when and if flood conditions be- 
come acute. 

Dealers in the states covered 
by the direction may sell or lease 
pumps regardless of preference 
ratings other than AAA, except 
those needed to fill orders placed 
by war agencies. Unrated pur- 
chase orders may be treated as if 
they carried preference ratings of 





AA-3. 








WPB Makes 2312% Cut in 
Carbon Steel for Use in 


Consumer 


WPB has announced that 
stepped-up demands for war 
production have necessitated a 
23% per cent cut in the total 
amount of carben steel available 
for sllotment by the Consumers 
Durable Goods Division to manu- 
facturers of approximately 60 
classes of durable goods for use 
in the second quarter as com- 
pared with the first quarter of 
1945. The total amount of cop- 
per available for second-quarter 
allotments by the division is re- 
duced by about 10 per cent. 

These cuts will be absorbed 
to varying degrees by the affected 
industries. Allotments to manu- 
facturers of dry cell batteries, 
photographic equipment, hos- 





pital beds, marine fans, pocket 





Durable Goods 


knives and other items needed 
in quantity by the armed forces 
will be cut slightly, if at all. 
Allotments to manufacturers of 
items used solely or mainly by 
civilians, such as electric irons, 
electric ranges, bicycles, bedding 
and ice refrigerators, will be cut 
by correspondingly higher per- 
centages. The cmount of mater- 
ial available for manufacturers 
of irons, ranges and other items 
is less than the amount estimat- 
ed by the Consumers Durable 
Goods Division as being needed 
to meet previoysly approved 
second-quarter production pro- 
grams. Makers of some types of 
durable goods therefore may not 
be able to produce to the extent 
of authorized programs. 


HARDWARE AGE 
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BEN J. FISHER, presi- 
dent of the Sherwatt Equip- 
ment & Mfg. Co., Inc., New 
York City, manufacturers and 
sales representatives, is 68 
years of age and has been 
identified with the hardware 
business for 55 years. Born 
May 15, 1876, Mr. Fisher en- 
tered the hardware field in 
December, 1889, when he 
joined the forces of The Gil- 
bert & Bennett Mfg. Co., Chi- 
cago, Ill. The following Sep- 
tember he transferred his 
allegiance to the New Jersey 
Wire Cloth Co. and remained 
with that firm until June, 1941, 
being manager of the firm’s 
New York warehouse for 20 years. In 1941 he became 
identified with the Sherwatt Equipment & Mfg. Co., Inc., 
and has been in charge of the company’s New York 
warehouse ever since. Mr. Fisher has an excellent and 
broadening hobby—travel—and has visited most of the 
United States and Europe. The pleased expression in 
the accompanying illustration was occasioned, says Mr. 





BEN J. FISHER 








Fisher, by the fact that “The picture was taken while | 
was watching the antics of my grandchildren at a Christ- 
mas party.” 


B. C. KNODLE, head of 
B. C. Knodle & Son Co., 
DeKalb, Ill., is 76 years of 
age and is now enjoying his 
6lst year in the hardware 
business. After practically a 
lifetime in the business he 
still puts in a full day at the 
store and says he has no 
thought of retiring. Mr. 
Knodle was first identified in 
the hardware business in Ore- 
gon, Ill. Identified with him 
in the store are his wife, who 
is 74 years of age, and his 
son, Edgar L. Knodle. His 
chief form of recreation is 
fishing and he likes to go to 
the wilds of Wisconsin for 
the “big ones.” Last year he caught his largest black 
bass there. It weighed 534 lbs. and is now mounted on 
the wall of his office. 





B. C. KNODLE 


CHARLES H. GARD. 
NER, former president of 
Hall’s Hardware, Inc., Spring- 
field, Mass., is 71 years of 
age and has been in the hard- 
ware business for over 54 
years, Mr. Gardner was born 
July 14, 1873, graduated from 
preparatory school in 1889 
and entered the hardware bus- 
iness in December, 1890, with 
the firm of Pryer & Matthews 
in his native city of Ports; 
mouth, N. H. After four years 
he went with Duncan & 
Goodell Co., Worcester, Mass., 
remaining with that firm for 
nine years. In December, 
1903, he became associated 
with G. E. Russell & Co., Holyoke, Mass., and began to 
specialize in builders’ hardware and contract work. After 
four years, in 1907, he became identified with O. C. 
Alderman in Springfield, Mass., and remained with that 
organization until July 1, 1919, when, with H. S. John- 
ston, he bought out M. J. Hall of the same city and 
established Hall’s Hardware, Inc. Mr. Gardner retired 
from the firm some time ago, but recently has become 
identified with the Valentine Lumber & Supply Co. and 
expects to continue there for the duration. Mr. Gardner 
is a former president of the Western Massachusetts Hard- 
ware Association and is active vice-president of the 
Highland Co. He is a past master in Masonry. His prin- 
cipal hobbies are travel and nature study, particularly 
botany. 





CHARLES H. GARDNER 
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And Still Available for Hardware Distribution 


Trico Leak-Prooft 
Air Guns 


New line of leakproof air guns, for 
blowing chips, dust, dirt, kicking out 
finished parts, and operating air-driven 
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tools, such as air vises, clamps, chucks, 
presses, etc. Slight finger-tip flex of the 
hose discharges a small puff or full 
blast of air as desired. Operation is 
instant and positive, says the maker, 
and the ease in handling saves time, re- 
duces operator fatigue, and speeds pro- 
duction. Patented ball and socket valve 
joint has two moving parts. Air pres- 
sure helps close valve tightly when 
fingertip pressure is released. Type 
“A” is the most popular style for per- 
manent applications, and type “AB” is 
recommended for remote control ap- 
plications. Latter model is attached di- 
rectly to the air pipe line and operated 
by hand, knee or foot control, treadle, 
pulleys, cams, plungers, etc. Trico Fuse 
Mfg. Co., 2948 N. 5th St., Milwaukee 12, 
Wis. 


Plastics aH andbook 
For Retailers 


Containing 55 pages, the booklet is 
designed to aid retailers in answering 
many of the questions asked about 
plastics products, and the plastics in- 
dustry. Progress report, with small 
sketches illustrating points, on plastics 
is included. Some of the other topics 
taken up are: the retailer’s job in plas- 
tics; plastics today and tomorrow, which 
consists of two full pages of illustra- 
tions, showing some of the many items 
that are made from plastics of different 
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types. Center page spread is a chart, 
“Plastics for the Consumer,” with rigid 
types, form of class, trade names (raw 
materials), ratings in principal prop- 
erties basis, ranging between best and 
suitable, precautions, and typical uses 
as heads. Also included is a capsule 
encyclopaedia of the plastics industry 
information on the Society of the Plas- 
tics Industry, and a glossary. The Bulle- 
tin of the National Retail: Dry Goods 
Association, in cooperation with the 
Society of the Plastics Industry pub- 
lished the book. 


Fuel Oil Conditioner 


No. 77 fuel oil conditioner is a chemi- 
cal vitalizer for light fuel oils. It is free 
from corrosive acids and caustics, and 
it cannot harm tank or burner, accord- 
ing to the maker. One pt. will treat 
250 gal. of oil. It mixes readily with 
the oil, and is designed to perform 
seven different functions: lower the sur- 
face tension of the oil; reduce soot 
formation; lower fuel oil consumption; 
increase over-all heating efficiency; pre- 
vent rusting of storage tank by remov- 
ing water layer in the bottom of the 
tank; break up sludge in tank, and con- 
vert it to a form which is absorbed and 
burned with the oil, or retained in the 
oil filter, and prevent further formation 
of condensation or sludge in the storage 
tank. Associated Maintenance Engi- 
neers, 114 Massachusetts Ave., Arling- 
ton 74, Mass. 





Chapman Midget 
Ratchet Set 
CM1400 Chapman midget ratchet set, 


which is a complete unit and a rachet 
hendle itself, made of the highest type 





steel, hardened and tempered. Set con- 
sists of 14 pieces which are: 1 Midget 
ratchet wrench, 1%4 in. screw driver 
adaptor, 1% in. screw driver adaptor, 
14 in. square drive adaptor, for sockets, 
1 9/32 in. square drive adaptor, for 
sockets, and nine Allen wrench adap- 
tors of the most popular sizes. Set 
packed in a specially prepared case, 
which is vest-pocket size. General Mer- 
chandise & Hardware Co., 15-17 Middle 
St., Bridgeport 3, Conn. 





Telechron Timing 
And Control Motor 


Motor with terminal shaft speed of 
one revolution per hour has been de- 
veloped by the Warren Telechron Co., 
Ashland, Mass. Motor was designed to 
meet control manufacturers’ demands 
for a slow speed, totally enclosed motor 
for use in timers, thermostats, oil burn- 
er and coal stoker controls, etc. Motor 
has an input rating of 2 watts, and can 
be furnished in other speeds up to and 
including six revolutions per hour. Spe- 
cial oil gland has been built into the 
terminal shaft bearing. Companion 
model motor is available having a ter- 
minal shaft speed of three revolutions 
per hour. This design has an eccentric 
terminal shaft placed normally in the 
12 o'clock pésition in respect to the 
outer case. Can be furnished at speeds 
of from 3 rph to 6 rph. 
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Nationally Advertised 
Right Now In Leading Magazines 


Will & Baumer’s extensive national advertising 
builds sales volume for you in 2 ways: 


1 Your customers learn that Taperlite’s Patented 

* Firm-Fit end prevents tipping and dripping. (The 

only popular-priced hand-dipped candle with this 
important feature.) 


2 And, they learn how to use more candles oftener 
* through a new booklet, ‘Guide to Lovelier Table 
Settings,” offered free in every ad. 





Here's a candle that brings you 


quick profits—repeat sales! Be 


cause more and more, your cus- 
tomers insist on this 


recognized quality candle. 

















Tie-In Now for Extra Profits 


. . » Order the Taperlite Introductory 
Assortment 1,000 containing: 





8 doz. 10” Taperlites to retail at 15c a pair 
8 doz. 15” Taperlites to retail at 20c a pair 


TULAL RESAUM,. VALUE....W2.<..2iie.ecncccseed $16.80 
COST TO: DEAL BR is... cst gic $10.00 
DEALER'S PROFIT.......................... $6.80 or 41% 


Standard Color Arrangement—2 doz. White; 2 
doz. Old Ivory; 1 doz. Blue; 1 doz. Foliage Green; 1 
doz. Yellow; 1 doz. Peach. Other colors available 
if desired: Cream, Pink, Dark Blue, Apple Green, 


Sunshine Yellow, Red. 

Get your Taperlite Assortment direct from your 
Wholesaler today. If he can't supply you, mail 
your check for $10.00 direct—terms: 29% F.O.B. 
Factory, Syracuse 1, N. Y. 


WILL & BAUMER CANDLE CO., INC. 
Established 1855 
Fancy Candle. Sales Office: 
15 East 32nd St., New York, N. Y. 
Factory and General Offices: Syracuse, N. Y. 











COMPLETE DATA ON A 


lool ine 


Utility Appliances include cooling, 
heating and ventilating equipment 
— whatever is needed for virtually 
all residential, commercial or in- 
dustrial buildings. Complete cata- 


logs and illustrated folders on this 
outstanding line will be sent on 


request. 


TILI Ty, 
Y ae 


Formerly Utility Fan Corporation 
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Floor Furnaces Propeller Fans 





Standard Blowers 
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Trilmont Portable 
Space Heater 








Heater produces “black heat” from 
non-radiant coils with large surfaces. 
Without glowing the coils diffuse a 
steady flow of moderate heat. Because 
of their large surface contact the coils 
handle a great volume of air for space 
heating, and are not subject to burn- 
ing out. As soon as the detachable 
cord is plugged in, heating starts. 
Warm air comes out at the top, while 
air to be reheated enters at the bottom. 
Between the enamel sides is an interior 
air space which keeps the perforated 
grills of the sides and ends always 
cool. Its all-steel construction is solidly 
spot-welded. Weighs 19 lbs.,—1200 
watts at 120 v. DC or AC, and is 


WHATS EW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





19% by 18% by 9% in. in size. Tril- 
mont Products Co., Walnut St., at 24th, 
Philadelphia 3, Pa. 


Dutch Filter Bonus 
Offer Extended 


The new “Dutch” clothless coffee 
filter for glass coffee-makers bonus offer 
which was announced last December by 
Hill-Shaw Co., N. Desplaines St., Chi- 
cago 6, IIl., has been extended to end 
April 30, 1945, instead of the original 
time, Feb. 28, 1945. The “Dutch” filters 
were offered in deals of 26 units, pay 
for 33, and receive 36, with three filters 
as a bonus offer. 





New Holt Features 
On Sander-Polisher 


Perfection of a new self-leveling 
brush and installation as standard 
equipment on all Holt Mfg. Co., Oak- 
land, Cal., floor polishers, has been an- 
nounced. Brush and installation is said 
to eliminate brush whipping and the 
hopping of polisher when passing over 





FRANK McCABE says 


THE NEED FOR TIN 


SWING-A-WAY STEEL PRODUCTS co. 


IS VITALLY URGENT 


Government bulletins are eloquent in 
stressing the importance of tin salvage. 
Japan controls 92% of the world's 
supply. 

We desperately need tin to make guns, 
battleships, precision instruments, etc. 
And tin cans are our best and most 
accessible source ... A tin can is 1% 
tin and 99% steel—it is 100% essential 
War Material. 


Talk Tin Salvage in your newspaper ad- 
vertising. Keep it up because tin wi 

take us to Tokyo. Urge every customer 
purchasing SWING-A-WAY or any Wall 
Bracket Can Opener to properly pre- 
pare and save every tin can for salvage. 


CAN OPENER 





e Merchandise Mart «+ Chicago, lilincis 
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rough or irregular surfaces. Brush is 
designed to keep torque stress at a 
minimum, and to deliver a smooth uni- 
form operation, Company has also de- 
veloped the demountable drum of 
sponge rubber, an exclusive patented 
feature installed on all Holt sanders. 
Drum permits instant change of the 
rubber cushion and eliminates waiting 
for the cement to dry. Instant change 
feature, permits constant operation of 
the sanders. 


Folders on Kryocide-C 
Containing Cryolite 


Folder printed in brown and green 
describes Kryocide-C containing natural 
cryolite and copper. Inside of folder 
is a table with the following heads: 
Kryocide-C spraying and dusting chart, 
crop, insect, how to use, and when to 
use. Contains much useful information 
for gardeners. Back of folder tells what 
this home garden insecticide and fun- 
gicide is made from. Other folder is 
printed in yellow and black. Has the 
same type chart on the inside. Back 
lists main features and advantages and 
tells what Kryocide is. Pennsylvania 
Salt Mfg. Co., 1000 Widener Bldg., 
Philadelphia 7, Pa. 


——_- 


Ten Eyck 
E-Z Drill Grinder 


Drill grinder which wilh produce a fac- 
tory finish on a dull drill in less than 
half a minute, according to the maker. 
Grinder is a simple jig, and can be 
set up quickly on a grinder frame, 
or on a bench adjacent to the grind- 





ing wheel. Designed for use in garages, 
repair shops, etc. Sharpens all round 
shank drills from the shortest to 11 in. 
in length—3/32 to 1 1/16 in. diameter. 
Grinder with its protractor feature, 
gives a cutting edge that produces fast- 
er drilling, perfect hole centers and 
clearence, says the maker. Fred F. Ten 
Eyck, 748 S. Irolo St., Los Angeles 5, 
Cal. 
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COMING... 


Bul? Blot 


BETTER THAN 
EVER! 


..with a new 
blade that has 


even greater | 4 
mt 
sistance to wear ~ 
+ 
er 


and abrasion 





Within the next thirty days 
Master will re-introduce this 


sturdy Tufboy steel tape rule. 


This rule will embody an en- 
tirely new snow white blade 
with solid black figures and 
graduations. Its glass-like sur- 
face — even harder than ever 
before — will give the kind of 
service necessary in a steel 


measuring blade. 


The case — of tough zinc alloy 
— will be chrome-plated for 
protection ahd eye appeal. 


MASTER RULE MFG. CO., INC. Dept. A-3 
815 East 136th Street, New York 54, N. Y. 








Ready-Mixed 
Rat Killer 


The K-R-O Co., Springfield, Ohio, is 
making «n improved rat killer, ready 
mixed in Bis-Kit form, made of forti- 
fied, standardized red squill. Its effec- 





tiveness lies in its emetic action, and 
the fact that rats cannot retch. Avail- 
able in two sizes, 50-gram cans, and 
226 gram containers. 





Thermostatic Control 
Booklet 


Seven types of bi-metal thermostats 
to fill a wide range of applications are 
described in a new booklet released by 
Westinghouse Electric & Mfg. Co. Con- 
taining 20 pages, the booklet describes 
and illustrates the thermostats, and the 
characteristics and capacities of each 
unit are discussed and tabled for easy 
selection. Cross sections, curves, and 
drawings, picture operation and proper 
mounting of units. Copies may be se- 
cured from P.O. Box 868, Westing- 
house Electric & Mfg. Co., Pittsburgh 
30, Ps. 


Frigidaire Booklet 
Film and Bulletin 


General Motors Corp., Frigidarie Divi- 
sion, Dayton 1, Ohio, has made available 
for distribution to users of commercial 
refrigeration and air conditioning equip- 
ment, a booklet entitled, “Conservation 
Tips,” containing many helpful ideas 
on how stores, hospitals, and others can 
use their commercial refrigeration and 
air conditioning equipment to the best 
advantage, and make it last longer. Also 
available is a film, called “How to Get 
the Most Out of Your Refrigerator.” A 
bulletin designed primarily for home 
economists, teachers and editorial writ- 
ers, by the Frigidaire division, contain- 
much information on frozen foods and 
home freezing resulting from the com- 
pany’s frozen food research program. 
This booklet is entitled “75 Answers to 








Questions About Freezing.” 





@ A VAST MARKET 
@ EXTRA TRAFFIC 
@ QUICK SALES 

@ GOOD PROFITS 
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Hundreds of thousands of crowded, old 
fashioned closets all over the country need 
modernizing with new space-saving fix- 
tures. K-Veniences offer the one complete 
line to meet this need—over 40 practical, 
modern clothes closet fixtures. 





K-Veniences sell quickly because they 
are easy to install, scientifically designed 
to fit every shape and size of closet, double 
closet capacity and transform dingy Vic- 
torian catch-alls into smart, modern 
“dressing units’’. 





Plan now to feature K-Veniences 
consistently as soon as they are again 
available. Continuous national adver- 
tising to further stimulate the real need 
for K-Veniences in the majority of post- 
war homes, will mean steady sales and 


fast turn-over. 


KNAPE& VOGT 


MANUFACTURING CO. 
GRAND RAPIDS 4, MICHIGAN 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
pesition for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips twar- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 


OXFORD SL... a COMPANY 


G.G. CAMPBELL, Pres 
1633 N. 2nd Street Philadelphia, Pa. 








Remember When It's 


STOVES— 


Oil—-Gas— Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 


Hardware Specialties 


DAVID B. TAYLOR CO., Inc. 
Wholesalers and Distributors 
101-103-105 Light Street 
Baltimore 2, Maryland 


SILO-SEAL SAVES 
a the SILO! 


Year ’round seller to farm trade. 
Practical inside coating for leaky 
silos. Preserves walls, prevents 
spoilage of ensilage. 





















Prompt shipment. Write or wire 
for prices and full information. 


0., NORTH MANCHESTER, IND. 
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Sabin One-Man 
Barrel Trucks 


The Sabin Machine Co., 6536 Car- 
negie Ave., Cleveland 3, Ohio, has de- 
signed a one-man barrel truck that 
one man car easily and safely use in 
picking up and transferring 800-Ib. bar- 
rel or drum loads. Operator runs truck 
up to the drum or barrel, slides edjust- 














able hook over the top chime, pulls 
handle and the truck is loaded automat- 
ically. Extension foot pedal increases 
leverage for easy “breakover.” Roller 
bearings insure easy mobility, and the 
exclusive third-wheel feature in foot 
pedal assures support and balance of 
the load, says the maker. Frame is 
of all-steel welded construction and the 
wheels are semi-stee] or rubber tired, 
subject to government regulations. 
Axles are made of hardened steel. 





ECA Booklet Plan 
For America at Peace 


Electronic Corp. of America, 45 W. 
18th St., New York City, has issued a 
booklet entitled, “A Plan for America 
at Peace.” Prepared by a group of 
economists and writers, the plan is pre- 
sented in 44 pages, profusely illustrated 
with color charts and graphs. Statistics 
of our past and present employment are 
analyzed in coneise detail, and the 
policies required for the period of de- 
mobilization and reconversion, and for 
full employment are discussed at length. 
Part to be played by industry, labor and 
government in assuring peace, security 
and prosperity for America and the 
world is also considered in the plan. 





Dual Purpose Elec. 
Fence Controller 


The Electrite Fence Co., Whitewater, 
Wis., has a new model, No. 610L, elec- 
tric fence controller with a dual pur- 
pose. Can be operated on either 110 
volt A. C. or 6 volt D. C. Built-in 
switch permits immediate changing 
from battery to high-line. Can be hung 
in a building where alternating current 
is available, or can be changed to a 
battery controller for fencing sway from 
the high-line by simply pushing a cut- 
over switch. Built-in signal light shows 
whether the fence is shorted or if unit 
is operating. 


















CLIP-RITE 





COOK’S 
SUPER VALUE 
NAIL CLIPPER 


conditions permit thelr 
sale, remember the name 


COOK! 
THE H. C. COOK CO. 
27 Beaver St., Ansonia, Coas. 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


CENTROBELLOWS 
Za 


Handy, fast selling, 
profitable. Automatic air intake. Built for 
long service. Medium size retails $1.25 ea. 
Write for circular describing many new 
uses. Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO, Inc. 
821 Broadway @ New York 3, N.Y. 






















For Your China, Glass 
and Gift Department 
BEAUTIFUL COLORED AND CRYSTAL CUT 
GLASS VASES, ASH TRAYS, BON BON DISHES, 
CUPS AND SAUCERS, MARMALADE JARS, ETC. 
HAND DECORATED POTTERY 
TEA POTS, PITCHERS, RANGE SETS, VASE 
ASSORTMENTS, SALT AND PEPPER SHAKERS 
AND MANY OTHER ITEMS. 

Visit Our Display Room or Write for a $100.00 
Sample Order of Fast Moving Items 


V. H. Worman Associates 
1584 Merchandise Mart, Chicago 54, Illinois 
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[AMERICAN SHEARER MFG. CO, naswoa,nn, 


PRECISION LEVELS 


Available from stock without Prlierity 


TORPEDO LEVELS 
Other levels for every use 


Write for New Catalog 
HALL LEVEL & MFG. WoORKS 


Established in o im 1912) 
Hibernia Bldg New Orleans 12, la 
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SIZE MAR#KED 
‘inp e 
PUMP LEATHERS 


No Mistakes 


More sales in less time, with less effort 
— that’s the result of selling Simplex 
size-marked pump leathers. 

The sharp, clear size markings on all 
Simplex pump leathers assure quick, easy 
sales — without mistakes and annoying 
exchanges. 


Ask your jobber or write 
us for price list. 
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RIDSMEL 
Stops Paint Smell . Instantly! 


Ridsmel is a sure-bet for an extra sale 
with every paint sale you make. A few 
economical drops in a gallon of paint— 
and the sickening smell of paint is 
swiftly neutralized. No odors during 
painting, no lingering after odors. Sell 
guaranteed Ridsmel to householders, 
painters, hospitals, hotels, industrial 
plants. 
25¢ p.3 £560 Siges 
Big Pr iscountes 
Carton -f 3. , #y 25¢ Bottles 
$5.40 FP. O. B., New York 
ingen ‘Streamers Included 
Bee Your Jobber or Write Direct 





COMMENDED 
y 


HOLLEY CHEMICAL C0. } 
COMSUMER 


122 E. 25th ST. NY 


/ 
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Myers Installation, 
Service and 
Parts Manual 


Just issued by The F. E. Myers & 
Bro. Co., Ashland, Ohio, is its new 52- 
page “H” Series Ejecto Water Systems 
Installation, Service and Parts Manual. 
It is strictly a dealer guide for use 
of Myers deslers, jobbers and members 
of their own respective organization. 
User’s Maintenance and Service In- 
structions are printed on a wall card 
packed with each water system, how- 
ever the Myers company advises that 
for the best service of any of its water 
systems, regerdless of type, installation 
should be made by a competent and 
qualified dealer. Simple rules and 
photographic instructions, in the man- 
ual, enable any pump installation and 
service man to become quickly and 
thoroughly acquainted with the new 
“H” Series Ejecto Pump and Water 
Systems, and to make proper installa- 
tion and render any service that might 
be required. Parts section gives simpli- 
fied listing of all parts for every “H” 
Series Pump and Water System, to- 
gether with explosion views carrying 
the identifying reference number for 
quick location of pert number. Numer- 
ical list enables dealer to identify and 
locate pump or assembly on which 
such is used, while page number ref- 
erence assists in locating complete 
assembly or pump. Also contains de- 
tailed Motor Service Station Directory 
affording the best possible service on 
motors, availeble through service sta- 
tions of outstanding motor manufac- 
turers. 


Counter Display 
On Bearing Pullers 


Armstrong-Bray & Co., 5364-76 
Northwest Highway, Chicago, Ill., has 
made available for its dealers a counter 
display board, with pockets on both 
sides for folders describing Steelgrip 
geer wheel and bearing pullers. Fold- 
er gives specifications for Steelgrip 
standard 2-arm puller, 3-arm gear and 
wheel pullers, fan propeller puller, pit- 
man arm, or steering arm puller, and 
electrical bearing and battery terminal 
puller. Exch type is illustrated, and 
prices are included. 


Dog Breeder & 
Veterinarian Journal 


Entitled, “Dog Research Progress,’ 
this journal of summary, and comment 
is published periodically as a service 
to dog breeders and veterinarians by 
the Gaines Dog Research Center, 250 
Park Ave., New York City 17. It is 
intended to bring together in a single 
compact unit, reports of the newer de- 
velopments in dog research here end 
abroad and to call attention to projects 
in other research fields that give pros- 
pects, in the dog field, of profitable 
application. 












50° Stronger, Bo! Projecting Wings 


onced Ferrule of on Shonk Prevent 
Greater Diameter Blode from Turn 
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Aplitting 
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An ngenious 


ing in Handle 


Stioulder 
Formed ir Blode Gives 
Added Strength to Super 
Grip Handle 
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SCREW DRIVER 


A new design in husky Screw Drivers that can 
really “take it” ... the blade, shank and shoul- 
der are forged from ‘ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920. 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 
Y%” chuck capacity. 












WHALE BRAND COPING SAWS 


No. - An extra deep, finely finished f 

Stock 94° ashe jm 6%" anraweet handle. 
‘omplete °. specia h 

tempered Whale Blade, ¥ ee 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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Help Wanted, Accounts Wanted 


Business Opportunities 
Sales Representatives Wanted 


care of everybody. 
Set solid, maximum, 50 words...... $5.00 
Positions Wanted 
(Special Rate) set solid, maximum, 
$0 words .....ccccecccsceess $2.00 


Allow Beven Werds for Keyed Address or Your Address 





BOXED DISPLAY RATES 
One inch - 88.00 
Box display advertisements temporarily lim- 
ited to One Inch single column. 


eee eee eeeeseeeseeeees 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 





SPECIAL NOTICE 


Samples of Merchandise, Literature, 
Catalogs, etc., will not be forwarded to 
accom- 











HARDWARE AGE is published every other 
Thursday. Classified forms close Three weeks 
Pprevioys to date of publicatien. 

Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 











Essential 


Workers 


Need Release 


Statements 





WANTED: A SALES MANAGER 


Excellent present and postwar opportunity with e large 
manufacturer for a man familiar with hardware and 
building supply field to head up division selling s 
nationally advertised building product. 

farm and poultry field would be helpful. Must be able 
to organize and direct sales ve 
essential data in letter which will be held confidential. 
Send reply to Box K-43, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. Statement 
of availability required. 








SALESMEN WANTED 

Splendid Opportunity for Salaried Position 
with Steel Company entering Farm Building 
Field. Dealer Sales Development Program 
Needs Men 28 to 42 with Proven Sales Record 
in Farm Equipment, Building or Similar 
Fields. Give Complete History, References 
and Small Photo in Reply. Statement of 
availability required. 

Address Box K-52, care of HARDWARE AGE 

100 East 42nd St., New York (7, N. Y. 


WEST COAST REPRESENTATION 


West Coast Representative with Person- 
ality—Well Financed—Excellent Clien- 
tele—20 Years’ Experience, wants to Con- 
} - Ay Jfanutacturer Interested in 
o Jo 
Volume Line. mene hedbeb on sad 
Address P.O. Box 4667 
Sen Francisco 1, Calif. 

















SURPLUS STRIP STEEL AVAILABLE 
BELOW MILL CEILING: 
94,000 Ibs. 0.950" x 0.025" cold rolled flat 
} or gy WR - ri Ibs. spheroidized, 
; BOC 4 Speci 
cation §7-136-iC). rr " 
L. B. FOSTER COMPANY 
11 Perk Place New York 7, N. Y. 











SALESMEN:—MAKE BIG MONEY NOW. 
We can supply all sizes and types of both Pure 
Bristles and Mixed Bristle Brushes—Colors in 
Oil—Synthetic Enamels—Drop Cloths. We are 
now looking for customers who will stay with us 
in the post war era. Address Box 790, 1474 
Broadway, New York, N. Y. Statement of avail- 
ability required. 





FOR SALE: HARDWARE STORE located 
in Suburb of Chicago. Sale includes the (two 
stores) Building with lot and an Adjoining 
Vacant Lot, Entire Stock and Fixtures. Price is 
only $12,000 Cash. Address R. Stular, 9150 
Broadway, Brookfield, Illinois. 





INDUSTRIAL, GARAGE DOOR HARD- 
WARE SALESMAN OVER 30 YEARS’ EX- 
PERIENCE desires to represent nationally 
known line in Metropolitan New York and Vicin- 
iy, Well known, best references. Address Box 

-58, care of Hanpwarez Acz, 100 East 42nd St., 
New York 17, N. Y¥. 
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SUPERVISOR OF BUYERS 


For midwest chain. Hard lines are principal 
merchandise handled per t position 
now available, Requires thorough background 
of chain store buying and experience in super- 
vising buyers. Send full details in complete 
confidence to 

Box #K-56, care of HARDWARE AGE 

100 East 42nd St., New York 17, N. Y. 











CANADA 
A LARGE POST WAR MARKET 


Reliable Wideawake Sales Organization, with Branches 
Coast to Coast in Canada can accept 

tion for additional factory Canadian Agents 

om commission basis. Long established 

with Wholesale Hardware, Chains and Department 


H. HACKING CO., LTD. 
144 Water St. Est.1916 Vancouver, B. C. 


i 





PACIFIC COAST REPRESENTATION. 
Firm consisting partners possessing ex- 


area, is contacting manufacturers 
contemplating i agencies 
en the Pacific Coast. tisfactory references can 

f Write King, Shea & Poston, 604 


be furnished. 
Mission St., San Francisco, California. 





MANUFACTURERS—ARE ESTABLISHED 
MANUFACTURERS’ AGENTS, Ohio, Mich- 
igan, and West Pennsylvania, 23 years. Can 
use One More Good Line for Wholesale Hard- 
ware and Lumber Trade. Will carry Accounts, 
Stock. Can do our own Billing. Address Box 
K-50, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE Experienced 
Warehouse . . . Dun and 
Plan for Post War new. Address 
Co., 610 Newbury Street, Besten 15, 





ATTENTION MANUFACTURERS 








ALAN P. CLINE AND ASSOCIATES 
116 New Montgomery St., San Francicse 5, Calif. 








FOR SALE—OUR STOCK SEED HAPD- 
WARE, Jamesway Barn Equipment and Fix- 
tures. 25 year trade. Buying of Building is 
Optional. Address John Idsinga Company, 
1225 Alpine Ave., N.E., Grand Rapids 4, Mich. 





EXPORT: POSITION OPEN WITH OLD 
ESTABLISHED Eastern Manufacturer for Ex- 
uilders’ Ha Specialist with 


F desirable 
although not necessary. — complete 
personal history and salary desi Statement 
of availability required. Address Box K-42, care 
< y= Acx, 100 East 42nd St., New York 
17, N. Y. 





EXPORT: EXPERIENCED HARDWARE 
MAN WISHES to Contact Manufacturer of 
Builder’s Hardware, Tools, Cutlery or Kitchen- 
ware requiring Representation in Guatemala, 
Costa Rica, Panama, Colombia and Venezuela. 
Address Box K-54, care of Harpware AGcz, 
100 East 42nd St., New York 17, N. Y. 





FOR SALE—RETAIL HARDWARE STORE 
Established for over 50 years, Entire Stock and 
Building. Situated in Holland, Erie Co., New 
York. Address Box K-51, care of HarpDware 
Acer, 100 East 42nd St., New York 17, N. Y. 


SALES & DISTRIBUTING CO. 
IN N. Y. C. SEEKS NEW LINES 


ible 
rite to Box K-53, care of HARDWARE AGE 
100 East 42nd St, New Y 17, N.Y. 











FOR SALE—One “Line-O-Scribe Show Card 
Writer” Printing Machine with 6 sets of 6 sizes, 
metal and wood type, 4 sets of four sizes metal 
and wood numbers. Also border and action type, 
complete ready to use with instructions. 
$200.00. Sacrifice Sale $100.00. TRUE & 
— CO., INC., NEWPORT, VER- 
M ° 





FOR SALE: COLORS IN OIL, Limited 
Quantity—Pure Bristle Brushes—-Mixed Bristle 
Brushes, all sizes and types. Drop Cloths 
9x12 7% duty. Address Box 791, 1474 Broad- 
way, N. Y. 





NEW YORK — NEW ERSEY. TOP 
FLIGHT MANUFACTURERS’ REPRESEN- 
TATIVE with Showroom in New York City 
through active contact with Jobbers, Distributors 
and Chain Stores, desires fast selling lines for 
the present and post-war era. Can furnish ex- 
cellent references and rating. Address Box K-55, 
care of Harnware Ace, 100 East 42nd St.. 
New York 17, N. ¥. 


NATIONAL MANUFACTURER OF spe- 
cialty paint and waterproofing products has sev- 
eral choice territories open for live wite manu- 
facturers’ agents accustomed to high earnings, 
to work on a very attractive commission basis. 
Write stating full details. Box K-57, care of 
Harpware Acer, 100 East 42nd St., New York 





17, N. Y. 
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Hand Saws Cresscut Saws Circular Saws 
Hacksaws Keyhole Saws All Other Types 








HOLD-E-ZEE 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., Inc. 
+84 Exchange St. 
Rochester 4, N.Y 
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(1 3 Anp acuminum ORIGINATED 1896 AND ALUMINUM mii 


MAYES GUARANTEES ACCU “pei amae-iaane, 


ASK YOUR DEALER *AND DURABILITY: CATALOG FOR 


maves Toots {MAYES BROS. TOOL MANUFACTURING CO.. Inc. Halal MicH. * 
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Red Mites Rope Lariats Halters 
Our “DIAMOND Our “DIAMOND 
Bed Bugs BRAND"3-strand SRAND” Russet 
7/16” Best Grade arness Leather, 
This powerful dis- JUTE Rope Lari- 4 erettp - Sam 
aq infectant also kills ~% By a mA". —eE- 
¥ blue bugs, fleas, ticks, cattle lice, termites, oot. so 6-Ring 
A) roaches, ants and similar pests. — rope in 6-Ring 
Something to Sell When the Going is Tough! 
Nationally advertised — widely distributed — SEE 
Satisfied customers in all parts of the country YOUR 
as a result of years of successful use in homes BBER 
and on farms. This powerful disinfectant JOBBE 





helps control diseases. 


AZ TOXITE LABORATORIES 
BOX B CHESTERTOWN, MARYLAND 


DIAMOND WHIP COMPANY 


3415-17 NO. MILWAUKEE AVE. @ CHICAGO, ILL. 























THE NAME SILVER LAKE STAMPED ON EVERY FOOT 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 


Mills Chattanoochee, Ga NUCORD 
SILVER LAKE C0. / Sale 9 2a : Boston BENGAL 


v« 
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ShED 
PACKETS 
avallable 
om our 
SALE and 
RETURN 
CONTRACT 
for 1945 
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“At Your Service Since 1896" 


49 YEARS OF STANDARD QUALITY 
Full line of selected and tested varieties of 
FIELD, VEGETABLE and FLOWER SEEDS 
and Lawn Grass Mixtures af WHOLESALE 


Our 


is highly recommended. 
Write jer Wholesale Price Lis 


THE PAGE SEED COMPANY 
Greene, N. Y. 





Ee ee eS 


30,000 DOZENS 


SES 


4 comeiate stock for immediate delivery of 
CORNING STANDARD, PYREX HIGH PRES- 


RED LINE GAUGE GLASSES. 
Also Glass Cylinders, Oil Cup 





SURE, PYREX RED LINE and PYREX BROAD 


Machine facilities available for special lengths. 


lasses, Lubri- 


cator Glasses, etc. Write, wire, or phone. 





Fy” usricaror, co. 
ELMIRA, W. Y. 





SLAYMAKER LOCK COMPANY 
SINCE 1888 @ LANCASTER, PENNA. 








Geni’ DOMES of SILENCE 











SLIDE SILENTLY -S SOFTLY - SMOOTHLY 


Ask your Jo 


Look for same 





0c SET - 10c SET -10c SET SAVE FURNITURE 
& FLOORS - CREATE QUIET 


“Domes of Siience™ 





Domes of Silence — Insuleted Cushier Glides 


For Tile, Marble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood 
chairs and all furniture. 


DOMES of SIL LEN CE Inc 
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Goulds Pumps, Ime. .........--0-00- 4 B. W. 
Great Neck Saw Mire. REF Eee 137 Tate Laboratories 
eh See 
Hall Level & Mfg. Works .......... 1go | Turner Brass Works 
Hammond Paint & Chem. Ce. --» $26 
Heller Brothers Company ... .-. 58] Union Hardware . 
Hodell Chain Co. .......-. «++ 60] United Gilsonite |, eo al 
Holley Chemical Co. ..........-0+00- 181 = = oo a Corp..... 
[one, bee. : rem De TT Te ie Upon Ores. a alt a le 
orrocks-Ibbotson Co. .......-.--+-- i i ee 
Horton Mfg. Co., Fort Wayne, ind..... 22 ty ‘Avitance ¥ pedess 
1 Yessnen & a Mfg. Co. ...... 
international Chain & Mfg. Ce. ...... 40 | Vaughan Novelty M Co. z. +beewren os 
J Vita Var Corp. {isd véebacetee MEN 
Johnson’s Arms & Cycle Works ...... 54| Von Sehrader Mfg. Co. .............. 5! 
K ~ ‘ 
ae Warner Products Corp. .............. a 
aie AR Warren Telethon Co. .......2.2020. 
Kellogg Brush Mfg. Co. ............. 155 | Warwick — Corp. ..... 4. seeeee - 135 
Kom-Vese ebessin eral Picaenkatnd i _ Bitte uae ease ne ees - 3 
Kester Solder Go. ...........-202.-- 153 Ae se Elec. & Mig. Co. 
Kicin & Sone, Mathias Bi Ra ee ey ot 1B y-—» - Anegtbtdgposoesereesoocse | 
Knape & Vogt Mfg. Co. ............ Bl Wheeling” Corrine Sai oir 6i 
Seed Co. 








™ 
Mall Tool Ce. .......... 
Manning, Bowman & Co. 


aster 
Master Rule Mfg. Co., 





Wreught v4 MS TER. seicaasece 





Y 
cs 2 a a Yale & Towne Mfg. Co. ............3, 45 
wih Youngstown Kitchens ............+. 174 

z 
Zim Mfg. Co. Bos cesscedescoces 108 
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POINT DRIVER 

o\ 
ere are no substitutes for quality 
stock and sell genuine RED DEVIL tools 


ee Complete Catalog Available G DA 
RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. LAZIERS 
SCRAPER POINTS 


THE BEST MADE 


¥%& Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- ——_:" 
ability. Columbian ee — 

Vises offer your st ; 

customers the great- \\ el s 

est value in efficient _ eam 4 POT hy 

and economical vise wae ‘ with 

equipment. All types ee ee 

for all work. See pcb: 


S = PS ' your distributor. q m Dp F B - FP EU i L 
THE COLUMBIAN VISE & MFG. CO. 
103 S TH SIXTH STREET > MIL W 


9017 Bessemer Ave. Cleveland 4, O. 


a ie ee ee 
a ee 
T ( pe PY 
A U O y R ra \ i & we ; 
M AND KITCHEN \ 


MANUFACTURERS OF BATHROO 








AUKEE WISCONSIN 


ACCESSORIES NGW 10 N WAR PRODUCTION 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT 





ge* WHITNEY Mey 
LAWN SEED I 


Yes, seeing is buying with Whitney seeds and 

this Whitney display. Lawn lovers know 

Whitney nationally advertised lawn seeds .. . 

meagan know they're sure-growing, Super-Refined 
MANUFACTURED BY seeds! Satisfy their demand to your profit, 


WARNER BROODER AND APPLIANCE CORPORATION but ... order while there's still time . . . NOW! 


NORTH MANCHESTER, INDIANA 


THE NATIONAL IDEAL CO. = To.eoo™"” “"ouio fi WHITNEY SEED CO., Inc., BUFFALO, N. Y. 


MARCH 15, 1945 








PROMPT SHIPMENTS, START- 
ING IMMEDIATELY! That is the 
surprising good news — prompt 
shipments — on rated orders for 
Dexter-Tubular 5-Pin Tumbler Cyl- 
inder Locks. Choice of either dead 
bolt or spring night latch. Keyed 
alike and master keyed locks take 
a little longer. 


These are exceedingly fine locks — 
cylinder plugs, cases, pins, and 
keys are solid brass. Their rugged, 
dependable quality is squarely 
backed by the written Dexter Life- 
time Warranty. 


Dexter offers something to sell — 





a lock that easily installs by simply 
boring round holes with brace and 
bit. As an auxiliary lock, it is in 
a class by itself since there results 
no unsightly exposed case upon 
the door. You can recommend 
Dexter to your customers with 
implicit confidence in its quality 
and satisfaction. 


Remember, too, Dexter-Tubular 
offers a complete line on which to 
profit. There is a specifically de- 
signed — Lifetime Warranteed — 
Dexter-Tubular lock and latch for 
every door in the home. All are 
available now. Write for complete 
information. 


NATIONAL BRASS COMPANY, Mirs., Grand Rapids, Mich. 


State Representatives in NEW YORK «¢ BOSTON 
TAMPA, Fia. * DETROIT « PORTLAND, Ore. 
WORTH ° CHICAGO ° PHILADELPHIA 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR AND SHELF HARDWARE 





« MILWAUKEE ¢ COLUMBUS, Ohio « 
e ST. LOUIS «+ BALTIMORE «+ FORT 
. LOS ANGELES + KWNOXVILE, Tenn. 


(Above) Actual portrait photo- 

graph of Type E Dexter-Tubular 

5-Pin Tumbler Cylinder Spring 
Night Latch. 














THE WHITE ENAMEL THAT STAYS WHITE 


VITA-LUX 


REG. U. S. PAT. O 














THE FAMOUS WHITER ENAMEL MADE BY VITA-VAR 




























VITA-LUX is the Enamel to recommend when your customer 
wants the finest possible job. An enamel of the highest 
quality, it has wide acceptance among master painters and 
| home owners. For use on woodwork, walls, cabinets, doors, 
stairs, trim—for kitchens, bathrooms, children’s rooms, 
living rooms — hospitals, hotels, institutions — wherever the 


} ‘ highest quality brilliant white finish 
a is desired. 


SUPPLIED IN GLOSS, 
EGGSHELL AND FLAT FINISHES 


Write now for details and descriptive folder. 















VITA VAR CORPORATION 


















PAINT ENGINEERS 
Since 1866 


Vi174-VaR CORPORATION 


PAINT ENGINEERS SINCE 1888 NEWARK, NEW JERSEY 











PRESENTING. . 
a few 


REPRESENTATIVE ib sdit | 


WHICH WILL, i s hp ‘ i 


























AVAILABLE ny 
SI 


IN REASOWAB! E 
QUANTITIES 











Write us or 
Consult our Salesman 


SHAPLEIGH Tea ARE eae | 


Sy iO) UES 


Shapleigh National Series Number 2438 
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